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TILLAGE TOOLS 
..- dasure EXTRA ACRES 
of trouble-free work 


Marketed under these famous 
registered trademarked brands: 


‘EMPIRE’ 
"RED 4: CHIEF 
PLOW MASTER 


Specify “EMPIRE” built prod- 
ucts by name every time you 
order to let your distributor 
know that you appreciate the 
EXTRA ACRES of value he is 
giving your trade. 


“THE LINE WITH READY TRADE ACCEPTANCE" 


THE EMPIRE PLOW COMPANY 


1840 “In Our Second Contury of Progress” 1950 


CLEVELAND 4, OHIO 





THIS NAME ON THE EDGE 
OF THE WINDOW MATERIAL YOU SELECT 


ASSURES You Top QUALITY 
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Made Stronger 


Just try to Tear a Sample of one of Warp’s Win- at % 
dow Materials, Then you will understand what AN i ; ss—* , Cleats 
we mean when we say,**Warp’s is all Bonded to- , FAS . ‘ ‘ gn Gr sed i ‘prowber> 
gether into one Solid, Weatherproof Sheet.’’ Then \ are 

try to tear some other brand, or some unbranded 

window material and you are likely to find that a 

cheap substitute just slides apart. Warp’s “one 

piece’’ construction Guarantees Longer Wear. 


Last Longer 


Just Try to Pick Apart a Sample of one of Warp’s 
Window Materials—you will find it can’t be done. 
There are other brands, and unbranded substitutes 
on the market that are very easy to pick apart. Don’t 
Be Fooled By Cheap Imitations That *‘look as good.”’ 
Warp Bros, Stand Back of Every Yard of Window 
Material they make and are glad to put Their Name 
on the Edge so your Customers know they are getting 
sthe Best that Money Can Buy. 


know they are Better and will Insist on getting the Gen- 
uine. Folks who see Warp Bros.’ Ads and hear their Pro- 
grams on the Radio will Insist on Seeing that Name 
“Warp’s’”’ on the Edge of the Window Material they 
Select. Be sure you get *‘Warp's”’ Top Quality Window 
Materials from your Jobber when you re-fill your Dis- 
penser. If you don't yet have one of these handy Dispen- 


sers, Order a ‘‘Warp’s WM-5" from your Jobber Today. 
PRICES NATIONALLY ADVERTISED — SUBJECT TO CHANGE 
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Rapidly growing use of 
the latest labor-saving 
machinery, such as 
shown at right, is in- 
creasing productivity 
and lowering produc- 
tion costs on southern 
farms 


The J outhern 
FARM EQUIPMENT MARKET 


S THE nation moves towards a 

war-time economy, there is 
every indication the present ac- 
celerated demand for farm equip- 
ment in the South will continue. 

Even without this turn of 
events, the South still would com- 
prise a market for farm machinery 
considerably greater than in pre- 
war years. While in 1949 there 
was a marked drop in most farm 
prices, the farmer’s ability to buy 
remained well above the pre-war 
level. 

In 1949, cash farm income for 
southern farmers totaled more 
than $8,130,000,000, including gov- 
ernment payments. While this was 
a 5.8 percent decline from the 
high level of 1948, the drop still 
was less than the 8.9 percent loss 
for the nation as a whole. Some 
readjustment in farm prices was 
to be expected, but even with 
the return to a more normal price 
structure, farm income in 
the South still ranges 
nearly four times above 
the pre-war normal. 

There was evidence of a 
further slide in the first 
half of 1950. The Bureau 
of Agricultural Economics, 

U. S. Department of Agri- 
culture, reported that 
farm income for the na- 
tion slipped 9 percent be- 


low the corresponding period of 
last year. The 16 southern and 
southwestern states, however, pre- 
sented a somewhat better picture, 
for in these areas cash farm in- 
come was off but 6.2 percent. 

Generally, the BAE reported, 
monthly marketings this year fre- 
quently have been smaller than 
marketings in corresponding 
months of 1949, and prices re- 
ceived by farmers for their prod- 
ucts have averaged consistentiy 
lower. 

Consequently, during this peri- 
od, dealers experienced a more 
competitive situation. Inventories 
at both branch houses and dealer- 
ships were perhaps in better bal- 
ance than at any time since the 
pre-war years. With the exception 
of a few items, supply had large- 
ly caught up with demand. 

Where farm income had de- 
clined in any substantial degree, 
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dealers noted definite sales re- 
sistance. Farmers, besides “‘shop- 
ping” with a new intensity and de- 
manding, in some instances, ex- 
cessive trade-in allowances, were 
waiting until equipment was ac- 
tually needed for operations be- 
fore making their final purchases. 
Competition among dealers was it 
its keenest point in years, and a 
return to sound selling practices 
was in évidence at the more ag- 
gressive dealerships. 

With the outbreak of war, how- 
ever, there was a sudden demand 
for all types of equipment. Some 
branch houses. virtually were 
swept clean of tractors in filling 
dealer orders. Others reported 
sales increases of more than 100 
percent over the corresponding 
period of a year ago. While this 
sudden rush for new equipment 
undoubtedly was scare buying in 
instances, it preceded by 
only a short period the 
normal upturn that could 

be expected with the ad- 

vent of fall buying. 

As the BAE, U. S. De- 
partment of Agriculture, 

pointed out, farm prices 
actually had been grad- 
ually rising during the 
first six months of the 
year, until in June prices 
received by farmers were 


some 
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but. one percent under June 1949. 

While it is undoubtedly true 
that some farmers, in expectation 
of future shortages, were buying 
ahead, this upward trend in farm 
prices over the past. several 
months also directly influenced 
added sales of equipment. 

Reaction to the Korean situa- 
tion caused prices to make their 
sharpest advances of the year. 
Prices received by farmers rose 
an average of 6% percent from 
mid-June to mid-July, slightly in 
excess of parity for the first time 
in 15 months. 

In regards to prices, the South 
is in a particularly fortunate posi- 
tion because of the favorable 
prices for cotton and tobacco. In 
late July cotton prices were at 
their highest level in 
two years, white 


most farm products. The accei- 
erated defense program will tend 
to further strengthen demand, 
and, in fact, there is a likelihood 
that the nation’s farmers will 
again be called upon to supply 
farm products far in excess of 
domestic needs. 

In considering factors which ef- 
fect the farm equipment market, 
the value of the farmer’s dollar 
should not be overlooked. Despite 
the lower farm prices in effect 
for last year, the farm dollar still 
buys more farm equipment than :t 
did in the years before World War 
II. Farmers still have substantial 
cash reserves, and comparatively 
few are burdened with the 1n- 
debtedness characteristic of the 
prewar years. 





Another factor which will tend 
to strengthen the farm equipment 
market in the South is the matter 
of man power. Inevitably, sone 
farm workers will be drawn into 
the armed forces, while others will 
migrate to factories engaged in ce- 
fense work. With fewer workers 
at hand and faced with a need for 
greater production, farmers will 
turn to increased mechanization of 
their farming operations. 

Also acting as a stimulus to ad- 
ditional farm equipment sales is 
the prevailing wage rate for farm 
labor which has increased above 
the levels of a year ago. This pro- 
vides a further incentive for 
farmers to reduce production costs 
by using additional labor-saving 
machinery. 

But perhaps the 
surest sign of a con- 
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was estimated at 





ing totaled about 2.6 ) 
billion, 15 percent 


slightly over 19 mil- 
lion acres, only 69 
percent of the 1949 
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were 8 percent above 
prices for a year ago. 





























become greater, cot- 
ton production pos- 
sibly will be stepped 








In some sections of ! 
the South the cotton 





up. 
Demand for tobac- 








crop will be smaller 
this year due_ to 
smaller acreage and 
to insect devastation. 
Wet weather has hampered farm- 
ers in some areas in launching in- 
sect control measures. 

However, prospects are _ for 
larger cotton crops in 1951, and in 
view of military demands for 
cloth, cotton prices probably will 
remain on a high level. 

In addition, there are other fac- 
tors which will have a definite ef- 
fect upon the farm equipment 
market. In recent months indus- 
trial production has been at record 
levels, with an acompanying high 
rate of employment and increas- 
ing consumer incomes. Even be- 
fore the Korean war, this healthy 
economic picture was being rc- 
flected in a strong demand for 
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In 1949 the southern farmers’ 
farm marketings 


Added to this is the fact that 
farm machinery price advances 
have by no means kept pace with 
the increased prices of farm prod- 
ucts since the war years. 

The Department of Commerce 
reported recently: “In March 1950, 
the wholesale price of farm ma- 
chinery was only 54 percent above 
that of 1939, compared with 98 
percent for all commodities and 
76 percent for iron and steel .... 
Prices received by farmers for 
their products were 149 percent 
higher. Prices paid by farmers for 
all commodities were up 97 per- 
cent, while the prices they paid 
for farm machinery were only 77 
percent above 1939.” 


cash receipts from 
totaled more than $8,000,000,000 


co continues strong, 
and the prospects are 
for a large tobacco 
crop in 1950. Prices in July for 
the Georgia and Florida flue- 
cured product averaged 51 cents 
per pound—1l16 percent highe! 
than in the same period of last 
year. (In late August it was an- 
nounced that gross sales of golden 
flue-cured tobacco for 1950 in the 
Georgia-Florida belt totaled more 
than $65,000,000, an all-time rec- 
ord.) The average price of Mary- 
land’s auction-market tobacco 
was close to 48 cents, somewhat 
lower than last season’s average. 
but considerably above the sup- 
port level. 

Generally, the BAE, U. S. De- 
partment of Agriculture, reported 

(Continued on page 117) 
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KILOWATTS COME TO THE FARMS 


HE South is the nation’s No. 1 
jp in the development of 
rural electrification. In no other 
major geographical section of the 
United States are there so many 
farms wired for electric service 

Today more than 2,300,000 farms 
in 16 southern states are served 
by Reddy Kilowatt, the little man 
who made kerosene lamps as ob- 
solete as the horse and buggy and 
who can afford to work for less 
than any other “farm hand” avail- 
able. 

There are now approximately 
nine out of every ten farms in the 
nation using electricity, and there 
are five states in the South that 
are right up with this high national 
average in the percentage of elec- 
trified farms. To appreciate the 
gigantic size of the rural electrifi- 
cation development in the South, 
it is only necessary to call atten- 
tion to the fact that in these five 
states — Georgia, North 


By Dr. Paul W. Chapman 
College of Agriculture 
University of Georgia 


of the nation’s farms were using 
electricity. As recently as 1940, only 
464,000 farms in the South were 
energized. They have gone forward 
at the average rate of 152,000 
farms each year. Since 1945, addi- 
tional farms have been wired at the 
rate of more than 300,000 a year 

Of course, this remarkable de- 
velopment is due mainly to the 
establishment of the Rural Elec- 
trification Administration, U. S 
Department of Agriculture, in 
1935. At that time, there were but 
788,000 farms in the nation wired 
for electric service. 

REA has loaned $1,830,000,000 
to farmer cooperatives to construct 
rural lines, pay transmission 
charges, build generating plants 





Carolina, South Carolina, 
Texas and Virginia—there 
are more than 1,000,000 
farms using electric light 
and power. 

Rural electrification is a 
recent development. j 

Fifteen years ago, only | 
4 percent of the South’s 


; 


With more than 2.000.000 farms 
electrified—and more to come 
—the South offers an almost un- 


farms and but 10 percent a ee 
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and provide consumer facilities 
But privately-owned companies 
have helped carry forward the 
development and have shared in 
the benefits resulting from the pro- 
gram 
“Of the nearly 5 million farms 
using electricity at the end of 1949, 
48 per cent were serviced by 
privately-owned companies, 47 per 
cent by REA Cooperatives, and the 
remaining 5 per cent by munici- 
palities and other governmental 
agencies,’ according to a report 
published by the Northern Trust 
Company, Chicago. “Of the 4.2 
million farm customers added to 
the lines since 1935, about 56 per 
cent have been connected to REA 
Cooperatives’ lines. The private 
companies supply 58 per cent of 
the power requirements of the 
REA Cooperatives.” 
Rural electrification is reflected 
in the growth and progress of 
every important light and 


power company in the 
| South 
| As an example, C. A. 
| Bradford, Rural Develop- 
ment Engineer, Public 
| Service Company, Tulsa, 


limited market for the _ sale Oklahoma, says, “During 
of electric-powered equipment the past year, our farm 
consumers increased 14 


J percent, annual kilowatt- 
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13. Tennessee ..... 134,431 
164. Temes ........ , 384,977 
15. Virginia ........... 173,051 
16. W. Virginia ..................... 97,600 

TOTES ccicniccinien CHATS 





SOUTHERN FARMS ELECTRIFIED WITH CENTRAL 
STATION SERVICE 


Total Number 


State of Farms 
By IE cc cnscrmsetiininn 223,369 
ee ee 198,769 
i nes 9,296 
4. Florida iaaasiaaa 61,159 
Be ID sictnitnienreune 225,897 
6. Kentucky. ............0. 238,501 
Fe BOO, te 129,295 
8. Maryland 41,315 
| ee 263,528 
10. N. Carolina ................ 287,412 
11. Oklahoma once 164,790 
+ eee 147,745 


(Sources of Information: No. of Farms, Census of Agriculture, 1945; 
Farms Wired for Service, 1945, REA Report; Farms Wired for Serv- 
ice, 1949, Edison Electric Institute, Report for July, 1950.) 


Number of Farms 
Wired for Electric Service 
Jan. 1, 1945 Dec. 31, 1949 

64,833 177,600 
42,058 142,300 

5,547 9,100 
24,189 54,100 
76,031 200,500 
68,971 172,000 
31,333 115,300 
23,726 38,100 
49,074 147,200 
107,637 247,600 
44,634 117,600 
52,047 120,000 
69,546 181,300 
152,219 358,000 
61,954 149,100 
37,731 80,200 
911,530 2,310,000 








hour sales increased 26 percent, 
and annual revenue 21 percent.” 
T. B. Smiley, Rural Sales Mana- 
ger, Carolina Power and Light 
Company, Raleigh, tells the same 
story. “Looking over the statistics 
for the past two years, we find 
that we have added more than 
20,000 farm customers. We find 
also that our more than 85,000 
rural customers have increased 
their kilowatt consumption on an 
annual basis by about 340 hours. 





Hens living under lights work longer and produce 
more eggs. This is one of the ways in which poultry- 
men profit from the use of available electricity 
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These two typical examples ‘ell 
the story of the increasing demand 
for electric energy resulting from 
rural electrification and also the 
rapidly-increasing market for ap- 
pliances and equipment, 


How Farms Use Electricity 


A recent survey of 35 typical, 
widely-distributed REA Coopera- 
tives, shows how the majority of 
farm customers in the South are 


Electricity Is a Cheap Farm 


Here 


stored 


is still another 





now making use of electricity. 

In all farm homes electricit 
was used for lighting. Other us 
in the order listed, are indicat 
by types of appliances and equip- 
ment: Radios, irons, refrigerators, 
washing machines, pressure (wa- 


< 


Qa, na 


ter) systems, household favs, 
toasters, clocks, hot plates, water 
heaters, vacuum cleaners, food 


mixers, waffle irons, cabinet food 
freezers, ranges, percolators, heat- 
ing pads. 

These uses in the South compare 
with the following list, in order 
of preference, of THE MOST 
HELPFUL ELECTRICAL EQUIP- 
MENT IN FARM HOME OPERA- 
TION, as compiled from a survey 
of farm women on a national 
basis: Washer, range, refrigerator, 
water system, freezer (for storing 
home-frozen foods), vacuum 
cleaner, water heater, iron, food 
mixer, sewing machine, dish wash- 
er, churn, radio, roaster. 

A study of the uses on southern 
farms points to two conclusions: 
First, there are too few farm uses 
of electricity; second, the choices 


made indicate budgetary prob- 
lems. 

Budgetary problems are indi- 
cated, for example, by the low 


rating given ranges as compared 
with some other kinds and types of 
equipment and appliances. As one 
farmer expressed it, “We want 10 
major pieces of equipment. We 
plan to buy at least one every 
year. By the time we get the last 
one bought, the first one will be 
worn out and then we start over. 


Hand 








in which electricity is 
put to profitable use. Potatoes can be cured and 


way 


in houses that are heated with electricity 
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This is about right, except with 
a fair measure of prosperity dur- 
ahead, purchases 


ing the years 

will be made on a faster time 
schedule than indicated. It has 
been observed throughout the 


South that farm consumption of 
electric energy increases’ more 
rapidly than anticipated during the 
first year service is available. 

“Average use per rural custom- 
er for the 12 months ending June 
30, 1950, was only 1,617 kwh,” re- 
ported M. B. Penn, Chief Agricul- 
tural Engineer, Alabama Power 
Company. “But families that have 
had service for as much as 5 years 
are using as much as an average 
of 2,500 kwh per year. We be- 
lieve now that within a few years 
an average of 3,600 kwh is en- 
tirely probable.” 


Farm Uses Must Be Extended 


The all-important goal in rural 
electrification in the South is to 
extend the farm uses of electricity 
along with the home uses. The 
reason for this objective is because 
Farm uses increase income, where- 
as home uses must be paid for out 
of farm earnings. 

At the present time many 
southern farmers are using eiec- 
tricity to do farm jobs, but the 
number is negligible compared 
with the 2,310,000 farms that were 
wired for service at the close of 
last year. 

It is said that there are about 
200 ways to use electricity in farm- 
ing. On dairy farms, for instance, 





The poultry industry in the South needs thousands 
of incubators, brooders and brooder houses, installa- 
tions often requiring electrically-operated equipment 





Dairying can be a 100 percent power-operated enterprise. Electric 
milkers take care of a time-honored chore, quickly and efficiently 


electricity milks cows, heats water, 
cools milk, cleans barns, and does 


many other chores and back- 
breaking jobs formerly done by 
hand. 

On poultry farms electricity 


operates brooders, provides lights 
for laying houses, grinds and mixes 
feed, pumps water, and does other 
essential work. 

The MOST HELPFUL ELEC- 
TRICAL EQUIPMENT IN FARM 


it Has More Than 200 Farm Uses 
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OPERATION is rated by farmers, 
in a nation-wide survey, as fol- 
lows: Water System, milker, port- 
able lights, milk cooler, 
chick brooder, welder, barn clean- 
er, electric fence, barnyard light, 
cream separator, water heater, feed 
grinder, saw, tool grinder. 
Electricity is a cheap farm hand 
In sharp contrast to the rise in 
other operating costs on the farm, 
(Continued on page 138) 


motor, 








Electric power makes possible farm workshops and in 
addition permits the operation of many rural indus- 
tries such as lumber mills and wood-working plants 
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Delivering new tractor with plow attached, dealer, 
1 left, warns farmer that break-in period should precede 
® employment of the tractor to its full power capacity 


HIS FACTORY executive had 

been promoted from a South- 
ern territory to a desk up Norih 
and an inspection trip had brought 
him back among the people and 
the scenes connected with his 
earlier success. 

He was home again, in a sense, 
for he knew all the farm equip- 
ment dealers and a great many of 
the farmers in a somewhat exten- 
sive area adjacent to the scene of 
this incident. The scene is laid in 
the factory man’s favorite dealer- 
ship because, in his opinion, it is 
the best in the territory. So it was 
only natural it was among the first 
he called on. 

In the course of this call a farm- 
er well known to the factory 
executive came in and bought a 
piece of equipment, substantial in 
price, and the factory man relates 
this transaction caused him to 


This unloading scene, above, gives a good view of 
2 the attached plow which, if used with the tractor 
®in proper gear, will not constitute an overload 
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frame some questions in his mind 
to ask the farmer. For the farmer 
lives a good hundred miles from 
that particular dealer. So when 
the opportunity came our execu- 
tive cornered his farmer friend. 

“Now, look, Jake,” said the fac- 
tory man, “you live a good hun- 
dred miles from here, don’t you?’ 

“Sure,” agreed the farmer, “a 
hundred and three to be exact.” 

“A hundred and three miles,” 
echoed the executive, “and to get 
here you passed the doors of two 
other dealers handling our line--- 
pretty good dealers, too—didn’t 
you? And the doors of other deal- 
ers not handling our line?” 

“That’s right.” 

“Well, I would like to know 
why, if there is a reason, you drive 
one hundred and three miles, pass- 
ing our dealers and other dealers, 
to buy your equipment here.” 








By Baron Creager 


Our factory man thought he 
knew the answer, but he wantcd 
to get it in the farmer’s words, and 
he did. 

“There is a reason, all right,” 
began the farmer, “and I'll tell you 
what it is. 

“When I get a piece of equin- 
ment here it’s ready to go. It’s put 
together right, so it will do the 
work I buy it for, if I treat it fair. 
It isn’t just delivered. When I get 
equipment here it looks new and 
it is new. It comes to me in the 
condition that was intended by the 
makers. When I get it, it’s a piece 
of precision equipment. 

“And another thing. This dealer 
(calling him by name) goes to the 
trouble to have his service maa 
spend some time with me, explain- 
ing new developments that might 
be in that machine. Telling me 
what I should do and shouldn't «io 





Dealer explains to customer that observance of 
su7gestions in the manual wil] resvlt in a sat- 
®@ isfactory, economical and long-life operation 
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to get the best service out of it. 
When I get equipment here I know 
what it will do and what it won't 
do and how to take care of it. 

“And, finally, if anything goes 
wrong with that equipment in the 
field, he sends a man. Not day 
after tomorrow, not tomorrow, but 
right now. He sends a man one 
hundred and three miles if I need 
him. He keeps that equipment op- 
erating after he sells it to me. 
That’s why I drive that hundred 
and three miles to buy my stuff 
here. Does that answer your ques- 
tion?” 

Our factory executive believes 
the farmer answered his question, 
all right, and in the same breath 
prescribed a cure for one of the 
most acute pains of the farm 
equipment industry. For the exec- 
utive is convinced that future suc- 
cess of the implement business, 
from the viewpoints of all con- 
cerned, depends upon correct and 
careful assembly and delivery of 
equipment. 

At this writing there is the 
germ of a dangerous psychology 
in the air. Panic buying was wide- 
spread after the conflict was 
joined in Korea. That was the 


psychology that supported a sell- 
er’s market during World War 11 
and that, says our factory friend, 
encouraged and nourished in the 
setting up and delivery of new 
equipment, an indifferent and in 
some cases greedy attitude that 
persists in many instances. 

Our factory friend says that in 
a great many cases, by his obser- 
vation, even now a dealer sends 
his least competent man to make 
delivery of a new machine, where- 
as, a high class man should ac- 
company the machine and explain 
it in detail; that drills, walking 
cultivators and even plows are 
complicated in some respects, but 
that some dealers persist in offer- 
ing the farmer 25 percent off for 
setting up ‘the equipment he buys. 

“It is my estimate,’ he con- 
tinued, “that 60 percent of the 
dealers—and I mean all dealers 
handling all makes in the South 
—do a creditable job of setting up 
and delivering. That 10 percent of 
them do a first class job. And that 
the other 30 percent do a terrible 
job. 

“Of course,” he added with a 
smile, “our dealers do _ better, 
much better, than the average in 








ita 


assuring proper hitch. Dealer points out that 


my estimate. But we have been 
drilling our dealers rather strenu- 
ously on this matter. We conduct a 
number of schools and we seem to 
be getting very good results. We 
don’t put ourselves on a pedestal 
and say we are doing a perfect 
job, for we aren’t, but we do say 
we wish our competitors were do- 
ing as well. 

“We want our dealers to realize, 
for example, that when a new 
model comes out it generally in- 
corporates changes and that the 
farmer should know about these 
changes when he buys. For the 
farmer who has been using, say, 
our tractors over a period of years, 
can be the root of dealer trouble. 
It is the old, established customer 
who often encourages laxity in 
set-up and delivery, for the farm- 
er will wave a hand, dismissing 
the dealer’s delivery man, saying: 

“*You needn’t try to tell me 
anything about this tractor. I’ve 
only worn out ten of your tractors, 
you know.’ 

“That's all wrong, for the farm- 
er should be acquainted with new 
features. And a dealer man should 
be there to see the farmer start 

(Continued on page 144) 





the dealer standing by his appreciation for the 


f This plow attaches to tractor at three points, 5 After a short trial run this farmer expresses to 


®@ proper adjustment of furrow wheel is essential 
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PROPPING UP 


Dan Ritchie, right, points out 


features of a tractor to a cus- 
tomer. Ritchie knows his sales 
potential, gears company opera. 


tions closely to probable sales 


F NET profits are to be main- 

tained on a satisfactory level, 
the farm equipment dealer must 
gear his operations closely to the 
known sales potential of his terri- 
tory. 

The problem of knowing in ad- 
vance what farmers are likely .o 
spend for new equipment may be 
a discouraging one for some deal- 
ers, but not for Dan F. Ritchie, 
owner of the General Farm Equip- 
ment Company, China Grove, 
North Carolina, who has evolved a 
workable formula for determining 
the probable business which his 
company will obtain. As a result 
of his system, Ritchie is able to 
keep his cost of doing business in 
proper proportion to the com- 
pany’s annual sales volume. 

“In making an estimate of sales 
potential, it must be remembered 
that each territory has its own 
peculiar factor; conditions within 
a particular territory determine 
how much equipment is to be 
sold,” Ritchie explained. 

To estimate the probable sales 
which his company will make, 
Ritchie first obtains Department of 
Agriculture figures on farm in- 
come in his county (and parts of 
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adjacent counties which he serves) 
for the preceding year. 

“In a diversified farming area,” 
Ritchie said, “farmers spend from 
four to six percent of their income 
for new equipment and repair. 





NET PROFITS 


Though that figure will vary ac- 
cording to the success of the pre- 
ceding crop year, it rarely will run 
under four percent. This formula, 
of course, can be applied only to 
areas where diversified farming 


Here, a mechanic works in the well-equipped shop. Ritchie points out 
that knowledge of sales potential allows company to expand or contract 
in accordance with the probable business that the firm will obtain 
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practices are in effect. It could not 
be used in cotton or tobacco areas 
where hand labor is used exten- 
sively.” 

When these income figures are 
available, Ritchie determines the 
amount which farmers will spend 
on new equipment in later months. 
“Farm income in one year will be 
reflected in sales six to eight 
months later,” Ritchie | said. 
“Farmers do not spend hurriedly. 
They tend to hold on to their mon- 
ey until shortly before the equip- 
ment they want is needed for 
actual operations. And the amount 
they allot for new equipment is 
not determined by the probable 
outlook for the season ahead, no 
matter how favorable that may be, 
but rather by the farmers’ income 
from the past crop season.” 

Using these income figures as a 
base, Ritchie’s next step is to de- 
termine the probable business to 
be done by each dealer in the ter- 
ritory. He takes the total amount 
which farmers in the area will 
spend and assigns a definite vol- 
ume of future business to each 
dealer, basing his estimate on the 
known effectiveness of the par- 
ticular dealer’s selling and the ac- 
ceptability of his lines of equip- 
ment. 

This estimate, he emphasized, is 
valuable particularly in showing 
how the dealer is stacking up with 
his competition and determines 
whether or not the dealer is ob- 
taining his legitimate share of the 
business. 

In making this estimate of sales 
potential, Ritchie pointed out, two 
variable factors must be consid- 
ered. In his territory, for example, 
about five percent of the machin- 
ery bought is purchased outside of 
the trading area. Consequently, 
this figure must be subtracted 
from the total amount which 
farmers will spend on equipment. 

Still another variable is whether 
farms are increasing or decreasing 
in units. As more land comes un- 
der one ownership or control, the 
need for machinery is greater. 

One of the chief values of 
knowing the amount farmers will 
spend on machinery is the fact 
that from these figures a dealer 
can plan properly his operation— 
whether to expand or contract— 
and can judge more accurately his 
advertising needs. 

In Ritchie’s words, “You know 
how much to advertise, how much 
to tool up the shop.” 

The latter is of special impor- 
tance, since dealers often invest 





Ritchie used this small trailer for bringing in farm tools for repair. 
Hitched to a pick-up truck the trailer is capable of hauling tools of 
any size. Ritchie estimates that its use has saved the company $3,000 


heavily in physical properties and 
build payrolls far in excess of the 
needs of the territory. Too often, 
Ritchie said, such a heavy over- 
head makes it impossible for the 
dealer to extract a reasonable 
profit. Knowledge of the sales po- 
tential of a territory enables a 
dealer to keep his cost of doing 
business in proper proportion to 
the amount of business handled by 
the firm. 

Once he has arrived at the 
probable volume of business the 


company will get, Ritchie plans his 
advertising and promotional ef- 
forts accordingly. If future pros- 
pects do not shape up satisfactorily 
in his opinion, newspaper adver- 
tising is increased and the quality 
of both newspaper advertising and 
direct mail is improved. 

Usually the advertising budget 
for the average dealership is fig- 
ured at about two percent of an- 
nual sales, Ritchie said. Here 
again, knowledge of the territory's 

(Continued on page 136) 





Above, Ritchie discusses a trade-in allowance with a farmer who origi- 
nally came in to buy a new part. In handling trade-ins, this dealer 
relies on a simple formula: get it right, fix it right. sell it right 
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LARGE majority of farm 
A equipment dealers in ihe 
South and Southwest favor week- 
ly salaries over all other forms of 
compensation in paying mechan- 
ics. 

This trend in mechanics’ pay 
was shown in a survey conducted 
recently by Southern Farm Equip- 
ment among 1,000 dealers in the 
16 southern and_ southwestern 
states. 


Weekly Salary Favored 


Approximately 69 percent of tne 
dealers answering the survey re- 
ported that their mechanics are 
now paid a weekly salary. Of the 
remaining dealers participating in 
the survey, 19 percent pay hourly 
rates, while 13 percent use month- 
ly salaries as their basis of pay- 
ment. 

Among dealers paying weekly 
salaries, 30 percent report that 
mechanics receive $50.00 per 
week. The remainder pay a week- 
ly wage ranging from $32.50 
weekly for the apprentice mechan- 
ic to a top of $75.00 per week. In 
view of varying conditions in dif- 
ferent areas and because of the 
difference in size of individual 
businesses, it is not possible to 
establish an average weekly sal- 
ary that would be representative 
of the South. However, salaries 
paid by a majority of the report- 
ing dealers extend from about 
$40.00 per week to $60.00. 

Generally, dealers indicate that 
salaries are paid in accordance 
with the weekly scale prevailing 
among their competition, imply- 
ing, in some instances that compe- 
tition is forcing them to hold wage 
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Reader survey shews that a large 


majority of southern farm cquip- 


ment dealers prefer weekly sal- 


aries in paying their mechanics 


scales to certain minimums. 

Dealers gave a variety of rea- 
sons as to why they consider this 
method of payment to be best. A 
majority indicate that weekly sal- 
aries are paid primarily because 
mechanics, in being assured of a 
definite amount of money, prefer 
this method of payment to any 
other. As one dealer expressed it, 
“Mechanics buy groceries on a 
weekly basis.”’ 

Other dealers indicate that in 
paying a weekly salary, they find 
that mechanics generally do better 
work. Others like the plan be- 
cause: (1) it eliminates much 
bookkeeping on work done on a 
“no charge” basis; (2) the plan 
makes it possible to control me- 
chanics more easily; (3) mecha.- 
ics can be shifted from one job to 
another with no dissension be- 
cause of lost productive time, and 
(4) the versatility of the plan al- 
lows the dealer to use mechanics 
in any capacity—for service 
parts sales if necessary. 


Pay Hourly Wage 


Eighteen percent of the dealeis 
answering the survey favored pay- 
ing mechanics an hourly wage. As 
in the case of weekly salaries, the 
hourly rate paid is varied, rang- 
ing from 50 cents an hour to 3s 
high as $1.25. Here again the 
amount paid seems to be in accord 
with the prevailing labor cost in 
the area in which the dealer 1s 
located. 

Numerous reasons were listed 
by dealers favoring this method of 
payment. Some replied that the 
plan enables them to keep better 
men on the job. Others prefer the 


plan because mechanics are paid 
only for the time worked. “If they 
loaf, they lose,” is the way cne 
dealer expressed it. Still other 
dealers feel that the plan is an in- 
centive for mechanics to stay on 
the job and turn out better work 

Salaries paid by the 13 percent 
of the dealers who favored month- 
ly salaries as a method of payment 
ranged from $125 dollars to 
$290.00, with the largest numbe! 
of dealers reporting monthly sal 
aries of about $200.00. 


Simple Plan 


A number of dealers using this 
method of payment favor the plan 
because it reduces administrative 
work to a minimum. Others use 
the plan chiefly because the:r 
mechanics prefer a method that 
assures them a steady income. And 
a number of dealers prefer to pay 
monthly salaries since this method 
allows them to control more easily 
the mechanic’s work. Where a 
monthly salary is in effect, me- 
chanics can be used for servicing 
new equipment for delivery, mak- 
ing deliveries, and can be assigned 
to general work around the shop 
since their wage is not dependent 
upon the actual amount of time 
spent in repairing or servicing 
equipment. 

Question No. 4 of the survey 
asked, If an hourly wage rate 1s 
paid what do you consider to be a 
fair ratio between the mechanic's 
hourly rate and the hourly rate 
charged customers for labor? 

Replies to this question indica'« 
that dealers entertain a _ wide 
range of ideas concerning how t 
maintain a reasonable charge for 
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PAYING THEIR MECHANICS 


labor performed. However, moie 
than half, or about 52 percent, 
stated that customers should be 
charged an amount double the me- 
chanic’s wage for the time spent 
on the particular job. 

Other replies to this question 
reveal that dealers favor a labor 
charge based on the mechanics 
salary plus an additional amount, 
extending from 40 percent of the 
mechanic’s wage to as high as 125 
percent. 

One dealer who doubles his me- 
chanic’s wage in charging custom- 
ers for labor performed said, “You 
can’t break even any other way, 
since you must allow for breakage 
of tools, supplies not charged, spot 
welding, the cleaning job before 
repairing, etc.” 


Charge For Labor 


The question, How do you arrive 
at the rate charged for labor?, 
brought the widest variety of ans- 
wers. 

Forty-seven percent of the deal- 
ers replying indicated that they 
use an hourly rate in determining 
the charge to be made for labor. 
Flat-rate manuals are used »y 
about 20 percent, while 17 per- 
cent of the dealers use both an 
hourly rate and the flat rate 
manual in arriving at a labor 
charge. The remaining dealers use 
various methods, too numerous to 
be listed here in detail. 

Of those dealers who base labor 
charges on a flat hourly rate, ap- 
proximately 50 percent indicate 
that their charge is $2.00 per hour 
for labor. Remaining’ dealers 
charge from $1.00 to $3.50 per 
hour. Many dealers, however, base 
their hourly labor charge on the 
type of work performed. For ex- 
ample, one dealer makes a charge 
of $2.00 an hour for time spent on 
ignition work, but charges $1.75 
per hour for labor performed on 
all other types of jobs. 

Other dealers, though using a 
flat hourly rate in determining the 
labor charge, take into considera- 
tion the particular job performed. 
One dealer reported: ““We charge 
an amount for labor equal to the 
mechanic’s wage for that period 


plus an additional two-thirds-- 
often tempered by the estimated 
worth of the job to the customer.” 








The Southern Farm 
Equipment Market 


(Continued on page 108) 
a “strong demand for cigarette to- 
bacco from the 1950 flue-cured 
and Burley crops is in prospect.” 
Another large corn crop is in- 
dicated for this year, with sup- 


74.8 million acres for the 195] 
crop has been announced. This will 
mean additional acreage for the 
two principal wheat growing 
states of the South, Oklahoma and 
Texas. 

While it is impossible to con- 
sider in this space all those condi- 
tions which determine the prob- 
able farm equipment market, the 
principal factors here indicate 
that an increasing demand for 
farm products will compel further 





ly salaries. 


per hour. 


for labor. 





Il. 699%, of southern dealers pay week- 


Salaries in most cases, range from 
$10 to $60 per week. 


189, pay an hourly wage. 
4. Wage rates extend from §.50 to $1.25 


5. 529%, of those paying an hourly rate 
double mechanie’s wage in charging 


Others prefer flat hourly charge for 
labor performed. 





plies expected to total around 4.1 
billion bushels, only _ slightly 
smaller than the record supply of 
last year. “The average price re- 
ceived by farmers for corn in mid- 
July, at $1.44 per bushel, exceeded 
the 1949 U. S. average support 
level of $1.40 for the first time 
since before the harvest of the 
bumper crop of 1948,” according 
to the BAE. 

While wheat prices had 
running slightly under the 
level, developments in Korea, to- 
gether with a_ transportation 
shortage slowing delivery to mar- 
kets, have tended to strengthen 
prices. Estimates are that wheat 
supplies for 1950 will be about 5 
percent less than in 1949, but sup- 
plies for 1951 will increase. 

A national acreage allotment of 


been 
loan 
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mechanization of southern farms 
This, acompanied by the con- 
tinuing strong financial position of 
the South’s farmers, points to an 
active and expanding market for 
mechanized equipment in the 
South 


Annual Meeting of Farm 
Equipment Wholesalers . 


WHE ANNUAL meeting of the 

Farm Equipment Wholesalers 
Association will be held Saturday, 
October 14, 1950, in the Sheraton 
Hotel, 505 North Michigan Ave., 
Chicago, according to an an- 
nouncement by Paige Newton, 
president of the association and 
also president of Mitchell, Lewis 


(Continued on page 150) 
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Right, tractor with 4-row culti- 
vator on the front, flame culti- 
vator and insect control sprayer 
on the back. This arrangement 
allows farmer to do three sep- 
arate operations at the same 
time with one tractor and one 
operator 





Increasing Tractor Efficiency through 


Multiple Use of Attachments 


HE FARMER of today is faced 

with a serious problem in his 
investment in farm machinery. In 
some areas, where there is a high 
state of mechanization, this invest- 
ment is approaching land values. 
It behooves the farmer, therefore, 
to get the most from each and 
every piece of equipment. To ac- 
complish this, careful planning 
and good management will be 
necessary. 

Agricultural engineers, both in 
the Experiment Stations and the 
implement industry, have long 
realized the seriousness of this 
problem and have endeavored to 
develop machines and methods 
whereby the farmer could utilize 
his equipment to the greatest 
possible advantage. 

One of the earliest of these de- 
velopments was equipment for the 
general purpose tractor, designed 
primarily for the southeastern 
area. This employed the cultivator, 
a fertilizer attachment and a plant- 
er as one unit. This equipment al- 
lowed the farmer to form his rows, 
deposit the fertilizer in the proper 
position with relation to the seed, 
and plant, all in one operation. Six 
distinct operations, which were 
necessary under the mule farm- 
ing system, were combined into 
one by this development in farm 
machinery. The success of this 


As the result of new developments in ma- 
chines and metheds, farmers now can use 
tracters for cultivating, flaming and insect 


control spraying—in a single operation 


By William E. Meek 
Fellow, 
American Society of Agricultural 
Engineers 


equipment is unquestioned and to- 
day thousands of tractors are be- 
ing operated by farmers who are 
not only increasing their efficiency 
in the use of their machinery, but 
are doing a far better job of ferti- 
lizer placement in planting. 

The engineers carried out this 
machinery use even further than 
planting, for the fertilizer attach- 
ments were so designed that they 
could be used with the cultivator 
for side dressing in the later stages 
of the crop. In other areas where 
the fertilizer is applied prior to 
planting, and particularly with 
the large 4-row equipment, meth- 
ods of planting have been de- 
veloped utilizing both the cul- 
tivator and the planter mounted 
on the tractor simultaneously, so 
that the farmers are able to elimi- 


nate from four to five tractors in 
the field at planting time. Not only 
do they effect a great saving in 
machinery use, but here again the 
efficiency of the planting opera- 
tion is greatly increased. 

One of the latest developments 
for grass and weed control has 
been the flame cultivator. These 
machines have been in use in a 
limited way since about 1946, but 
the development of more efficient 
burners in the past two years has 
caused thousands of farmers to in- 
stall flame cultivators on their 
tractors. The farmer has _ been 
using flame for the control of grass 
and weeds in the drill, while at the 
same time cultivating his middles 
with the regular cultivator sweeps 
This allowed two operations to be 
carried on simultaneously at a 
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Here a tractor equipped with 

cultivator, flame cultivator, and 

insect contro: sprayer works in 

cotton moving at a speed of 
about 4/2 mph 


great saving in labor and with a 
marked increase in efficiency. 

The development of the new in- 
sect control program by the ento- 
mologists, using the new organic 
insecticides in spray form, has al- 
lowed a still greater saving to the 
farmer by the addition of one 
more machine to his tractors. The 
farmer who does not use flame 
cultivation has found that a spray 
rig mounted in conjunction with 
his regular shovel cultivator al- 
lows him to carry on a most in- 
expensive and efficient insect con- 
trol program. This cultivator- 
mounted spray attachment, being 
used with the regular cultivator, 
eliminates a trip through the field 
for insect control and, inasmuch 
as the farmer will be cultivating 
his crop, allows him to obtain sat- 
isfactory insect control with no 
labor charge other than the filling 
of the spray tank 

The farmer who is using the 
flame cultivator has found that it 
is not only feasible, but highly de- 
sirable to use the spraying attach- 
ment with the cultivator at the 
same time that he cultivates and 
flames. This allows him to do three 
separate and distinct operations at 
the same time with one tractor and 
one operator. This reduces the 
costs of each operation material- 
ly while increasing the efficiency 
of the farmer and allowing him to 





grade 
and 


produce cotton of higher 
through earlier harvesting 
less grass and weeds. 

This program for contro] of cot- 
ton insects made possible by the 
development of the organic insec- 
ticides and the spraying equip- 
ment has had ready acceptance by 
the farmers. Low gallonages are 
the rule and, to obtain the correct 
gallonage per acre, cultivation 
must be at relatively high speeds 
New high speed sweeps on perfect- 
ly set and adjusted cultivators 
make the problem of speed of 
cultivation a simple one 

Early control for thrips 
cutworms employs only one noz- 
zle to each row. About one gal- 
lon of the insecticide mixture is 
applied to each acre. This is direc- 
tional spraying and the spray ma- 
chine should cover the same num- 


and 
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ber of rows as the planter if con- 
trol is to be had. 

When the over-wintering boll 
weevil begins to emerge, or when 
the cotton plant begins to form 
squares, two nozzles are installed 
per row. With this arrangement, 
the amount of material is now two 
gallons to the acre. 

As the cotton plant grows in 
size a third nozzle is added to each 
row and spraying is continued un- 
til the end of the cultivating sea- 
son. Many farmers continue to 
use their spray rigs after they 
have removed the cultivator from 
the tractor in order to have late 
season boll weevil control. 

This method of insect control is 


new and when properly carried 
out gives the farmer protection 


against the ravages of the cotton 
insects. The details of the method 
and materials which are recom- 
mended can be obtained from the 
entomologists of the farmer’s 
home state. The recommendations 
should be carefully followed and 
attention should be given to de- 
tails if the farmer is to reecive the 
fullest benefit from the program. 

In some areas the farmer is us- 
ing chemicals for the early con- 
trol of grass and weeds in the drill 
in a limited way. Inasmuch as 
these chemicals are often used be- 
the cotton plants are large 
enough to withstand the heat of 

(Continued on page 148) 


fore 


Moving at a speed of more than 

4 mph, this tractor is cultivating 

cotton and spraying for insect 
control in a single operation 
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Right, a partial view 

of trade-in equipment 

on the company’s lot. 

Below: J. Sterling In- 

man, secretary-treasur- 

er and general manag- 
er of the firm 





ECENTLY WE have noticed that 

many dealers, some of them 
old-timers, too, are showing con- 
siderable concern over the trade- 
in problem, now that it has be- 
come a more normal one again. 

We at Hinton & Hutton Imple- 
ment Company don’t profess to 
know ail the answers. But we 
know enough of them to meet this 
problem realistically and in a 
business-like manner. Not being a 
“war baby” weaned on easy sell- 
ing, we recognize the trade-in 
problem for what it is: something 
that we've got to live with—for 
better or for worse. 

Operating three stores at Mem- 
phis, Collierville and Millington in 
Shelby County, Tenn., and serv- 
ing farmers in parts of four other 
counties, we have been coping 
with the trade-in problem on a 
big scale for a number of years. 

We have worked out a program 
of do’s and don’ts on trade-ins. The 
policy isn’t completely rigid--- 
you’ve got to have a certain 
amount of flexibility in any trade- 
in business—but it has convinced 
us that we are on the right track. 
We are cutting trade-in losses to a 
bare minimum and making some 
money on most deals simply by 


120 


Trade-in 
Profits us. Losses 


By J. Sterling Inman 


Secretary Treasurer and General Manager 
Hinton & Hutton Implement Co. 
Memphis, Tenn. 


following a few basic rules. 

Let me go over them briefiy. 
Perhaps the next time you are 
making a trade you may want to 
remember some of them. 

First, know what you are trad- 
ing for. If the user has more than 
one tractor or machine of the 
same make, be sure and get the 
serial number or complete descrip- 
tion, for “your” tractor may break 
down before you pick it up. 

Make a thorough inspection of 
the tractor or machine. Don’t just 
walk around it and “shake the 
rear wheel’. It will pay you to 
check over that old one just as 
closely as a farmer checks over a 
new one before buying. 

Be in a position to know what it 
will cost to recondition your trade- 
in. 

You must remember that a 
trade-in is only worth what you 
can sell it for at today’s market 
price, less reconditioning costs (at 
list price) and less the normal 
amount of profit due you for sel?- 
ing the trade-in. 

When you make an offer, stick 
to it. First make up your mind 
what you will allow for a trade-in, 
make the offer concise, reasonable 
and—in most cases—final. 


And in this connection, let me 
add a note of caution: Don’t plan 
to just “come out” on your trades. 
Plan to make your usual margin 
of profit. The cost to sell on used 


machines is just as much—and 
often more than—on new ma- 
chines. 

Some _  salesmen—how _ about 


yours?—are prone to take this at- 
titude in selling a used tractor 
“I allowed $1,000 on it in the 
trade-in. It cost $75 to get it in 
shape again, so I'll try to get 
$1,075 out of it when I sell it.”’ 

Yet it probably has never oc- 
curred to the salesman with such 
an attitude that he is actually 
handling two deals for the profit 
on one when he makes such a sa!e 
You have two deliveries, two sales 
and one commission. With such 4 
setup, where is the company’s 
profit on that used tractor? 

As for mark-ups, we try to 
maintain the same percentage of 
mark-up on used tractors as we 
do on new ones, while realizing 
that it is difficult to maintain a 
normal mark-up on used tractors 
in normal times. 

It’s difficult because many sales- 
men and some managers are not 
conscious of that overhead going 
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on every day. The cost to sell used 
equipment is going on just like the 
cost to sell new equipment, and 
yo. should keep this in mind all 
the time. There is the cost of sell- 
ins, delivery and service. You just 
can't get away from it. 

The user many times will tell 
you, “My tractor is in perfect con- 
dition, doesn’t need a thing.” If 
that’s the case, then ask yourself: 
“Why would he be trading it?” 

It's only natural that many 
users will “shop around” when 
i contemplating trading. Now don't 
{ be fooled by him telling you that 
“Jim Jones offered me $$$$ for 
my old tractor; you'll have to beat 
his price if you expect me to trade 
with you.” 

In this connection, it’s well to 
emphasize that you should know 
your competitor. Furthermore, 
work with him on trades. After all, 
usually you'll find him a swell fel- 
low, too. 

Know your competitor's tractor 
or machine. Know something 
about sizes, models, and factory 
list prices. You'll find that it pays. 

Do you use your trade-in man- 
ual? Why not? It is a good guide 
for fair trade-in allowances. 

However, it’s well to remember 
that you don’t have to allow as 
much as the trade-in manual 
shows. It is compiled for the entire 
United States. Values shown may 
| be high for your territory. Seasons 
| of the year affect trade-in values, 
too. For instance, a tractor may not 
be worth as much in mid-summer 
as it was 60 days ago during the 
spring, because the chances are 
that you will have to carry it over 
until fall. Remember, it’s your 
money in that old tractor—not the 
customer’s. 

Another note of caution: After 
you make a trade verbally with 
your customer, write it down on 
an order blank. That’s the surest 
way to avoid any misunderstand- 
ing. 

After you have made the dea‘, 
bring the trade-in to your shop at 

(Continued on page 150) 
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Top: a company mechanic re- 
conditions a trade-in tractor. 
Center: The company’s modern 
showroom is used to good ad- 
\ vantage in displaying new 
equipment. Bottom: A view of 
the company’s unit overhaul 
department in the service shop 
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A’ THIS is being written in the 
early days of September, 
there is one inescapable conclusion 
about our two recent national 
emergencies. 

They have been made to order 
for the destruction of incentive in 
retail selling organizations, and 
this most certainly includes the 
implement business. For at this 
writing farm equipment dealers 
and salesmen are too busy to sell. 

They are too busy making de- 
liveries. They are too busy be- 
sieging the branch house, clamor- 
ing for a specific piece of ma- 
chinery. The current concensus 
among factory men seems to be 
that dealers are so busy grabbing 
at easy sales they overlook a 
timely opportunity to sell the 
complete line. Just too busy to 
sell. 

That’s the way it was last June, 
too, but in a radically different 
setting. Inventories were piling 
up then, but no one was doing 
much about it. It was that period 
to which the phrase, “Too Busy 
To Sell,” was originally applied, 
and credit for coining and apply- 
ing it must go to a branch man- 
ager who will not be identified 
here. He had devoted ten weeks 
to traveling throughout his terri- 
tory, which is not so big geo- 
graphically, but is thickly popu- 
lated with his dealers. And he 
concluded his tour in a mood of 
exasperation. 

“In that ten weeks,” he related, 
“T called on 71 dealers. And do 
you know what? I found 69 of 
them in their offices. Not out in 
the country calling on customers 
and prospects. In their offices. 
Supervising installation of some 
piece of equipment, Attending to 
administrative details. 





00 BUSY 
TO SELL 


By Baron Creager 


Then the branch manage! 
turned his own lecture on himself. 

“Look at me,” he invited. “Here 
I am in this office all this day. 
Sure, I’ve been busy. Busy with 
this and that. But I haven't ac- 
complished a thing all day.” 

Soon after that conversation it 
became apparent that all the big 
farm equipment manufacturers 
discovered almost simultaneously 
that dealers and their organiza- 
tions needed sales training and 
sales stimulation, At about that 
time, and that was June, remem- 
ber, practically all of them had 
some sales training program under 
way or were about to launch one. 

Since these  factory-inspired 
programs had approximately the 
same objective, it seemed as if 
they had all gotten the significance 
in an address by a nationally- 
recognized speaker on selling, who 
last January told a large conven- 
tion of farm equipment people: 

“More than 80 percent of all 
people in retail selling today were 
not there in 1940. They had con- 
fused purchases with sales. The 


most neglected and the least ap- 
preciated individual in business is 
the retail salesman. And poor re- 
tail selling is the most expensive 
effort on earth.” 

Anyhow, factories launched 
their educational campaigns for 
dealers and salesmen, and they 
were successful campaigns. 

The branch manager quoted 
above reported later that a demon- 
stration program had taken rout 
with his dealers and they had, by 
and large, headed for the country. 

Another branch manager, quite 
outspoken, and forceful of charac- 
ter, garnished his company’s pro- 
gram with a touch of brimstone 
“Our dealers are all standing 
around waiting,” he said in June, 
“for the farmers to walk in with 
checks in their hands. We're tell- 
ing our dealers that if they want 
to get into the waiting business to 
get into the undertaking business. 
That’s the only business where 
they come to you.” 

Another factory launched rather 
thorough product schools because, 
that representative said, it wes 

discovered there was an 





Fussing with this and thai. 

“Oh, sure, they were 
busy. Busy accomplishing 
nothing toward produc- 
tion of more sales. Too 
busy to sell. 

“So finally I sort of un- 
loaded on one dealer, and 
he got the point. When I 
had finished with my lit- 
tle lecture he agreed with 
me wholeheartedly. He 
got up out of his chair and 
gathered into his arms ail 
the accumulation of ad- 
ministrative details on his 
desk. He just piled it all 








amazing lack of knowl- 
edge about the product. 
Especially was this true 
among dealers who started 
in business within the past 
ten years. 

One branch man echoed 
almost verbatim the 
words of the nationally- 
known speaker quoted 
“In our dealer organiza- 
tions,” he said, “85 per- 
cent never had any real 
selling experience 
When they don’t sell they 
get discouraged and quit 
In my opinion the best 
farm equipment salesman 








in a corner and assured me 
he was going out into the 
territory.” 
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Some dealers spend too much time on ad- 
ministrative details. They're too busy to sell 


is a top service man. He 
(Continued on page 134) 
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The plant of the B. F. Avery & Sons Co., Inc., at Louisville, Ky. 


The Souths 
FARM EQUIPMENT INDUSTRY 


valued at close to $17,000,000, ac- 


S “HARNESSED horsepower” 

takes over in southern farm- 
ing operations, southern manufac- 
turers of farm equipment are 
gearing their products to the re- 
gion’s changing agricultural pat- 
tern. No longer is production of 
the one-mule turn plow, the small 
planters, fertilizer distributors, 
etc., sufficient to meet the needs 
of farming operations which have 


become increasingly diversified 
among farmers in the southern 
states. 


New Attachments 


Plants that once produced, as 
their principal lines, the tradition- 
al horse-drawn implements, are 
now turning out, also, new tools 
and attachments of all types for 
use with power-driven equip- 
ment. 

In 1949 the nation’s production 
of farm machinery was the second 
largest of record, being exceeded 
only by that of 1948. While the 
north central states over the years 
have produced the greatest vol- 
ume of farm equipment manu- 
factured in the United States, the 
role played by southern manu- 
facturers has become increasingly 
prominent as southern agriculture 


becomes more widely diversified. 

The value of products shipped 
by southern manufacturers in 1949 
amounted to more than $15l,- 
000,000 and included virtually all 
types of machinery and tools used 
in mechanized farming. This wide 
range of products—from tractors 
to poultry equipment—amply re- 
flects this diversification of agri- 
culture in the South. 

Much land that once was de- 
voted solely to cotton now has 
been converted to permanent pas- 
ture. Dairy farming is on the in- 
crease, while other products such 
as poultry, vegetables, fruits and 
nuts, oil-bearing crops, feed crops 
and food grains are assuming a 
new importance. 


One-Crop Era Passing 


The era of a one-crop economy 
in the South largely is over. And 
as southern farms produce a 
widening variety of products, 
there is an ever-growing demand 
for a variety of mechanized equip- 
ment. 

Of the more than $150,000,000 
in equipment shipped by southern 
manufacturers in 1949, the largest 
volume was in plows and listers. 
Shipments of these products were 
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from the 
U. S. De- 


cording to a _ report 
Bureau of the Census, 
partment of Commerce. 

Shipments of harrows, rollers, 
pulverizers and stalk cutters were 
valued at more than $9,000,000, 
while the value of planting, seed- 
ing and fertilizing machinery pro- 
duced exceeded $6,500,000. Next in 
value of shipments, at more than 
$5,000,000, were cultivators and 
weeders. 


Units for all Operations 


While these products comprise 
the principal classifications of 
farm equipment produced _ by 
southern manufacturers, addition- 
al equipment manufactured, 
though in lesser degree, included 
units for practically all farming 
operations in the South—tractors, 
sprayers and dusters, harvesting 
machinery, haying machinery, ma- 
chines for preparing crops for 
market, wagons and other trans- 
portation equipment, dairy equip- 
ment, ect. 

On following pages is a com- 
pilation of southern farm equip- 
ment manufacturers and_ the 
principal products made by each 
company. 
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Directory of Products 


Manufactured in the South 


Alabama: 


Alabama Manufacturing Co., First 
Ave. North at 13th St., Birming- 
ham 3, Ala.: Electric butter churns 
(three models) and jars for churns. 


A. Allen Rogers Industries, Inc., 
Demopolis, Ala.: Fertilizer distrib- 
utors. 


Allis-Chalmers Manufacturing Co., 
Gadsden, Ala. (headquarters, Mil- 
waukee 1, Wis.): Two-row cotton 
pickers, rear-mounted engine-pow- 
ered Model G farm tractors. 


John Blue Co., Huntsville, Ala.: 
Horse-drawn fertilizer distributors, 
harrows, planters; tractor-drawn 
or mounted planters, fertilizer dis- 
tributors, harrows, stalk cutters, 
anhydrous ammonia applicators, 
crop dusters; corn shellers and 
corn mills. 


J. I. Case Company, Anniston, Ala. 
(headquarters, Racine, Wis.): One- 
way disc plows, tractor disc plows, 
tractor disc harrows, side delivery 
rakes, mounted cultivators, peanut 
plows. 


W. F. Covington Planter Co., Do- 
than, Ala.: Two-row combination 
planters and fertilizer distributors 
used on Ford and Ferguson trac- 
tors; two-row side dresser for Ford 
and Ferguson tractors; one-row 
horse-drawn combination planters; 
one-row horse-drawn fertilizer dis- 
tributors. 


Dean Manufacturing Co., Dothan, 
Ala.: Pulpwood saws. 


Dorsey Trailers, Inc., Elba, Ala. 


Arkansas: 


Bridger Farm Equipment Co., 204 
Cate Ave., Jonesboro, Ark.: Flex- 
ible cotton and corn planters (trac- 
tor), tractor cultivator with front 
attachment for Ford, Ferguson and 
Ford-Ferguson tractors. 


Forrest City Machine Works, Inc., 
311 N. Grant St., Forrest City, 
Ark.: Harrows, stalk cutters, cot- 
ton choppers, crawl harrows, rigid 
harrows, rice buggies, irrigation 
pumps, stalk cutters, implement 
carriers. 


Fort Smith Rim & Bow Co., Fort 
Smith, Ark.; Truck and trailer 
stakes, slats, bows and flooring; 
implement woodstock items, such 
as plow handles, post hole digger 
handles, wheelbarrow handles, 
lawn-mower’ handles, Georgia 
stock handles, plow beams and 
round, plain and ironed off single- 
trees, doubletrees, neckyokes;: 
wagonstock items such as spokes, 
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rims, hounds, axles, tongues, bols- 
ters, reaches, sawed feiloes and 
hounds, crossbars, brake blocks 
and bed pieces; binder and har- 
vester parts. 


Ben Pearson, Pine Bluff, Ark.: 
Rust cotton pickers, pre-fabricated 
section cribs. 


Florida: 


Hester Plow Co., Inc., 1721 Egner 
St., Box 3655, Jacksonville 6, Fla.: 
One-disc side plows, two-disc side 
plows, three-disc side plows, three- 
disc foreline plows, five-disc fire- 
line plows. 


Georgia: 


Berkeley Pump Co., 556 Tift 
Ave., S. W., Atlanta, Ga.: Water 
systems from %4 h.p. for both deep 
and shallow well, jet type only; 
centrifugal pumps for industrial 
use, engine-driven, motor-driven, 
or belt-driven; deep well turbine 
pumps from 1% to 125 h.p. 


Blanton Plow Co., Inc., Box 266, 
Rome, Ga.: Horse-drawn and trac- 
tor-drawn farm implements. 


Boyett Sprayer Manufactory, 
Nashville, Ga.: Horse-drawn trac- 
tion-type sprayers; self-propelled 
sprayers; tractor-mounted spray- 
ers. 


C. L. Carelock & Son, Douglas, Ga.: 
Transplanters, spring-tooth culti- 
vators, fertilizer spreaders and 
seeders. 


Ford McCleskey Manufacturing 
Co., Route 3, Marietta, Ga.: Dump 
hay rakes for Ford, Ferguson, 
Farmall Cub, Farmall Super A, 
Farmall C, and Allis-Chalmers 
B&C tractors. 


Finley Machine Co., 807 River St., 
Valdosta, Ga.: Horse-drawn field 
spraying machine used on any row 
crop (principal use is tobacco); 
tractor-mounted six-row dusting 
machines for any field use (prin- 
cipal use is early tobacco, cotton 
and peanuts); _tractor-mounted 
field spraying machine in two and 
four-row sizes (principal use is any 
field crop such as tobacco, cotton, 
peanuts, tomatoes, potatoes, beans, 
etc.). 


Gantt Manufacturing Co., 230 Sev- 
enth St., Macon, Ga.: Horse-drawn 
items: fertilizer distributors, cot- 
ton planters, one and two horse- 
all-in-one steel beam turner and 
middlebreaker plows, spring tooth 
cultivators, peanut weeders. Trac- 
tor-drawn items: pulver-packers, 
spring tooth peanut cultivators, 
tooth weeders. 


Harris Foundry & Machine Co., 
Cordele, Ga.: Hydraulic scrap met- 
al baling presses, lift-type and 
pull-type stalk cutters, life-type 
harrows, cotton pickers. 


King Plow Co., Box 1522, Atlanta, 
Ga.; Tractor-drawn disc harrows, 
horse-drawn stalk cutters, drag 
harrows, planters, distributors, 
plow handles, steel plow shapes, 
high speed cultivator sweeps, grain 
drills, cultivators, plows and parts, 
etc. 


Knox Metal Products, Inc., Thomp- 
son, Ga.: Harrows, farm wagons, 
trailers, stake bodies, cargo bodies, 
pickup bodies. 


Lilliston Implement Co., Albany, 
Ga.: Carding type peanut pickers, 
cylinder type peanut pickers, com- 
bine peanut pickers, peanut shak- 
er-windrowers, hay balers, roto- 
speed cutters (rotary pasture mow- 
ers), farm wagons, dual wheel tilt 
top machinery trailers, cord wood 
saws, weeders, tractor stalk cut- 
ters, horse-drawn vibrator distrib- 
utors, horse-drawn two-horse 
walking cultivators and one-horse 
walking cultivators. 


Martin Manufacturing Co., 202 N. 
Lee St., Fitzgerald, Ga.: Two and 
four-row animal-drawn dusting 
machines, four and six-row tract- 
or-powered dusting machines, 
tractor-powered peanut stack lifts. 


New Ideal Sprayer Co., 509 W. 
Washington St., Nashville, Ga.: 
Horse-drawn and tractor-mounted 
sprayers and dusters, horse-drawn 
and tractor-drawn harrows, horse- 
drawn planters and cultivators, 
plow parts and malleable castings, 
peanut shakers and windrowers. 


Rome Plow Co., Box 623, Cedar- 
town, Ga.: Disc plowing harrows 
of all sizes for both wheel and 
crawler type tractors. 


Southern Iron & Equipment Co., 
Hemphill Ave. and 14th St., Atlan- 
ta, Ga.: One, two, and three-disc 
plows, mounted bush and bog har- 
rows for all model plows. 


Southern Plow Co., Columbus, Ga.: 
Plows, fertilizer distributors, 
planters, harrows, cultivators, 
stalk cutters, weeders, sweeps 
(cultivator), cultivator blades, 
plow shapes. 


Walkbuck Co., Box 511, Bruns- 
wick, Ga.: Complete line of hand 
plows. 


R. A. Whitfield Mfg. Co., Route 4, 
Box 324, Atlanta, Ga.: Subsoi! 
breakers and rippers and linkage 
bundles for 3-point hitch for Ford, 
Ferguson, Brockway, Sheppard 
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FidlGO Specializing in Keplacement 


Whower parts — Molts all lypes 


ilies headquarters O 


EQUIPMENT FOR FORD, FERGUSON. AND CASE 
ALL OTHER TRACTORS WHERE EQUIPPED 


Reversible Blade, Terracer 

Two Row Stalk Cutters (Lift 
Type) 

Two Row Stalk Shredders 

Bush & Bog Harrows 

One Way Disc Plows 

Disc Plows 

Dump Type Rakes 

Transmix Concrete Mixers 

Rear End Cranes and Lifts 

Bumpers 

Adjust-O-Link, 300L 

9N & 8N Wheel Weights Front 
& Rear 

Wheel Spacers—Ford & Fergu- 
son 

Prest-O-Pins (Linch Pin) 200A 

Throttle-Matic Controls Ford & 
Ferguson 

9N560 Pins—Top Link 

DO 9555 Pins—Lower Link 

DO 9661 Pins—Stabilizer 
Bracket 

Franklin Winch 

Ford and Ferguson Implement 
Paints 

KO 3827 B Serrated Washers 

Do-Ray Lamps 

Paint 


Seat Cushions 

Dayton Belts 

Gaskets 

Miller Safety Pins 

P. T. O. Adapter Sleeves 

Disc Hillers for Ford and Fer- 
guson Cultivators 

34708-S, 7/16 Flat Washers 


21179-S7, 54”x2%2." SAE Cap - 
Screws 

21189-S7, 5,”x4” SAE Cap 
Screws 

20872-S7, 7/16”x2” SAE Cap 
Screws 

33792-S7, 7/16” SAE Hex Nuts, 
11/16 O.D. 

33806-S7, %” SAE Hex Nuts, 
1-1/16 O.D. 


3556611-S7, 7/16x3” SAE P. B. 

355642-S7, 7/16x12” SAE 
Sweep Bolts 

355665-S7, 7/16x1%" SAE 
Sweep Bolts 

355668-S7, 7/16x24%," SAE 
Carriage Bolts 

Sure Seal (9N Ford) 

8N4248 Seals (8N Ford) 


j 


“VAC” WITH EAGLE HITCH TRACTORS AND 
WITH THREE POINT LINKAGE. 


Hydraulic Lubricants 

351500S, 54” Lock Washer 

351505-S, &%” Flat Washers 

355924-S7, 4” SAE Wing Nuts 

5,”x7” SAE Cap Screws 

350690-S7, 7/16x20 Thread x 
14%” SAE Guard Bolts 

355708-S7, 7/16x20 Thread x 
14,” SAE Guard Bolts 

24 Lug Type Steel Wheels 

Dise Terracers 

Mower Pittman Caps 

DO-9660 Stabilizer Sets, less 
bolts 

9N582 Clevis, with pin 

9N1108B, 10x28 Ford Rims 

8N1122, Ford Disc for above 
Rims 

8N1015B, 16x450 Ford 6 hole 
wheels for 600x16 tire 

9N1015B, 5 hole wheels for 
same type of tire 

Rims, Discs and Wheels for 8N 
and 9N Ford Tractors 

Greiman Rotary Cultivator 
Shields 

9N17014 Wrench 


lf We Don't Have It We Will 


DEALERS . . . 


Help You Get It 


WRITE TODAY FOR PROFITABLE DEALER PLAN! 


Modern Smplement Devel C 
7 mp ement eve opment O. 


1713 SOUTH LAMAR STREET 
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Farmall, John Deere, Case and 
Allis-Chalmers tractors; trans- 
planters for pine seedlings, Kudzu 
Costal and regular Bermuda Mul- 
tiflora Rose and all types vege- 
table transplants. 


Kentucky: 


B. F. Avery & Sons Co., Louisville, 
Ky.: Farm tractors in three sizes 
and eight models; moldboard 
plows (one, two and three bottoms, 
tractor-mounted and drawn); one 
and two furrow disc plows (trac- 
tor-mounted and drawn); tractor- 
mounted and drawn one-way 
plows; tractor-mounted middle- 
bursters (one and two furrow, 
front and rear mounted); planting 
attachments for middlebursters 
and listers; front-mounted tractor 
planters and rear-mounted tractor 
planters for cotton, corn, beans, 
peanuts and other seeds (one and 
two row); tractor-mounted culti- 
vators (one and two row); disc har- 
rows in five to eight foot sizes in 
wide variety of types; flexible ro- 
tary hoes (two and four row); stalk 
mulchers, manure spreaders (two 
and four wheel); lime sowers, trac- 
tor mowers; side delivery rakes. 


Brinly-Hardy Co. Inc., Louisville 
2, Ky.: One and two-horse steel 
plows, steel middlebreakers, one- 
horse cultivators, one-horse stocks, 
garden plows (hand), plow bottoms 
for garden tractors, steel cultivator 
shapes, etc. 


International Harvester Co., Louis- 
ville Works, Louisville, Ky. (head- 
quarters, Chicago 1, Ill.): Farmall 
Cub tractor, Farmall Super-A trac- 
tor, Farmall C tractor. 


Owensboro Ditcher & Grader Co., 
Owensboro, Ky.: Farm ditchers, 
terracers, graders. 


Owensboro Wagon Co., Owens- 
boro, Ky. 


Pierson-Moore Co., 740 National 
Ave., Lexington, Ky.: All-purpose 
farm driers (portable and station- 
ary), lumber dry kilns (cross-cir- 
culation systems), tobacco curers, 
tobacco saver humidifiers, all- 
purpose moisture testers. 


Louisiana: 


Thomson Machinery Co. Inc., 
Thibodaux, La.: Special sugar cane 
field tractor; plowing, cultivating 
and harvesting equipment. 


Mississippi: 


Alexander Manufacturing Co., 
Picayune, Miss.: Lift and drag type 
disc harrows, farm equipment 
wood-working. 


Barrentire Manufacturing Co., 
Greenwood, Miss.: Tractor and 
horse-drawn section harrows, trac- 
tor stalk cutters, rubber-tired farm 
trucks, grain rollers (with or with- 
out elevators), feed mixers, disc 
carriers, farm elevators. 


Chewalla Sanitary Brooder Co., 
Holly Springs, Miss.: Poultry 
brooders, poultry finishers, poul- 
try developing cages, hen cages, 
rabbit cages or hutches, poultry 
feeders, hog feeders, hog troughs, 
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roof ventilators. 


Farm Implement Manufacturing 
Co. Inc., 702 Broad St., Leland, 
Miss.: Butane gas systems, butane 
carburetors, butane vaporizers, bu- 
tane mileage meters, liquid fertiliz- 
er distributors, flame cultivators. 


Gotcher Engineering & Mfg. Co.., 
Inc., 128 Sunflower Ave., Clarks- 
dale, Miss.: Flame cultivators, row 
crop sprayers, anhydrous ammonia 
fertilizer distributors, soil fumigant 
applicators. 


Poplarville Implement Co., Poplar- 
ville, Miss.; Disc harrows and soil 
pulverizers. 


Maryland: 


Standard Equipment, Inc., Bel Air, 
Md.: Dairy barn equipment: stalls, 
stanchions, water bowls, drains, 
columns, hay racks, pens, feed 
trucks, steel windows, milk can 
racks, wash vats, comfort stalls, 
milking parlor stalls. 


North Carolina: 


Cole Manufacturing Co., 1318 Cen- 
tral Ave., Charlotte, N. C.: One- 
row seed planters, one-row ferti- 
liber distributors. 


Corbitt Co., Henderson, N. C.: 
Trucks, truck-tractors, trailers (for 
road hauling, both van and flat), 
farm tractors. 


General Foundry & Machine Co., 
Sanford, N. C.: Transplanters, 
planters and distributors, tobacco 
curers, diaphragm pumps, plows, 
disc harrows, saw mills, automatic 
wood saws. 


Gill Manufacturing Co., 511 Dowd 
Rd., Charlotte, N. C.: Pulverizers 
for tractors. 


Hackney Wagon Co., Inc., Wilson, 
N. C.: Farm wagons, farm carts, 
tobacco trucks. 


Hardy & Newson, LaGrange, N. C.: 
Bean harvesters. 


Harrington Manufacturing Co., 
Lewiston, N. C.: Automatic pick- 
up hay balers; stationary hal bal- 
ers (three models), peanut pickers, 
two-row fertilizer distributors. 


Long Manufacturing Co., Inc., Tar- 
boro, N. C.: Automatic pick-up hay 
balers, farm tractors, oil-burning 
tobacco curers and _ oil-heating 
equipment. 


Lynch Manufacturing Co., Inc., 
Box 507, 610 S. Em St., Dunn, N. 
C.: Horse-drawn stalk cutters and 
disc harrows, combination stalk 
cutters and disc harrows, two-row 
tractor-drawn stalk cutters, two- 
row hydraulic lift stalk cutters, 
lift-type bush and bog disc har- 
ros, tractor-drawn double section 
disc harrows. 


Meadows Mill Co., Inc., Box 151, 
North Wilkesboro, N. C.: Grist 
mills and extras, including reel 
type meal bolters and grits bolt- 
ers, together with elevators and 
fan blowers. These mills are man- 
ufactured in five sizes. Hammer 
mills in five sizes. Portable saw 
mills in two sizes, together with 


extra saw mill equipment, incluc 
ing dust conveyors and edgers. 


Pender Manufacturing & Suppl 
Co., 1522 N. Blount St. Ext'n, Ra 
leigh, N. C.: Bush cutting tool 
fertilizer and lime sowers, han 
operated horse-drawn and tracto: 
= and tractor-mounted mox 
els. 


Piedmont Wagon & Manufacturing, 
Co., Hickory, N. C.: Two and fou 
wheel farm trailers, farm wagon 


Smathers Manufacturing Co., Bre- 
vard, N. C.: Motor cultivators with 
the following attachments: sick! 
mower, gang mower, dump trailer, 
angle dozer, and disk harrow. 


Turner Manufacturing Co., Box 
987, Statesville, N. C.: Saw mills, 
wood saws, gang saws, planer and 
matcher, gang edgers, trailer 
threshers, walking cultivators, rid- 
ing cultivators, stationary hay bal!- 
ers, peanut pickers, peanut shak- 
ers and droppers, peanut shellers, 
peanut cleaners and_ separators, 
peanut combines, peanut picking 
tables, tobacco stick and gang saw 
machines, pick-up balers, 54” grain 
combines, Tennessee castor bean 
shellers. 


Wayne Agricultural Works, Inc.. 
Box 1066, Goldsboro, N. C.: To- 
bacco field trucks and repairs, No 
2 pitcher pumps, horse-drawn one- 
horse walking plows and replace- 
ment parts, chilled plow replace- 
ment parts, fertilizer distributors, 
tobacco barn coal and wood burn- 
ing curing systems, fireplace fur- 
nishings, andirons, firesets, screens 
and grates, building specialties, 
ventilators, clean out doors. 


Oklahoma: 


Dandee Manufacturing Co., First 
& Main Sts., Guymon, Okla.: Grain 
loaders (auger and chain), one- 
way plows for Ford, Ferguson and 
Ford-Ferguson tractors, dump 
rakes (10 ft. and 14 ft. for Ford, 
Ferguson and Ford-Ferguson trac- 
tors), sealed Oneway bearings, 
seeding attachments (chisel plows 
and cultivators). 


Dansco Farm Equipment Co., 115- 
123 W. Park St., Enid, Okla.: Grain 
elevators (auger type), combine 
unloaders, rotary hoes. 


Kirkendall Plow Co., Newkirk. 
Okla.: Plow, subsoiler and culti- 
vator in one unit. 


C. M. Livingston & Son, W. 6th 
St., Tulsa, Okla.: 5 h.p. riding trac- 
tors, 5 h.p. walking tractors, 2% 
h.p. walking tractors, 1% h.p 
walking tractors, with complete 
line of attachments for each mod- 
el; electric tube vulcanizers. 


Medford Steel Products Co., Box 
124, Medford, Okla.: Farm tools 
rotary hoes, rod weeder attach 
ments for chisel-type plow, all 
crop rotary hoes for row crops an 
small grains. 


Wetmore Pulverizer & Machinery 
Co., Box 307, Tonkawa, Okla.: 
Knife-type all-purpose hamme 
mills, farm sprayers, fertilize: 
spreaders and seeders, fertilize 
drill attachments and seeders. 
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For More Efficient Tractor Operation... Use 





The NEW 
sure-seal 


(Pat. Pending) 








The 
DeMarcea 
GOVERNOR 


1S EASILY INSTALLED 

ON FORD AND ON 

FORD FERGUSON 
TRACTORS 
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FOR THE FORD- 
FERGUSON TRACTOR 


IMU 


WORTH 
GREASE GUN 
MOUNT 


BOX 5682 
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GENERAL CORPORATION Attachments 


STOPS differential oil leakage into tractor 
brakes, eliminates pulling Ford-Ferguson axle 
bearing assembly to correct oil and grease 
leakage. 

SURE-SEAL IS EASY TO INSTALL. Simply remove 
the axle and brake assemblies © wash out axle bear- 
ings thoroughly and blow dry with compressed air ® 
tamp bearings full of heavy wheel bearing grease * 
slide Sure-Seal over the axle shaft down to the lip of 
the bearing retainer © tap the Sure-Seal in lightly 
with a hammer to the depth of the bearing retainer 
lip © clean and service brakes and reassemble, taking 
care to adjust axle clearance as recommended by the 
manufacturer. 


Made of the finest silica aluminum alloy, the housing 
of the De Marco Governor is designed to become an 
integral part of the engine. The abutting face is 
accurately machined—all bolt holes are jig-drilled 
and reamed for perfect size and alignment. All steel 
parts are treated to prevent rust; double control 
linkage permits automatic governor or manual control. 


A replacement service part that provides two 
simple adjustments of the top link. DESIGNED 
FOR SHALLOW PLOWING, CULTIVATING, 
PLANTING, ETC., DESIRED BY OWNERS UNDER 
CERTAIN CONDITIONS. 

The Tractor Shackle has been developed and proven 
by people who are thoroughly familiar with the inner 
workings of the Ferguson System. It is designed to 
compensate for those extreme field conditions where 
the suction or weight of the soil on the ground- 
engaging tools is not sufficient to give the working 
pressure on the master control spring that is found 
under ordinary conditions. 

The Tractor Shackle is strong and durable . . . will 
stand up under the toughest working conditions. It is 
designed so that it is a protection to the Ferguson 
System and does not over-load any of its mechanism, 


Every farmer should have this handy grease gun 
mount. It attaches most anywhere on any make of 
tractor or implement. Simply remove a nut or bolt, 
install bracket as illustrated and tighten securely. 
Saves time and steps for those necessary lubrications 
in the field. 


EASILY ATTACHED TO ALL TRACTORS 
AND IMPLEMENTS 


@ WRITE TODAY... 


caiman! GENERAL CORPORATION 


DALLAS, TEXAS 
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Tennessee: 


Athens Plow Co., Hicks St., Ath- 
ens, Tenn.: Heavy-duty plowing 
harrows, tiller disc plows, direct 
connected disc plows. 


Clarksville Foundry & Machine 
Co., Clarksville, Tenn. 


Harriman Manufacturing Co., 
Main & Carter, Chattanooga, 
Tenn.: Plows, cultivators, harrows, 
stalk cutters, planters, soil pulver- 
izers, single trees, handles, plow 
shares, cultivator sweeps, plow 
shapes. 


International Harvester Co., Mem- 
phis Works, Memphis, Tenn. 
(headquarters, Chicago 1, II1.): Cot- 
ton pickers, southern tillage ma- 
chines, automatic pick-up balers. 


Lamons Wagon Co., Greenville, 
Tenn.: Horse-drawn wagons with 
steel tires, all-steel farm wagons 
with rubber tires (tractor or horse- 
drawn). 


A. H. Patch, Inc., Clarksville, 
Tenn.: Hand corn shellers. 


J. D. Sedberry, Inc., 

Tenn.: Hammer mills, hammer 

mill accessories, batch mixers, 

— feeders, magnetic separa- 
ors. 


Franklin, 


Shelby Manufacturing Co., Box 
148, Arlington, Tenn.: Drag spike- 
tooth harrows, farm trailers, lift 
type spike tooth harrows for Ford 
and Ferguson tractors, stalk shred- 
ders, planters. 


Taylor Implement Mfg. Co., Ath- 
ens, Tenn.: Disc harrows, 


Rex V. Tune, Inc., 293 Jefferson 
Ave., Memphis, Tenn.: Tractor 
harrows, stalk cutters. 


Von Equipment Co., 3065 Broad 
Ave., Memphis, Tenn.: Orchard 
and grove type harrows, bush and 
bog type lift and null harrows, cut- 
ting and breaking type heavy-duty 
harrows, disc hillers. 


John Williams Steel Works, Jack- 
son, Tenn.: Cultivators, two-row 
planters. 


Texas: 


Alamo Boiler & Machine Works, 
Box 86, Waco, Texas: Two, three 
and four disc breaking plows for 
most makes of farm tractors. 


C. T. Boone, 4104 Ave, H, Lubbock, 
Texas: Cotton harvesters and auto- 
matic cultivators. 


Continental Belton Co., Belton, 
Texas: Power-driven post hole 
diggers (for use on any make trac- 
tor), high pressure pumps and 
spray kits. 


Cersicana Grader & Machine Co., 
Corsicana, Texas: Farm terracer- 
ditcher, stalk cutters. 


Dixie Cotton Chopper Co., 3110 
Factory St., Dallas 9, Texas: Cot- 
ton choppers, sugar beet and veg- 
etable thinners, sugar and cane 
weeders. 


Graham-Hoeme Plow Co., Box 
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2050, Amarillo. Texas: Tractor 


plows and chisel plows. 


General Corp., 106 Howell St., 
Dallas 1, Texas: Tractor shackles. 


Intercontinental Mfg. Co., Inc., 
Garland, Texas: Agricultural trac- 
tors (gasoline, Diesel, kerosene), 
agricultural implements (complete 
line). 


Jeoffroy Manufacturing Co., 500 N. 
Philadelphia, Amarillo, Texas: 
Heavy-duty and spring release 
chisel plows, seeding attachments 
for chisel plows. 


K-D Manufacturing Co., Shaffer & 
Border Sts., Cleburne, Texas: 
Front-mounted listers for majority 
of tricycle-type tractors; earth 
moving and terrace building 
equipment, consisting of terracers, 
fresnos, ditchers, levee builders, 
and rice land levelers; hydraulic 
lifting equipment for both front 
and rear mounting on Ford and 
Ferguson tractors, Massey-Harris 
Pony, and Willys Jeep. 


G. A. Kelly Plow Co., Longview, 
Texas: Horse-drawn agricultural 
implements and a complete line of 
steel shapes. 


Laughlin Tractor Co., Marshall, 
Texas. 


Lone Star Trailer & Mfg. Co., Inc., 
206 E. 36th Ave., Amarillo, Texas: 
Adjustable power lift stalk cutters, 
trailers, grain beds, custom built 
truck bodies, 3-point conversion 
hitches to enable principal row 
crop tractors to pull 3-point Ford 
and Ferguson equipment, 3-point 
lift chisel plows, and two, three, 
four and six-row 3-point culti- 
vators. 


Lubbock Machine Co., Box 1138, 
Lubbock, Texas: Lift type culti- 
vators one-way plows, stalk cut- 
ters and chisel plows. 


Martin-Smith Co., San Antonio, 
Texas: Sprayers. 


M. F. M. Combination Saw Ma- 
chinery Co., Inc., Box 820, Denton, 
Texas: Portable saw units, rang- 
ing from 2% to 14 h.p. (self-pro- 
pelled and push types). 


Modern Implement Development 
Co., 1713 S. Lamar St., Dallas 2, 
Texas: Bush and bog harrows, 
dump-type hay rakes, stalk cut- 
ters, 5-disc one-way plows, rear 
end cranes, wheel weights, special 
lubricants, and all types of re- 
placement parts for all Ford and 
Ferguson tractors. 


Servis Equipment Co., Box 1590, 
Dallas 1, Texas: Whirlwind ter- 
racers, angledozers for row crop 
tractors, automatic row marker, 
pull-type stalk shredders, lift-type 
ditching blade for Ford-Ferguson 
tractors and for larger row crop 
tractors, power lift dump rakes 
for Ford and Ferguson and Case 
tractors. 


Simplex Manufacturing Co., Mc- 
Queeney, Texas: Insecticide dust- 
ers—row crop models (5-8 row 
tractor-mounted; 6-8 row portable, 
tractor-drawn; 5-row horse-drawn; 
3-row dusting attachments for rid- 
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ing cultivators); orchard or tre: 
model insecticide dusters with o 
without engines; cotton choppers 


Superior Manufacturing Co., Box 
709, Amarillo, Texas: Chisel plow 
(sizes 5 to 53 feet), fuel tanks fo: 
all makes of tractors for conve! 
sion to butane. 

Sutton-Steele & Steele, 1031 S 


Haskell Ave., Dallas, Texas: Sp 
cific gravity separators, stoners. 


Virginia: 


Benthall Machine Co., Inc., Suf 
folk, Va.: Peanut pickers, hay bal 
ers, peanut combines. 


C. Billups Son & Co., 902 Cooke 
Ave., Norfolk, Va.: One and tw: 

horse wood and steel beam plows 
cotton and tobacco plows. 


Bridgewater Plow Co., Bridgewa- 
ter, Va.: Hand garden plows and 
cultivators. 


Cardwell Machine Co., Box 1353. 
Richmond 11, Va.: Insecticide 
sprayers, peanut shellers and sep 
arators, hydraulic baling presses, 
hydraulic pumps, tobacco machin 
ery. 


Ferguson Manufacturing Co., Inc.., 
Box 5, Suffolk, Va.: Peanut dig- 
gers, lime and fertilizer spreaders, 
tractor cultivator attachments, 
weeders (all sizes, tractor or team). 
all-purpose planters (tractor o1 
team), peanut planters (tractor or 
team), cultivators, guano sowers 
(two-row and one-horse). 


Lynchburg Plow Works, Lynch- 
burg, Va. 


Pittman Wood & Metal Products, 
Courtland, Va.: Single and double 
chain multi-purpose conveyors 
with rubber-tired hoists, peanut 
recleaning elevators; tractor, horse 
and automobile trailers, dual 
wheel tilting top for farm equip- 
ment delivery. 


Thornhill Wagon Co., Lynchburg. 
Va.: Farm wagons and all-steel 
farm wagons. 


Victory Peanut Harvester Co., Box 
388, Suffolk, Va.: Peanut diggers, 
dusting machines, post hole drills 
3-blade cutting machines, peanut 
salvage machines, power-driven 
rotary cultivators, stalk cutters. 

S. R. White’s Sons, Inc., 914 Water 


St., Norfolk, Va.: Plows, cultiva 
tors, fertilizer distributors. 


R. W. Whitehurst Mfg. Co., Nor- 
folk, Va.: Disc harrows, planters 


West Virginia: 


Gravely Motor Plow & Cultivator 
Co., Dunbar, W. Va.: Garden trac 
tors with the following attach 
ments: reel mowers, rotary plows 
power saws, turn plows, disc ha! 
rows, peg-type harrows, sprayers 
transportation carts, snow plows 
water ballast rollers, sickle mow 
ers, fertilizer, distributors, seeders 
power brushes, hay rakes. 

B. H. Mott Co., 814 Eighth Ave.. 


Huntington, W. Va.: Garden trac 
tors and attachments. 
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See the Improved Heavy Duty Graham Plow Before You Buy 


The improved Graham _ Heel 
Sweep allows you to chisel soil 
at any desired depth and knife 
weeds in one operation. As al 
ways, Graham leads the way 
to lower plowing costs and 
greater profits with the Graham 
Heel Sweep which makes it pos- 
sible to cut all weeds as you 
plow with your Graham Revo- 
lutionary Plow. 


Fully adjustable, this new at- 
tachment permits knifing at any 
desired setting, regardless of 
the chisel depth. Knives overlap 
enough to cut all vegetation 

Actual field tests prove that 
very little more power is needed 
to perform both chiseling and 
weed cutting at the same time 





See Our Motion Picture 
“LIFE FOR THE 
LAND" 





ROR 


WITH THE FLEXIBLE GRAHAM PLOW THE PLOWING 


DEPTH IS MAINTAINED AND THE CONTOUR OF THE 
LAND IS FOLLOWED. 


Wherever good farming abounds you'll find 
more than an average share of Graham Plows. 
From India to Alaska Graham Plows are filling a 
long felt need for intelligent soil handling. Get 
in touch with your local dealer or drop in at our 
office when convenient. We'll be more than 
happy to fully explain the advantages and oper- 
ation of the Graham Plow. 


THE PLOW THAT SAVES THE SOIL 


DON'T CHEAT YOURSELF AND THE FUTURE. 

THE GRAHAM PLOW PRODUCES MORE AT 

LOWER COST. SAVES AND ENRICHES THE 
SOIL. DEALERS WANTED. 


GRAHAM-HOEME 


PLOW CO.., 


Pueblo, Colorado 


INC. — 


Amarillo, Texas 


SOUTHERN FARM EQUIPMENT Section for OCTOBER, 1950 


XUM 








Chis improved Graham Sweep 
with the wrap around feature 
designed for greater strength 
as pictured above, is made of 
heat treated highest grade al 
loy steel. This sweep comes in 
both 16 and 18-inch sizes de 
signed to run flat. For use 
with the Graham Plow, it is 
built to knife the weeds, leay 
ing all vegetation and surface 
cover on top of the ground 
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Deere’s New Forage 
Harvester and Blower 


OHN DEERE, Moline, IIl., has in- 
J troduced its new forage har- 
vester and No. 50 forage blower. 

The new harvester is a dual- 
purpose machine that harvests 
either windrowed hay or standing 
row-crops. As a hay cropper it 
picks up windrowed hay, chops it 
to proper length, and loads it on 
the wagon in a once-over job. 
Quickly converted to an ensilage 
harvester with the row-crop unit 
in position, it prepares standing 
row-crops for the silo in one trip 
through the field. 

New features include: stronger, 
non-binding feed rolls and rein- 
forced flywheel-type cutter to 
handle more material in less time; 
non-sway delivery spout which 
can be changed for either silo or 
rear loading by removing two 
bolts and pivoting; handy clutch 
lever to reverse feed rolls; com- 
mon frame for flywheel cutter 
and stationary knife for perma- 
nent alignment, more uniform cut 

The new No. 50 forage blower 
has a longer, wider, lower receiv- 
ing hopper that takes fast unload- 
ing with less danger of spilling. 
The exclusive combination of ad- 
justable feed-volume doors and 
selective air-intake control, is said 
to enable the operator to main- 
tain proper relationship of ma- 
terial volume to air flow for peak 
blowing efficiency with every 
crop. Positive auger-type feed and 
heavy-duty fan handle both green 
and dry materials efficiently. 

New retractable-wheel feature 
is said to eliminate the job of dig- 
ging holes or removing wheels 
when spotting. Spring-balanced 
hopper is easily raised for fast 
driving into unloading position. 
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New John Deere 
forage blower, fea- 
turing longer, wid- 
er, lower receiving 
hopper, which takes 
fast unloading with 
less danger of spill- 
ing. Positive auger- 
type feed and 
heavy-duty fan 
handle both green 
and dry materials, 
and spring - bal- 
anced hopper is 
easily raised for 
fast driving into 
unloading positicn 


New Aro Hydraulic Pump 
For Jeep Engines ...... 


RO EQUIPMENT Corp., Bryan, 

Ohio, has introduced a new 
hydraulic pump and bracket as- 
sembly for mounting on _ the 
Willys-Overland Jeep F-Head en- 
gine. 

Designed for Jeep owners who 
need hydraulic power for opera- 
tion of farm accessories, the pump 
is available for immediate de- 
livery. A quick-disconnect unit 
which releases the drive pulley is 
said to increase the life of the unit. 





Left, new John Deere 
forage harvester, 
shown as a hay chop- 
per. As hay chopper, it 
picks up windrowed 
hay, chops it to proper 
length, and loads it on 
the wagon in a once- 
cver job. As an ensi- 
lage harvester, it pre- 
pares standing row- 
crops for the silo in 
one trip through the 
field 





allowing the Jeep to be driven on 
the highway with the pump. 

For persons wanting to make 
immediate installation, Aro offers 
a complete packaged kit including 
pump, bracket, hose, 3- or 4-way 
control valve, reservoir, fan spac- 
er, V-belt, bolts, screws, etc. 


Hydraulic Controls Mevie 
Wins Award for Case... . 


I. Case Company, Racine, 
e Wis., has again won an 


American Society of Agricultural 
Engineers’ award, for its full color 
educational movie “Hydraulic 
Controls.” Previously, the com- 
pany had won A.S.A.E. awards for 
two booklets. 

The movie, which deals with the 
operation of modern power farm 
machines, will be scheduled for 
farmer meetings and _ arrange- 
ments for showing made through 
local Case branch houses. 
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HOW NEW PARTS DEPOTS 
SERVE IH DEALERS 


—BETTER 


A report to you about men and machines 
that help maintain International 
Harvester Leadership 


Speedy parts service often saves crops 
for farmers—always makes friends for you. 
That’s why International Harvester is 
establishing a nation-wide network of 
parts depots. 


Several of these new depots are already 
in operation; others are on the way. 
They all are designed to help you serv- 
ice IH equipment promptly. 

Depot stocks include every type of cast- 
ing, stamping, forging, and standard 
hardware used in current machines— 
even to the cotter pins. Parts for ma- 
chines no longer in current production 
are on Call, too. Deliveries from depots 
are fast. Seasonal stock items are shipped 
ahead of the “using season.” All stock 
orders are shipped exactly in accordance 
with established schedules. Emergency 
parts orders are filled the same day. 


These new parts depots are another 
example of the “do it better” creed at 
International Harvester. This refusal to 
let well enough alone brings constant im- 
provements in the design, manufacture, 
and distribution of IH farm equipment. 
Both you and your customers profit from 
this kind of progress! 





International Harvester Builds McCormick Farm Equipment and Farmall Tractors 


Motor Trucks Se Crawler Tractors and Power Units... gs, Refrigerators and Home Freezers. . fh 























1. Mechanical muscles stock depots with 
carloads of parts from IH factories. These 
ports ore packed on pallets for fast, easy 
handling. Lift trucks corry pallets from box 
cars, stack them along storage aisles. These 
shipping containers then become parts bins. 


2. Thousands of parts right on tap. A 
complete stock, based on sales records, is 
maintained to meet all customer needs. 
Here's a stock clerk loading his selector 
truck from the pallet shipping cases which 
carried the parts to the depot. The wrong 
parts can't get into these bins. 


3. Production line methods give orders 
the “hot-foot’’. An overhead chain conveyor 
connects the storage bins, rows of pallets, 
and tier racks with the shipping section. 
As ports orders care filled, this overhead 
conveyor rushes the selector trucks to the 
packing benches. 


4. Packed right... packed light... on 
the way in o hurry! Skilled packing teams 
double-check the shipping orders—moke 
sure they ore properly filled. These men 
know how to pack parts for sofe shipment 
... how to cut shipping costs by reducing 
tare weights. 





Chicago 1, Illinois 
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New Ideal Announces 
Peanut Shaker-Windrower 


RODUCTION of an inexpensive, 

lightweight peanut shaker 
and windrower which mounts di- 
rectly onto tractors is announced 
by the New Ideal Sprayer Co., of 
Nashville, Ga. 

The peanut shaker and wind- 
rower is highly maneuverable, be- 
cause it is mounted on the tractor, 
instead of pulled behind it, the 
manufacturer announced. This is 
said to permit the operator to work 
closely to fences with easier turn- 
ing arounds. Power is supplied 
through the power take-off. 

The unit is easily detached from 
the tractor by backing up to a 
standard to which the unit is then 
bolted. Upon removing bolts which 
hold the unit to the tractor, the 
operator can drive away and leave 
the shaker. Only 15 minutes are 
required for re-attaching, it is 
claimed. 

A lever permits the operator to 
raise or lower the shaker at will, 
even while the machine is in op- 
eration. There are 28 shaker bars 
with seven teeth each. The wind- 
rower attachment is made of 
spring steel and is adjustable for 
different types of stacking. 

These units are available for 
many makes and models of trac- 
tors. 


Massey-Harris Holds 
Annual Sales Confereneer 


HE MASSEY-HARRIS Co., Ra- 
T cine, Wis., held its sixth an- 
nual branch executive sales con- 
ference at Lake Lawn, Delevan, 
Wis., August 28-September 1. 
Head office sales officials, branch 
managers, credit managers, as- 


132 






















some recent engineering develo) - 
ments. 

Annual branch meetings, pa'- 
terned after the Delevan confe 
ence, are currently being he 
throughout the company’s branch- 
es and sales division. 


ora 


New One-Man Wire Baler 
Announced by New Holland 


EW HOLLAND Machine Co., 

New Holland, Pa., has an- 
nounced production of a new one- 
man wire baler, designed partic- 
ularly for farmers who want 
heavier bales. The new model 60 
wire baler is said to: automaticall\ 





Massey-Harris officials and branch executives, who recently attended 
the company’s sixth annual branch executive sales conference 


sistant branch managers, and divi- 
sion managers of all the com- 
pany’s U. S. branches attended the 
meeting. Also present were sales 


and engineering officials from 
Canada, England, and _ South 
Africa. 


The theme of the conference 
was “It Will Be Done in ’51,” and 
the program consisted of a series 
of panel discussions on dealer de- 
velopment and expansion, financ- 
ing and credit, district managers, 
repair parts, service, merchandis- 
ing, and advertising. 

The group returned to the head 
office in Racine for a preview of 


make one tie to a strand and cut 
wire without any loose clippings 
which may injure cattle; tie 
heavier bales under compressior 
at the rate of up to 10 tons ar 
hour; automatically warn the op- 
erator before the wire supply runs 
out; hydraulically control uni- 
formity in bales weighing up to 
more than 100 pounds, and in- 
cludes electric starting equipment 

The Model 80 has its own engine 
for steady, high-capacity baling. A 
full-floating metal pick-up sweeps 
up the windrow cleanly, while 
continuous ‘fingers carry it to an 
enclosed feed auger. 
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Heir to AMERICA 











America’s richest resource is not her fields, forests, or 
factories, but her youngsters; and the backbone of young 
America, many folks will tell you, is the farm boy. 












The out-of-doors—all of nature—is his classroom 
long before he starts to school. Feeding the chickens, 
nursing runt pigs, raising club calves—these and count- 
less other tasks help him to develop grown-up initiative 
and self-reliance at an early age. 

Because he works hand in glove with nature, a farm 
boy is keenly conscious of his heritage. The land isn’t 
dirt under his feet, but a fruitful friend. Freedom, inde- 
pendence, and opportunity are living, breathing realities 
in rural America. 

Today, many farmers are using the time and 
energy saved by modern John Deere power 
equipment to enshrine these basic American 
ideals in the hearts of their children. Armed with j 
a love of the land, a good understanding of the Sy 
American Way, and plenty of common-sense, 
these farm boys and girls will help young Americans 
everywhere to safeguard their precious heritage of 


freedom. 






















& bad 

> : s | 7. 
oe a, Ras 
2 eae ‘s” 


> 
+ , Pe > 


fF, “‘e & 






ae 
DEERE eo MOLINE, ow we 2 2 se =) 












JOHN 





SOUTHERN FARM EQUIPMENT Section for OCTOBER, 1950 133 


XUM 











Too Busy to Sell 
(Continued from page 122) 


knows all the customers and they 
have confidence in him.” 

Still another factory, and one 
of the biggest, introduced a series 
of schools for which dealers and 
their men were brought into the 
branch house. One of the branch 
managers for this factory also 
commented on the lack of product 
knowledge in dealer organizations, 
and failure to keep abreast of 
model changes. 

Using different words, factory 
men were describing about the 
same situation for which the 
exasperated branch manager 
coined the phrase, “Too Busy To 
Sell.” And then, on June 26, Presi- 
dent Truman decided to intervene 
in Korea; and this is about what 
happened, in about the order in 
which it happened: 

No one was alarmed immediate- 
ly, but American forces began 
suffering one military setback 
after another. 

A great many farmers, who had 
not quite decided to buy tractors 
but were classified as certain to 
buy eventually, decided that was 
the time to close the deal. This re- 
sulted in an abrupt surge of buy- 
ing. 

On the heels of that circum- 
stance came the normal tractor 
buying season, making a total of 
abnormal sales in a normal season. 
This, together with impulse buy- 
ing of other equipment, estab- 
lished new factory sales records 
for the summer of 1950. 

At this point, of course, tractors 
began to get scarce, resulting in 
artificial demand. And althougn 
the buying surge seemed to taper 
off at one period in the summer, 
it has never completely subsided, 
at least on tractors. 

By early September tractors 
were so hard to find in some 
quarters of the South that the 
black market was again in opera- 
tion. 

“I don’t know where they come 
from,” said the branch manager 
who reported incidents of black 
marketing, “but they are appear- 
ing in two hot spots in our terri- 
tory. 

“If this keeps up we are surely 
going to have to ration tractors.” 

This returns us to the introduc- 
tion of this discussion, in which 
dealers are described as being 
very busy delivering and clamor- 
ing for only the merchandise de- 
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manded by customers. Too busy 
to sell the complete line. And 
under such conditions, factories 
have either withdrawn, or made 
inactive, the campaigns of instruc- 
tion and education designed to 
produce better salesmen. 

“How can you convince a dealer 
he should be aggressive under 
these conditions?” asked a branch 
head for one of the biggest and 
most aggressive manufacturers. 

A competitive branch official, 
however, recognizes that condi- 
tions have put a great many deai- 
ers back in the same old rut, 
which he considers not good for 
future business of either dealer or 
manufacturer. 

“Dealers are merely selling ony 
what the customer asks for,” he 
grumbled. “At least our dealers. 
They are delivering what they 
can get and what’s easy to get, 
while they neglect some of the 
best-selling items in our line. 

“Take our middle-sized tractor, 
for example. Ordinarily, it is our 
best seller. But not now. Every- 
body wants the big tractor, be- 
cause there is more money in such 
a deal. Our dealers are letting a 
good number of deals go to com- 
petitors because our dealers don t 
get out and sell.” 

And there are indications that 
this is somewhat generally true 
along the farm equipment front, 
for comments from branch houses 
generally reflect the great demand 
for tractors and the existence of 
“a good inventory in most other 
items of the line.” 


Reduce Inventories 


Also, most opinions of factory 
men, either directly expressed or 
implied, agree that inventories of 
items in the line other than trac- 
tors can be reduced with sales ef- 
fort, regardless of conditions that 
convince most dealers they need 
not be salesminded and aggressive 
in such periods. Such effort, how- 
ever, seems to call for dealer 
presence in the territory, and not 
in the office where he is too busy 
to sell. 

Yet one factory official took is- 
sue with the exasperated branch 
manager who coined the phrase, 
too busy to sell. 

“We have a lot of dealers, and 
good dealers, who don’t go out in- 
to the territory themselves,” he 
commented. “Of course, in such 
cases, they have good men who 
are constantly contacting cus- 








tomers 
farms.” 

That may be quite correct, and 
perhaps this is something to be 
decided by each individual deal >r, 
but this chronicler knows a dealer 
who, on his own initiative, made 
some highly interesting changes in 
his business because he realized 
that office detail kept him too busy 
to sell. 

This dealer has been highly 
successful and is an officer in his 
state association. That state, in- 
cidentally, is not one in which live 
any of the branch managers 
quoted herein. Nor is this dealer 
even representing the company of 
the exasperated branch manage1 
who coined the phrase. 


and prospects on the 


Visiting the Territory 


The call on this successful deal- 
er was made late in July, after the 
Korean intervention had exerted 
full impact on farm equipment 
sales; and the dealer was busy in 
his store, visiting with and wait- 
ing on customers. But when there 
was a lull he introduced a new 
member of his organization, call- 
ing the man by name. 

“This is my new general man- 
ager,” he explained. “He was the 
blockman in this territory, and I 
hired him away from the factory. 
When you come back and I’m not 
here, you can get any information 
you want from him. He’s going to 
be in charge here in the office.” 

When the new general manage! 
had turned away, the dealer was 
asked if he expected to be out of 
the office very much. 

“IT certainly do,” he said, smii- 
ing. “I’ll be out in the territory 
working. 

“T’ve been giving this thing con- 
siderable thought for a long time. 
It just got to where I couldn't get 
anything done. All these details 
here in the office and store looked 
so important to me, until I got to 
analyzing them. I decided what 1 
needed was someone to take over 
all the detail work, and there he 's. 

“What I’ve been wanting to ‘jo 
for a long time is to get out in the 
territory among my customers. 
But there was always so much 10 
do here in the store. Finally I 
could see that getting out in the 
territory was more important than 
staying in here. 

“Yes, I'll be out a good part of 
the time. You know why? Because 
it’s good for me and my business 
if I go out and see my customers 
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ANOTHER DEMONSTRATION 


OW ONE CASE “We have been Case users and have influenced several farmers to 

buy Case machinery—latest of which is a farmer near us who needed 

a new tractor. He had ordered a * * * for fall delivery. After I 

. SELLS ANOTHER  ticars stout it 1 talked to him, pointing out that the Case would be 

. better as the transmission bearings could be adjusted from the out- 

side, the engine bearings were better, easy on fuel, and all-around 
dependability.” —H.S.G. 


@ Nothing sells like demonstrating—and demonstrations have double force when 
backed up by the testimony of neighboring users. Case dealers have machines that show 
outstanding performance when demonstrated. Those same machines in the hands of 
customers prove their economy and endurance. On their record, Case machines create 
customers who are proud to tell their experience to other farmers. Some, like the 
farmer quoted above, go out of their way to influence their neighbors. 

Faced with the need to cut down expenses, farmers find new meaning in the oft- 
demonstrated saying that “It Costs Less to Farm With Case.” And in the revival of 
aggressive selling, Case dealers find renewed significance in the fact that “One Case 
Sells Another.” Coupled with consistent sales activity and competent service, it gives 
the Case dealer a definite advantage in an era of competitive selling. J. I. Case Co., 


Racine, Wisconsin. 











I find out what’s going on, and 
they find out I’m interested in 
them. Any customer or prospect is 
flattered to have the head man call 
on him. These farmers are just like 
other people, they like to deal with 
the boss. And there are a good 
many of my customers who flatly 
won’t trade with anyone but me. 
For those reasons I’ll be spending 
a lot of my time out in the coun- 
try.” 

As previously indicated, this 
dealer didn’t know it, but he was 
conceding that he had been too 
busy to sell. And he carried out 


this radical change in manage- 
ment in the face of conditions that 
destroyed selling incentive on a 
country-wide basis. But when an- 
other emergency has passed and 
the campaigns for sales training 
are again dusted off, this dealer 
will be in an enviable positioa, 
safely entrenched in his territory. 
It is quite safe to assume that 
every branch manager would like 
to have his territory populated 
with dealers like that one, for he 
is an outstanding exception. 
Surely he stands as an example. 
For the more than 80 percent in 








BUY THE BEST - 


BUY KING LINE 


x 


Manufacturers of 


HORSE DRAWN EQUIPMENT FOR SOUTHERN FARMS 


PULL TYPE DISC HARROWS FOR ALL MAKES 
TRACTORS 


LIFT TYPE DISC HARROWS FOR MANY MAKES 
TRACTORS 


Dx 
KING PLOW COMPANY 


ATLANTA, 


GEORGIA 


M 
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retail selling today who were not 
there ten years ago. And for déal- 
ers who are too busy to sell. 


Propping Up Net Profits 


(Continued from page 115) 
sales potential helps pare down 
unnecessary costs, for with these 
figures in hand the dealer can 
plan the amount of advertising 
from which a reasonable retura 
can be expected. Without benefit 
of these figures, a dealer might 
allot, say, five percent of his an- 
nual sales to advertising with ro 
chance of obtaining much addi- 
tional sales volume. To Ritchie, 
this amounts to little more than 
throwing money away. 

In gearing his advertising to the 
maximum amount of business 
which he estimates it is possible 
for his company to obtain, Ritchie 
makes good use of seasonal news- 
paper advertising and, in addition, 
uses direct mail pieces which go to 
definite addresses of farmers hav- 
ing more than 30 acres. 

Usually, he sends out his direct 
mail pieces enclosed with factory 
literature. He prefers factory liter- 
ature to be the 8% x 11 inch 
standard size and in color, and he 
has definite reasons for this pref- 
erence. 

“When such literature gets in 
the hands of the farmer, he may 
or may not look at it. But, Ritchie 
said, the youngsters are attracted 
by color, and the mailing piece 
usually stays underfoot long e- 
nough for the children to insist un 
having it explained. In this way, 
the message often reaches the 
farmer despite his initial lack of 
interest.” 

In the operation of his service 
shop, Ritchie’s knowledge of prob- 
able sales in the trading area per- 
mits him to maintain a service 
staff and equipment properly in 
balance with the needs of the ter- 
ritory, 

While the company’s service 
shop is well-equipped to handle 
the service requirements of his 
customers. Ritchie feels that prof- 
its from this phase of the business 
are best reflected in the sales of 
parts and new equipment. To 
Ritchie, the real value of the serv- 
ice shop is in putting the company 
in touch with farmers who will 
need new equipment at some time 
in the future. 

While trade-ins are important in 
any business, Ritchie, with an eye 
on cost, again believes in handling 


SOUTHERN FARM EQUIPMENT Section for OCTOBER, 1950 





HA 





not 
al- 


wn 
ese 


ing 
ira 
fit 
sht 


na 


' Ss =o it 


‘—-— — 





“The yve Stopped Working Overtime 
on the Wilson Farm... sr*@ 















Since They Put HARVEY 
RED-HEDS fo Work” 


@ Your farm trade can take a tip from the Wilsons . . . and 
from many other families who have discovered how to live 
without drudging on the farm. Harvey “Red-Hed” Ele- 
vators, Corn Shellers and Hammer Mills offer the per- 
fect combination to make farming a pleasure. They 
save time! They save a lot of hard work! They 
save money! These, plus dozens of important fea- 
tures in each case make sales. This is where you 
come in. Ask your Harvey distributor about 


it today. 











HARVEY “Red-Hed” Triple Action 
CORN SHELLER with 
patented KernOuizeR 


It shells corn faster, cleaner and at 


less cost than ever before . . . shells 
HARVEY 140 to 150 bushels per hour. Patent- 
ed Kern-O-Lizer does it—shells the 
Red-Hed” corn inside of the unit and outside 


of the unit—thus it has 42% greater 
shelling area. A direct auger action 
pushes cobs and husks out of the way. 
For your sales sake check your 
Harvey distributor. 





HAMMER MILLS 


HARVEY 








‘Red-Hed” 
4 IN 1 FARM ELEVATORS 
It’s fast. . . grinds feed 1/3 faster . . . grinds feed Not one ... not two... but four important farm ele- 
more completely . . . due to extra large screening vator jobs can be handled by the Harvey “Red-Hed”™ 
area and super high-powered blower and tough, 4 in | Farm Elevator. What farmer wouldn't be 
free swinging “alligator head” hammers that impressed by the fact that whether he is storing small 
smash the grain with 80 to 280 terrific blows grain or baled hay, he needs but one clevator—the 
per second. Feed table instantly changed to Harvey “Red-Hed”. Adjustable to 4 positions . . . 
operate in 3 different positions. You'll make heavy duty built for long lasting service . . . easily 
friends with this Harvey “Red-Hed.” Harvey handled and moved from place to place . . . quickly 
“Red-Hed” Hammer Mills are built in two raised and lowered . . . these are only a smattering of 
sizes—the model H-9 with 9” mill and H-11 its many salient sales features that build sales for you. 


with 11° mill. 


Write Farm Tools, Inc., for name and 


address of nearest Farm Tools, Inc., Farm . aan 0 i . 
Implement and Harvey Line Distributor. \ FARMT 2 0 1, 
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such transactions on the simplest 
possible basis. 

He explained that the company 
at one time had attempted to use 
a complicated appraisal sheet for 
determining the value of a used 
piece of equipment. But this ap- 
proach was given up after it was 
discovered that one variable factor 
could not be determined — the 
salability of that particular unit in 
the farming territory. 

A dealer, he explained, must be 
abreast of conditions in his terri- 
tory so that he CAN make a cor- 
rect allowance for a used unit-— 
basing his allowance on what he 
knows the unit will bring when 
resold. Simply stated, his policy is: 
get it right, fix it right, and sell it 
right. 


On-the-Farm Service 


For on-the-farm service calls, 
Ritchie doesn’t favor the use of the 
elaborate panel truck with its wide 
inventory of parts and heavy stock 
of tools. Experience has taught 
him that returns from this opera- 
tion seldom balance the expense 
of the investment. 


“We don’t have one,” Ritchie 


said, “because we have learned 
that no matter how many parts the 
truck may carry, the mechanic too 
often has to return to the shop for 
some tool or part not on the 
truck.” 

Nor does this company have a 
heavy investment in a larger 
truck, often used by many dealers 
for bringing equipment in for re- 
pairs. Instead, Ritchie has a small 
trailer—built at nominal expense 
—which is hitched to a pick-up 
truck for hauling in any of the 
smaller farm tool that might need 
repair. He estimates that the use nf 
this trailer has saved the company 
about $3,000 over the years. 

For bringing in tractors and 
other large units, Ritchie has 
available a larger trailer which he 
designed himself and which can 
be hitched also to the special pick- 
up truck. 

Generally, Ritchie maintains his 
operation strictly in accordance 
with his potential sales and the 
service needs of his customers. In 
doing so, he has eliminated the 
pretentious, but costly, “frills” 
which add to overhead and keep 
net profits down. 

Ritchie goes straight to the point 


in stating his business policy: “Ovir 
principal business is the sale of 
tractors and allied equipment. V’e 
handle nothing that is not «n 
adjunct to, or which will not lend 
itself to, the sale of our principal 
lines.” 


Kilowatts Come 
to the Farms . 


(Continued from page 111) 


the southern farm customer puxys 
less today for a kilowatt hour of 
service than ever before. There 
has been a steady decrease in price 
for many years. And, in many 
places, the more electricity a farm- 
er uses, the lower rate he pays 
Consequently, the lowest goal of 
farm uses that any farmer should 
set for himself is to earn enough 
through increased farm uses of 
light and power to pay for the in- 
creased costs in the home. 

A study of all possible farm uses 
of electricity reveals that there 
are few ways to use energy on an 
all-cotton farm, or, for that mat- 
ter, on any all-crop farm. 

Electricity finds its greatest 
number of labor- and money-sav- 
ing uses on livestock farms, par- 
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Automatic Pick-up 
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in the Spreader Field ee 


* First mame in Spreaders Foe 10.4, 12-A and 14-A—the world’s 
foremost . . . fastest selling line of 
manure spreaders. 


Strict adherence to the theory that all machines 
should be ‘‘built to do a better job’’ and long 
years spent in improvement of design and con- 


























struction have not been wasted. New Ipea Manure 






Spreaders have become distinguished for both 






high quality performance and unusual durability. 






They are the favorite of farmers everywhere. 







New Ipea Dealers find that such machines make 
their sales job easier and more profitable . . . 





their customers better satisfied. /f we are not ade- 






quately represented in your territory, please write 
us today. 














eee buy a NEw [pEa Spreader bigger loads, lighter 


draft in operation. 
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Steel frame. Lined 
with wood. Lasts 
longer. Withstands 
acids. 





2, Distributor blades scientific- 
ally arranged for maximum 
spreading efficiency. 





Wide upper cylinder 
gives free clearance. 
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7, Low cost liming attachment 
available for all models. 
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ticularly on farms devoted in part 
to milk and poultry production. 

These are types of farming that 
are increasing rapidly in the South 
and must be promoted as rapidity as 
possible. What the South needs 
above all else to increase farm 
operator income is balanced farm- 
ing; that is, farm production in 
which field crops are balanced 
with livestock and poultry enter- 
prises. 

The facts are that row-crop 
farmers who grow only field 
crops, deplete their soils, allow 
erosion to destroy land, do not use 


all their land fully and completely, 
and provide in their farming 
operations only six months’ in- 
come-producing labor each year. 
Moreover, such farmers, of which 
there are all too many, do not take 
advantage of the God-given, mild, 
all-year growing weather that 
makes it possible in the South to 
grow grass—the cheapest of all 
feed crops—10 or 12 months a 
year. 

As these facts become more 
widely known and _ appreciated, 
southern farmers are turning to 
balanced farming. There is no sec- 








ATHENS 
ANNOUNCES NEW 


TIMKIN ROLLER BEARING HARROW 


We are pleased to announce a new harrow in our line known as 


the ATHENS Series ""G'' Heavy Duty Plowing Harrow. 


The ATHENS Series "G" Harrow is manufactured in eight and ten 
disc sizes, equipped with 26” discs. 





The above photograph shows a 10/26” Series "G" Harrow discing 
old pasture land for reseeding. 


We invite you to inspect the ATHENS line of HEAVY DUTY 
HARROWS. 


For further information on ATHENS HARROWS, please contact 
your ATHENS dealer or write the factory direct. 


ATHENS PLOW COMPANY 


<* \ 
> yw 





©=4 


ATHENS, TENNESSEE 











tion of the nation in which live- 
stock population gains are beng 
made so rapidly. And, as this 
trend continues, more and more 
ways to use electricity profitably 
are being incorporated in he 
South’s farming operations. 

Also, in the South the pouliry 
industry is making amazing and 
gratifying growth. Among the 14 
southern states, 3 are the nation’s 
leaders in broiler production— 
Delaware, Maryland, and Georgia 
Arkansas and Virginia rank in the 
first 10 in the nation. The Sonth 
now provides most of the nation’s 
fried chicken and a very large 
part of the nation’s turkey. Egg 
production is being extended. An 
ever-increasing number of hatch- 
eries, feed mills, and dressing 
plants—all big users of electricity 
—are required to support and sup- 
plement the region’s poultry and 
livestock industries. 





Educational and Promotional 
Programs 


With such a large number of 
energized farms—almost one-half 
the total number in the nation— 
the South offers an unprecedented 
opportunity in the nation’s history 
for improving the earnings and 
living standards of rural people 
through extending the uses of 
electricity. Working to take ad- 
vantage of this promising oppor- 
tunity are dealers and salesmen, 
REA officials, workers for private- 
ly-owned utility corporations, and 
a host of educators, especially 
those associated with agricultural 
agencies. 

For example, the Alabama Pow- 
er Company, now serving virtually 
100,000 rural customers, and pre- 
paring, prior to 1955, to service 98 
per cent of the farms in its ter- 
ritory, has—like all Southern 
utility corporations—a staff of ex- 
perts helping farmers make great- 
er use of electric-powered farm 
equipment. 

“We receive a constantly in- 
creasing number of inquiries about 
seed drying and cleaning, hay dry- 
ing, feed mixing, hot beds, incu- 
bation and brooding, refrigeration, 
ventilation, irrigation, food storage, 
and other such subjects,” says 
Engineer Penn. “We are, there- 
fore, sincerely interested in doing 
everything we can to bring help- 
ful and expert assistance to our 
farm customers. We have 16 serv- 
ice engineers working in the field 
These men are trained to show 
farmers how to put electricity to 
better use on their farms. Six agri- 
cultural engineers in the Birming- 
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ver think this way 


about selling 


FAIRBANKS-MORSE HAMMER MILLS? 


1, Farmers have known Fairbanks-Morse products for more than 120 years. 
2. The name Fairbanks-Morse is a byword for quality that makes selling easier. 


3. Fairbanks-Morse products are so widely known for dependability that selling often 
is only a matter of product availability and local credit factors. 


4. The Fairbanks-Morse guarantee of quality in materials 
and construction has won the respect of farmers everywhere. 


5. Selling one Fairbanks-Morse product brings customers 
back to your store for other Fairbanks-Morse products — hammer mills, 
corn shellers, water systems, water heaters, water softeners, 
washers, ironers, and power mowers — thus increasing store traffic. 





G.  Fairbanks-Morse offers a complete line of high quality ay 


hammer mills — designed to meet the needs of farmers, stockmen 


and poultrymen, regardless of the size of their operation. 1] lp , 
li 
«) 


For complete information about Fairbanks-Morse 
dealerships for the sale of hammer mills or the entire line, write \ 
Fairbanks, Morse & Co., Chicago 5, Ill. , \\ 


Fairbanks-Morse standard 
i hammer mill. Made in three 
tractor sizes. 


Fairbonks-Morse traveling Fairbanks-Morse 5 hp. Fairbanks-Morse 
table hammer mill for electric power hammer portable hammer mill 
one-man operations. mill for lighter duty. with direct PTO unit. 





BM) 
By FAIRBANKS-MORSE, 





a name worth remembering 
DIESEL LOCOMOTIVES AND ENGINES - ELECTRICAL MACHINERY « PUMPS - SCALES 
HOME WATER SERVICE AND HEATING EQUIPMENT + RAIL CARS - FARM MACHINERY 
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ham office are more or less spvec- 
ializing along certain lines and 
are always on call when needed.” 

Most interesting and important, 
perhaps, among recent educational 
programs launched in the South is 
the joint program sponsored by 
agricultural engineering depart- 
ments of the Land-Grant Colleges 
of the South and the state depart- 
ments of vocational agriculture. 
This program, through a central 
office located at the College of 
Agriculture, University of Geox- 
gia, provides new and up-to-date 
teaching material for all the 


South’s high school teachers of 
vocational agriculture and all in- 
structors of veterans farm train- 
ing classes in the southern states 
This year, the program is de- 
voted to the preparation and dis- 
tribution of material dealing with 
the use of electricity on farms. 
More than 100,000 copies of each 
publication are printed and dis- 
tributed. Through organized in- 
struction on such a large scale, 
progress will be made rapidly 
during the next few years. The 
program will soon train many 
electrically-minded farmers. 








The EXTRA- Powerful 
AVERY “R” Tractor! 


All the power you need and plenty to spare, with surprising 
savings in fuel! That's because of the Hi-Torque engine which sets 
entirely new standards of fast, easy, economical performance! 
And the Avery “R” is priced lower than comparable performing 


tractors. 


Available also with single front 


wheel and in the 


4-wheel type with adjustable tread. 


World’s Greatest Tractor Value 


Cam-ground, tin-coated, perfectly-fitting aluminum alloy pistons 
and new, high-compression head for greater power! Four speeds 


from an easy creep to fast road performance. 


A genuine two- 


plow tractor with automatic hydraulic control and with many 


new refinements! 


Handy controls; roomy platform; comfortable, 


easy-to-level, foam-rubber-cushioned seat; sturdy wheel guards; 


easy mounting step; trash-proof radiator grill; etc. 


Quick coupled 


to Avery full-view equipment. Some highly desirable dealer- 


ships open! Write: 


B. F. AVERY & SONS CO. 


Louisville . 


Memphis 
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With gigantic strides being made 
in rural electrification and the 
progress of a rapidly-expanaing 
industrial development that is {o- 
ing forward at a much faster pace 
than the average for the nation, 
the South needs, and is getting, 
more power. 


More Power for the South 


During the years that lie im- 
mediately ahead, the South vill 
add to its growing facilities for 
generating electricity faster than 
any section of the United State 

Consider the Georgia Powe! 
Company as an example! By 1952, 
on the basis of construction «l- 
ready under way, 1,735 million 
kwh per annum will be added to 
the output of generating plants 
These additions will make possible 
a 36 per cent increase in the pre- 
sent load. But this is only part of 
the development story; by 1955, 
completion of the Clarke Hill De- 
velopment by the government on 
the Savannah River will add in 
additional 700 million kwh per 
annum to the locality’s availa')e 
electric energy. 

The Georgia Power Company's 
progress is typical of that which 
now characterizes the entire South 


Power Survey 


A Power Survey, published by 
the Edison Electric Institute, New 
York, gives the following facts 
relative to the added output of 
electric energy for the nation and 
the South in 1950, 1951, and 1952 

1950: Increased output in the 
Southeast, 8.8 per cent; South 
Central States (including Texas). 


12.2 per cent. The nation as a 
whole, 6.2 per cent. Among the 
eight regions, the South Ceniral 


ranks first. 

1951: Increase in the Southeast, 
8.8 per cent; the South Central, 
8.4 per cent. The nation as a whole 


6 per cent. Among the eight re- 
gions, the Southeast ranks first. 


the South Central second, 

1952: The Southeastern increase, 
7.3 per cent; the South Central. 
7.2 per cent. The nation as a whole 
5.8 per cent. In 1952, the Southe:st 
will again rank first in the nation, 
and the South Central will agsin 
rank second among the region; of 
the nation. 

These facts are indicative of the 
growth prospects of the South 
There can be no more reliable 
guide to the economic outlook of 
a locality than the demand for 
electric energy. 
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This little fellow says emphatically . . hese growth... and our growth will again create more 
. are My Toys It’s natural for him to say and better opportunities for more people. 
, bi d he’s th talist of , | This is the chain reaction of good living that 
this, and hes the capita of tomorrow . the competitive incentive system brings out 
. He may decide to be tomorrow’s farmer or clerk And our competitive enterprise system is the in- 
| or business executive or mechanic or scientist or centive system . . . the American way where 
almost anything he wants to be. But that’s not the ability and the willingness to work and to pro- 
most important thought right now ... THIS IS. duce, still earn a deserved dividend where 
He can be the capitalist of tomorrow because competition stirs everyone to do his level best 
our competitive enterprise system says he will be The world has never known a better system or 
free to work where and when he will, to save, to plan of progress for all mankind 
invest, to spend. He will choose his work for his Let's guard this way of life our American 
own particular kind of satisfaction. He will save Heritage. It's been mighty good to a lot of people 
for his own self-interest, but that helps everybody. —and if we take care of it, the best is yet to come. 
He may invest to his own advantage and that The most important thing about America is that 
makes work for others. For there is now, and must it is the land of hope, of promise, and of progress 
continue to be, incentive! An incentive that is rea/- for our children. 
istic. . that creates. . . that helps produce more Our part in the American parade of progress 1s 
We at Minneapolis-Moline hope to do business the manufacture of a complete line of Modern 
with this young American. We hope to help him Farm Machines, Visionlined Tractors and Power 
grow and in turn his growth will help our Units for modern farming and industry. 
Sold and Serviced by MM Dealers and Distributors Everywhere 
- 
(Minneapous: MOLIND 
vi MINNEAPOLIS-MOLINE 
MINNEAPOLIS 1, MINNESOTA — 
- oF a ~-* - 
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Service They Don’t Forget 
(Continued from page 113) 


out with the new tractor. For in- 
variably the farmer will take a 
brand new tractor and put it to 
work on his - heaviest. loads. He 
wants to see if the new tractor has 
the power it’s supposed to have. 

“That’s why the dealer’s man 
should be there, for a_ tractor 
should not be put to work im- 
mediately on the heaviest loads. lt 
should be used on light loads firsi 
for two or three days. 


“That’s why we want farmers 


to get our instruction books, or 
manuals, too. I’ve had dealers and 
dealer’s men tell me they take par- 
ticular pains to throw away the 
instruction book when they de- 
liver a piece of equipment. Their 
reasons are they don’t want the 
farmer accumulating a dangerous- 
ly small amount of knowledge and 
tinkering with the machine. 

“But as I see it, the important 
point from the dealer’s viewpoint 
is to have the farmer understand 
the machine. Customers should be 
impressed with the importance of 
reading that book. Not to guide 














Smooth Brome 


..one of the “new” grasses 
relished by all classes of live- 
stock. On moist, well-drained 
clay loam soils it makes its 
best growth, maturing at 3 to 
4 feet. With an abundance of 
basal and stem leaves, it is 
often considered difficult to 
bale, but may be easily han- 
dled on New Holland’s new 
“77” pick-up baler. 


New Ho.ianp ff 


“TODAY'S LEADER IN GRASSLAND FARMING” 


NEW HOLLAND MACHINE COMPANY - 


NEW HOLLAND, PA. + Minneapolis - 
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Grass is far more than a high-profit farm crop—it is a plant with a lofty 
purpose: the conservation and restoration of our nation’s soil. 


“GRASS —a major resource” 


—U. S. DEPARTMENT OF AGRICULTURE 


More than any other crop, grass returns 
organic matter to the land . . . nurtures bene- 
ficial organisms. . 
enemy of erosion. 

An example 
Experiment station near Ithaca, New York, showed 
that the amount of soil lost on a 20 per cent slope 
seeded to a continuous corn crop was over 300 times 
greater than the amount lost on a slope protected 
by a grass cover. 

The swing to grass finds New Holland ready. 
Pioneer of the first automatic pick-up baler, 
New Holland today is the world’s largest 
maker of automatic pick-up balers. And in 
1950, New Holland steps ahead again—with a 
farm-proved line of machinery, spearheaded 
by the great new 

There may be a New Holland dealership 
open in your territory. Drop us a line and we’ll 
be glad to talk it over with you. 


A Subsidiary of The Sperry Corporation 
Des Moines ~- 


a wt 


~ a or | 


.acts as the implacable 


A 9-year comparison by the Arnot 


“77” baler. 





Kansas City * Toronto 





in the 
field. To inform them on how ‘o 
take care of it. If they know how 
to take care of it, and it has been 
put together right, they won’t have 
much trouble in the field.” 


them in making repairs 


Our factory friend just about 
closed his argument on this phase 
of the business by putting empha- 
sis on an economic point. We 
would dispose of a lot of cut- 
throat competition, he insisted, if 
all dealers would exercise maxi- 
mum care in setting up and de- 
livering equipment. If equipment 
is properly set up and delivered, 
dealers will have to get a good 
price to stay in business, he main- 
tained. 

The factory executive called in 
a service executive, who related 
some glaring instances of im- 
proper assembly and improper 
edification of the customer, that 
cost money. The foot pieces on a 
cultivator must be just right, he 
explained. And he recently heard 
of two hay balers that were de- 
livered without any oil in the air 
cleaner of the auxiliary engine. In 
one case there was a $200 replace- 
ment cost because the air cleaner 
sucked the engine full of dirt; in 
the other the engine simply quit 
after ten days because the air 
cleaner was so full of dirt the en- 
gine got no air. 

The service man could have 
filled this page, but he thought 
drawn plows should get special at- 
tention, because most farmers 
think pulling a plow is so ele- 
mental. 

“We've had considerable trouble 
on drawn plows,” the service man 
related, ‘because the farmer 
started plowing without proper 
dealer instruction, 

“The trouble is that the plow is 
generally delivered to the farmer 
at a time when he is not ready to 
put it to work. Then when the 
farmer is ready to plow, even 
though the plow is put together 
right, the farmer may hitch it 
wrong. This results in side draft, 
and increases fuel consumption by 
at least a third; and the farmer 
begins complaining because his 
tractor uses so much fuel. That’s 
why a dealer should have his man 
there when the farmer starts to 
plow. We illustrate the points to 
dealers and service men by hitch- 
ing with side draft, with only a 
quart of fuel in the tank, and then 
showing how much farther the 
tractor will pull the plow with 
correct hitch on the second quart 
of fuel.” 
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IF EVERYBODY GIVES 
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Give to your local 
Red Feather Campaign 


CAMPBELL CHAIN Gompany 


Main Office—York, Pa. 


Factories—York, Pa. & West Burlington, lowa 


CAMPBELL 
CHAIN 
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BILLINGS 


ALLOY STEEL 


LIFE-TIME WRENCH 
disers 


WRENCHES & SHOP TOOLS 


THE BILLINGS & SPENCER CO HARTFORD 1, CONN., U.S.A 
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When the service man had 
finished, our factory friend pro- 
ceeded to dispose of the rest of the 
load on his chest. He pointed out 
that a great many farm equipment 
buyers are not getting the new 
look in new machinery. And they 
are much more particular on that 
count than they used to be. They 
may put unreasonable loads on 
brand new power equipment, neg- 
lect equipment themselves or wave 
away dealer men with suggestions 
on care and operation. But they 
now want that new look. 

“That’s another situation that is 
doing the industry considerable 
harm,” he grumbled. 

“Merchandise is now much more 
plentiful and it is being sent to 
dealers, but a great many dealers 
have not made and are not making 
provisions for properly storing 
equipment. As a result, customers 
are getting new equipment that 
looks like used stuff. It is weather 
worn and sun-baked. 

“The farm customer is getting 
more and more particular on that 
score and who can blame him? 
Would he be expected to buy 
new car that has been sitting out 
in the weather? Certainly no, 
And although farm customers may 
be neglectful of equipment from a 
maintenance and operation stand- 
point, they are no longer that way 
about appearence. They want it 
looking new when they get it and 
they want it to keep looking new 
as long as possible.” 

It was pointed out that some 
dealers, from the other view, have 
no excess storage and attempt to 
slide along, as one branch man- 
ager put it, with an empty wagon. 
He added that he had found deal!l- 
ers who, apparently, wanted the 
factory branch to carry everything 
in stock. 

With this the factory executive 
agreed, but added that most deai- 
ers are now getting plenty oi 
merchandise, but a great many 
give it only blue-sky storage. 

“They thought they would move 
it right away,” he opined. “But the 
market isn’t what it was and now 
requires leg work. After the equip- 
ment sits out in the weather unt! 
it has lost the new look, some deal- 
ers find they have to offer it at a 
discount to move it at all. 

“That, however, helps to 
courage cut-throat competition 
For information of that sort quick- 
ly gets around. 

“Of course, there is no objection 
whatever to a dealer displaying 
merchandise in the open in season. 


en- 
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What can the Proof-Meter do to make 
engine performance even better? 







¥ 


XPERIENCED TRACTOR DEALERS and farmer- 
operators have long known that there is a certain 
range of engine speed (r.p.m.) in which an engine attains 
its best combination of speed and economy. 


But it is one thing to know about speed ranges; quite 
another to hit and hold them in everyday field work. 


Thus, while the Ford Tractor engine is a remarkable 
power plant—rugged, smooth-running, powerful and 
economical—it can deliver the maximum performance of 
which it is capable only when the operator has a way of 
knowing engine r.p.m., both when the tractor is standing 
still and in motion. 


In this and in many other ways, the new Ford Tractor 
Proof-Meter supplies the missing link between the oper- 
ator and the instruction book. Once the operator knows 
the speed at which he can get best results, the Proof-Meter 
shows him when he hits that speed, and makes it easy 
for him to hold it. 


The best combination of horsepower and fuel economy 
with the Ford Tractor engine is reached, for example, 
between 1700 and 1800 r.p.m. It’s simple to set the throttle 
at the point where the Proof-Meter registers around 
1750 r.p.m. and know your engine speed is right. (See 
small picture at left.) 


In other words, any farmer with a Proof-Meter equipped 
Ford Tractor can set his throttle for the right engine 
speeds and know he’s getting peak performance. And 
where can you find a farmer who wouldn't like that! 


This is just one small part of the “Proof-Meter Story” 
—of how the Proof-Meter can help to make the perform- 
ance of a great tractor even greater. And only the Ford 
Tractor has the Proof-Meter! 


DEARBORN MOTORS CORPORATION 
BIRMINGHAM, MICHIGAN 


Fora 





COPYRIGHT 1950 DEARBORN MOTORS CORPORATION 


ONE OF THE GREAT CONTRIBUTIONS TO TRACTOR 
OPERATION..AND ONLY THE FORD TRACTOR HAS IT! 
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THE FINEST IN 





The very latest tested developments in en- 


gineering and in precision manufacture are 
available first in Briggs & Stratton single- 
cylinder, 4-cycle, air-cooled gasoline engines. 
That is why they are always “preferred power” 


for all kinds of equipment used everywhere. 


BRIGGS & STRATTON CORPORATION 
Milwaukee 1, Wisconsin, U.S.A. 














In the automotive field Briggs & Stratton is the recognized leader 
and world’s largest producer of locks, keys and related equipment. 











That’s to be expected, if that’s the 
logical procedure under prevailing 
circumstances. And in that con- 
nection I might mention plows, .n 
particular. 

“But the storage problem is a 
really serious one, in my estima- 
tion. Dealers generally should see 
to it that the customer gets the 
new-looking equipment he is get- 
ting more insistent about having. 
And that it’s set up right, deliv- 
ered right, and explained fully. 

“Failure to do those things con- 
sistently is a very serious thing for 
the industry generally. The neg- 
lect has become so general and the 
complaints have become so num- 
erous that it is my frank opinion 
that if dealers don’t undertake 
these responsibilities seriously, 
some branch of the Government 
will eventually step in and clamp 
down, which is the last thing all 
of us want. 

“‘Meanwhile, with farmers more 
alert to what they get for thou 
money in appearance and per- 
formance, it is my suspicion that 
a good many farmers are driving 
extra miles to get what they want 
and are entitled to. 

“A dealer who neglects these 
two points is damaging his own 
business. It is certain that the case 
of the farmer who drives 103 miles 
to buy is an illustration of the 
pulling power of policies that 
guarantee delivery of equipment 
that looks new and performs like 
new.” 


Multiple Use of 
Attachments 


(Continued from page 119) 


the flame, the engineers have de- 
vised equipment so that the farm- 
er may use his flame cultivator 
as a chemical weed control ap- 
plicator by substituting spray 
shoes and nozzles for the burners. 
After the cotton has reached a 
stage where it is large enough to 
flame, the change is made back 
to the burners and flaming con- 
tinues. If the farmer has an insect 
control spray rig mounted, the 
tank, pump and plumbing system 
of this spray equipment is readily 
available and can be used to apply 
the chemicals to his crop. While 
this program is still in the experi- 
mental stage, it shows great prom- 
ise. 

We have the three machines 
plus one attachment for the trac- 
tor, which allows the farmer to 
cultivate his middles and spray 
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for 
Deep Wells 
Shallow Wells 
Regular Pressures 


High Pressures 


It’s the new F&W Multi-Purpose Water System. You 
can install it on a shallow well and then, at any time, 
change it for deep well use. You simply take the 
i ejector off the pump and put it down in the well as 
WATER SYSTEMS ; you would with any two-pipe deep well jet. The 
Multi-Purpose comes with the standard 42 gallon tank 
or as a “package” with the compact 12 gallon tank. 
Every pump is tested at 
the factory and it goes with- 
out saying that it has typical- 
ly fine F&W workmanship 
and materials. You'll make 
and keep more profits when 
you sell the full Fx W line. 





LOT SO OOK Gre 
; . 
‘ n _ 
i 


poe YS 
DEALERS! > water > 
New Fa W Catalogin ts 
color is real sales tool. ied 


Send for your copy. ga “ 


T ISUGWED ANEAD] rox vor renonanee | 
FLINT & WALLING MFG. CO., INC., 1019 Oak St., Kendallville, Indiana Ue 
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chemicals to the drill simultane- 
ously, or he may cultivate his crop 
and spray for insect control at one 
and the same time; or, after his 
cotton has reached the size where 
it will withstand the flame, he 
may cultivate, flame and spray for 
insects all in one operation. 

Agricultural engineers believe 
that developments such as these 
allow great efficiency in the vari- 
ous operations by the farmers and 
at the same time reduce the per 
acre cost of farm equipment by 
increasing its use. They are con- 
tinually striving to develop better 
equipment and more advanced 
methods to go with it to further 
increase the efficiency of the farm- 
er. The close cooperation between 
the agricultural engineers of the 
experiment stations and those in 
industry will bring to the farmer 
these new developments in the 
shortest possible time, so that each 
year the farmer of the Cotton Belt 
will have at his command the tools 
for more efficient production. 





Wholesalers to Meet 
(Continued from page 117) 


& Staver, Portland, Oregon. 


As at previous meetings, ar- 


rangements have been made to 
confer with as many manufactur- 
ers as care to come, following the 
regular business meeting of the 
association. This part of the pro- 
gram will begin Saturday even- 
ing and extend to Tuesday after- 
noon, October 17. More than 150 
manufacturing concerns were rep- 
resented at the latest “factory 
day” of this kind, which was heid 
last April. 

Arrangements for the meeting 
are in charge of C. E. Woodward, 
secretary of the wholesalers’ 
group, whose office is at 1011 
Lumber Exchange, Minneapolis 1, 
Minn. 


Trade-In Profits 
vs Losses 


(Continued from page 121) 


once. Don’t leave it on the farm or 
“forget” about it temporarily. Too 
many things can happen to it out 
there. 

Recondition your trade-ins at 
once, if that is the way you are go- 
ing to sell them. Don’t put this 
factor off. You are usually paying 
interest on the money invested in 
trade-ins. Values are declining 


usually each day. Trade-ins de- 
crease each day they sit on your 
barter lot, as-is. 


Manner of Handling 


Handle your trade-ins in one of 
two ways. Either recondition them 
and guarantee them or sell them 
as-is. There is no in-between. 
Don’t repair the motor and let the 
balance of the tractor go. If the 
rear wheel falls off in a few days, 
the customer usually says, “You 
guaranteed it,” whereas you only 
guaranteed the motor. The cus- 
tomer never looks at it that way 

We recondition only the later 
models we trade for, because we 
have found that it simply doesn't 
pay to recondition the older ones. 
Sometimes it will cost you $200 to 
put an old tractor in tip-top shape, 
and that may be all you can get 
for it. 

We don't believe in slapping on 
a new coat of paint to camouflage 
it, either. When we have an old 
tractor, we sell it to the farmer on 
this basis: “Crank it up and listen 
to the motor. The price is cheap, 
if you want a fill-in.” 

Don’t be misled by the high 
prices the customers paid for thei 





















WATER SUPPLY EQUIPMENT 





Earn Big Profits 


_ From NEW CUSTOMERS 


When you handle DEMPSTER, you sell EVERYTHING for farm water 
systems! Shallow and Deep Well Reciprocating Pumps @ Shallow and 
Deep Well Jet Pumps © Centrifugal Pumps © Steel Tanks @ Wind- 
Distributors of pipe, fittings and 


mills © Irrigation Equipment ¢ 
plumbing supplies. 


DEMPSTER MILL MFG. CO. 
Beatrice, Nebraska 


— 





; 1 This sign packs ‘em in! ' 


no oll 


70 years. 


Whenever a new high line is con- 
1 structed in your trade territory, 
scores of farmers start thinking 
about water supply systems for 
the first time. They will come to 
you as mew customers if you carry 
DEMPSTER, America’s complete \ 
line of water supply equipment. \ 
DEMPSTER products have been 
the yardstick of 
They are backed by 
strong national advertising and 
a dealer-proved dealer program. 
With DEMPSTER your store can | 
be “water supply headquarters” 
for your whole area! 


quality for over 





hallow Well 
Jet 








Deep Well 
Reciprocating 
Pump 
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used tractors or machines during 
the past few years. Sure, they paid 
a high price. Just hope the cus- 
tomers didn’t pay you too high a 
price when they bought ther 
tractors. You must trade on pres- 
ent day values, not wartime val- 
ues. Remember, you’ve got to sell 
it on today’s market. Can you get 
as much for your 1941 automobile 
as you could have a few months 
ago? If you think you can, just try 
it. The same principle must apply 
to the farm implement business 
today. 


Farmers’ Cash Position 


Keep in mind the cash position 
of your farmers. Can they buy 
used tractors today if they need 
them? Factors such as these will 
enter into what trade-ins are real- 
ly worth. 

Remember that when you sell 
the old tractor after it is recondi- 
tioned, the user must have some 
equipment to go with it. Can you 
furnish him with equipment for 
tractors over 10 years old? This is 
another factor to bear in mind 
when trading for tractors 10 years 
old and older. 

Watch those 


“off-brand” trac- 


tors that have come into your ter- 
ritory during the past eight o1 
nine years. Can you get parts for 
them? Can you sell them at any 
price, even if they are in good con- 
dition? You will find that farmers 
will naturally fall back on the long 
line, substantial dealers when they 
buy a used tractor from now on. 

After you have made the sale of 
the used tractor or equivalent, be 
sure that it is ready to go. The 
failure to do this is one of the most 
expensive parts of your operation. 
It is far less expensive to do the 
job while it is in your shop than 
to make several service trips to 
the country later. And, even more 
important, the customer will soon 
lose faith in you if you continue 
this lax practice. 


Trade only for those items 
which you normally sell new— 
tractors and farm equipment. 


Don’t get into the mule business. 
Only a very few of us have ever 
found this to be beneficial. 

If you have entered business 
since 1941 and have not had to 
“sell” merchandise, be sure that 
when you enter the used tractor 
and implement selling business 
that you establish yourself a repu- 
tation for honesty, fair play and as 





a square dealer. That is the only 
basis on which you can sell used 
merchandise. I advise you olu- 
timers who had this reputation be- 
fore the war to get “your house in 
order” again and train your new 
salesmen on these facts. 


Learning to Trade 


salesmen to learn 
to be a good trader. Their—a 
possibly your—career will last : 
lot longer after they have learned 
this. Yet, everyone can’t be just a 
good trader. Somebody has to sell 
the merchandise the salesman 
trades for. So my advice to sales- 
men is to learn to be a good sales- 
man along with it. Salesmen usual- 
ly shy off from the trade-ins of 
other salesmen. They feel respon- 
sible only for their own trade-ins 

Tell your new salesmen who 
have never made a trade: “You 
might as well get ‘your feet we’. 
Go ahead and make your first 
trade, recondition the tractor and 
sell it, and then you will know 
how good a trader you are.” 

And back of it all, it’s well for 
you and your salesmen to re- 
member to be good business men 
as well as good traders. 


Advise your 
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FLEXIBILITY OF USE 





*‘Du-All” Riding Tractor and ‘Peppy Pal” 
Walking Tractor sell themselves. Numerous attach- 
ments help you to extra profits too, because they let Shaw Tractors seed, rake, saw 
wood, harrow, disc, cultivate. mow. plow and do hundreds of other jobs quickly and easily. 





“DU-ALL” 
Riding 
Tractor 


Profit From 
That Helps 


Siicivy, 


A Tractor Line 
Sell \tsell 






“DU-ALL” and “PEPPY PAL” 
Garden Tractors 


“PEPPY-PAL” 
Walking Tractor 


ECONOMY OF OPERATION Patented, exclusive design assures maximum 

. pave power and bulldozer traction. Heavy-duty, tested 

engines get the most from every pint of gasoline . . . give customers more for every dollar. 
Simplicity of design, mass 


FINE QUALITY AT LOWEST COST. Simplicity of desien. mass 


over 50 years farm equipment engineering experience result in low-cost, 
dependable construction ...the kind your customers want. Easy to start. 
easy to run ...a child can operate any Shaw Tractor. 


ATTRACTIVE PROFIT MARGINS 





























Attractive profit margins are due to mass production and mass buying PLOW 
of raw materials. Special prices are offered to distributors buying in HARROW 
large quantities SEED 

SOME CHOICE DEALERSHIPS STILL OPEN CUTIVATE 

You can start cashing in on Shaw profit opportunities today. For DISC 
complete information on how to build profits in the field of smal! MOW 
tractors, write direct to manufacturer now, 

RAKE 
SAW 
+ BULLDOZE 





8310 Front Street, Galesburg, Kansas Mok 
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“What brand of fence do you see most frequently 
on farms near you?”...“Why, Red Brand fence, 
of course.” ... Experience of farm customers has built 


up a strong preference for long-lasting Galvan- 





nealed Red Brand fence and easy-to-set Red 





Top steel posts...constantly increasing 





demand and fast turnover always 
means more profit for Red Brand fence 
dealers... Alert Red Brand dealers are 
boosting their entire business by taking 
part in the Red Brand “Practical Land 


Use” program. Ask your Keystone 





representative about it or write: 





KEYSTONE STEEL & WIRE COMPANY 
PEORIA 7, ILLINOIS 
Makers of Red Brand fence, Red Top Steel posts, Non-Climbable fence, nails, corn cribbing, gates, Keystone poultry netting. 
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4-cycle single 













cylinder models 4-cycle 
3 to 6 H.P. 2-cylinder 

> models 
& 9 to 13 H.P. 











Aeauy-Duty... pir-Cooled 


First of all, more farm power jobs are handled by Wisconsin 
Air-Cooled Engines than by possibly any other single make 
because the Power Range (3 to 30 H.P.) fits a greater variety 
of equipment and a greater diversity of jobs than any other 
line. Here is power to fit both the JOB and the MACHINE, in 
the widest service range. 































4-cycle single 
cylinder models 


6 to 9 HP. 
V-type 


4-cylinder models 
15 to 30 H.P. 






In the second place, Wisconsin Air-Cooled Engines are espe- 
cially suited to farm service because of their extra-rugged 
heavy-duty design and construction. For example, the crank- 
shaft of every Wisconsin Engine runs on self-cleaning, long- 
lasting tapered roller bearings at BOTH ends. This takes up all 
load-thrusts, makes bearing failure unheard of, and permits 
mounting the drive pulley, gear or sprocket directly on the 
extended crankshaft without need for an extra bearing. 


In the third place, more manufacturers of power-operated 
farm machinery specify “WISCONSIN ENGINES” as standard 
power units on their original equipment, than any other make 
. « » not only because Wisconsin Engines ideally fit their ma- 
chines but also because these fine engines can be relied upon 
for “Most H.P. Hours” of on-the-job service. 

These are reasons, too, why more farm implement dealers sel/ more 
Wisconsin Air-Cooled Engines and more Wisconsin-powered farm equip- 
ment to more farmers than any other kind. Yes — Wisconsin Engines are 
most needed, most used and most sold. 





WISCONSIN MOTOR CORPORATION 


World's Largest Builders of Heavy-Duty Air-Cooled Engines 
MILWAUKEE 46, WISCONSIN 
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Mula IMPLEMENT and HARDWARE INSURANCE CO. «+ OWATONNA, MINN. 


Insurance News’ : 


























— 


TWENTY EIGHT KILLED; 
SIXTY INJURED IN FIRE 





Questions about Insurance? 


Ask Sederaled 
QUESTION {(9) BOX 


Q. What are co-insurance credits 
and how do I qualify for this saving? 

A. In return for your willingness 
to carry a larger percentage of in- 
surance to value, insurance com- 
panies make a reduction in the in- 
surance rate. Credits range from 
10°, to 73°% of the premium. You 
agree to carry an amount of insur- 
ance equal to at least 80°; 90°; 
100° of the property value. 

Since operation of the coinsurance 
clause is based on the values and 
insurance at time of loss, you must 
watch your property value closely 
so that insurance is maintained up 
to the required percentage. 


EXAMPLES 
1. Actual cash value of property 
when policy was written—$10,000. 











SAFE BETS 














7 ON THOSE LABELS 

BEFORE YOU PARTAKE — 
GRANNY’S FOOT POWDERS, 
CAN'T CURE A TOOTHACHE 


Se 
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Insurance to comply with the 90% 
Coinsurance Clause—$9,000. Fire or 
Windstorm $7,000. Policy 
covers 90 90 of loss—$7,000. 


loss — 


2. Actual cash value of same prop- 
erty increases to $12,000. Insurance 
remains at $9,000 (Should be in- 
creased to $10,800). Fire or Wind- 
storm loss—$7,000. Policy covers 
90 /108 of loss—$5,833.33. 


3. Since values have increased to 
$12,000, policy is increased to 90% 
of values, or $10,800, to comply with 
90°; Clause. Fire or 
Windstorm $7,000. Policy 
covers 108 /108 of loss—$7,000. 


Coinsurance 


loss - 





NEW GLENN BROS. HDWE. CO. BUILDING 


A LETTER FROM A 
POLICYHOLDER 


“On September 15, 1947 our store 
burned. The front half of the build- 
ing was a complete loss and the rest 
badly damaged. Both the building 
and stock were insured with Fed- 
erated Mutual. We were very well 
pleased with the courtesy shown us 
and with the promptness with which 
our claim was settled.” 


GLENN Bros. Hpwe. Co., 
Chickamauga, Georgia 


1950 


PROPERTY LOSS 
IN EXCESS OF 
$2,000,000 





By the time the sun sets tonight, 
the above heading will be true—it 
happens every day. An average of 
700 homes, 139 stores, 80 factories, 
7 churches, 6 schools, 4 theatres, and 
3 hospitals burn every day. Most ot 


the fires are preventable. Make 
every week fire prevention week. 
Watch for fire hazards — correct 
them immediately. 
SOUND PROTECTION 

Fire insurance should be written 
for at least 80° of the present value 
if you want maximum protection at 
minimum cost. (See todays Ques- 
tion Box). A specific amount of in- 
surance should be written on each 
building owned, and the policy 
should be written for a term to take 
advantage of the maximum term 
rate discount. Chances are a skilled 
insurance man can go over your 
present program—save you money, 
and improve your protection. Ask 
your Friendly Federated man for 
his counsel today! 


SUPPORT YOUR ASSOCIATION! 


One of the many advantages ot 
membership in your trade associa- 
tion is the constant supply of in- 
formation on subjects related to 
your business. You’re better in- 
formed and better prepared if you’re 
an association member! 
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Compressed Air 


PRAYER 


DIE 
CAST 
HANDLE 


STRONGER 
ELECTRIC 
SEAM 


BRILLIANT 
CHINESE RED 
TRIM 





A wide range of Chapin sprayers for every 
prospect ... every purpose. Featuring smart, 
new designs in funnel top and open head 
models. Full operating tank capacities, 244 
to 4 gals. Sturdily built of Armco zinc-grip 
galvanize or copper. 


Also a complete line of hand sprayers, 
dusters, knapsack and wheelbarrow 
sprayers. 


WRITE FOR CATALOG No. 51 


R. E. CHAPIN 





MANUFACTURING WORKS, INC. 





Batavia, N.Y. 





100 Chapin St. 
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We still trade as we have done 
for years. We didn’t do any pad- 
ding in wartime, we didn’t ask any 
exorbitant amounts. We still trade 
on a fair market value basis—just 
as we did during the war boom. 
We believe that is good business 

Since the best time for selling 
used models is in Spring, although 
a small spurt normally occurs in 
the Fall, we try to be at low ebb 
on used stock in mid-summer. We 
are not interested in having too 
many old tractors standing around 
waiting for reconditioning when 
we are busy with field and shop 
maintenance jobs for our cus- 
tomers. We do most of our shop 
work on trade-ins from the first 
of November through March 

Incidentally, we have six me- 
chanics in our new $125,000 Mem- 
phis store at 2563 Summer Ave 
We have three mechanics at each 
of the other two locations, Milling- 
ton and Collierville 


New Jet Water Systems 
Added to Everite Line . 


VERITE Pump & Mfg. Co., Lan- 
EK caster, Pa., announces the ad- 
dition of figures 4201, 4202 and 
4203, 4% h.p. horizontal jet pack- 
age-type water systems to its line 
of pumping equipment. Figures 
4201 and 4203 are for shallow well 
service in capacities to 1150 G.P. 
H., while figure 4202 (shown 
here) is a deep well system, hav- 
ing a capacity to 700 G.P.H. 

The new units consist of a cen- 
trifugal pump with jet assembiy, 











direct connected to a single phas 
capacitor motor with built-in over 
load protection. Each unit is com- 
plete with a 20-gallon galvanized 


tank, pressure gauge and _ air 
volume control. 
The deep well systems have 


pressure control valves pipe in, a 
single or two-pipe jet assembly 
brass springless foot valve and 
dresser coupling furnished for 2 
pipe installation. In the single pipe 
units, the foot valve is a part of 
the jet, and well adapter of proper 
size is included 

Figures 4201, 4202 and 4203 are 
mounted on common base, with 
connections between pump and 
tank. A catalog fully describing 
the new units is available upon 
request to the manufacturer. 





CONVENTION DATES 





Alabama Farm Equipment As- 


sociation, annual convention 
and show, Nov. 21-22, 1950 
Headquarters, Tutwiler Hotel, 


Birmingham, Ala. Secretary, J 
B. Wilson, P. O. Box 472, Au 
burn, Ala 


Farm Equipment Dealers’ Asso- 
ciation of the Carolinas, annua! 
convention, Feb 5-7, 1951 
Headquarters, Hotel Charlotte 
Charlotte, N. C. Secretary, A 
A. Chappell, 210 National Bank 
Bldg., Wilson, N. C 


Farm Equipment 
annual conve! 
13-15, 1950 Head 
Hotel Roosevelt, New 
La. Secretary, John J 
Bank 


Deep South 
Association, 
tion, Nov 

quarters, 
Orleans, 
Crawford, 308 Guaranty 


Bldg., Alexandria, La 


Florida Retail Farm Equipment 
Association, annual convention 
Oct. 30-31, 1950. Headquarters 
Hotel Orange Court, Orlando, 
Fla. Secretary, A. R. Hutchin- 
son, Box 3066, Orlando, Fla 


Georgia Farm Equipment As- 


sociation, annual convention, 
Dec. 4-5, 1950. Headquarters, 
Hotel Biltmore, Atlanta, Ga 


Secretary, Joe F. Pruett, 550 
Ocmulgee St., Macon, Ga 


Kentucky Retail Farm Equip- 
ment Association, annual con 
vention, Nov. 16-17, 1950 
Headquarters, Brown Hotel, 
Louisville, Ky. Secretary, C. W 
Whitney, Box 8, Highland Park 
Station, Louisville 9, Ky 
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Mar-Del-Va Farm Equipment quarters, Hotel Jefferson, St Texas. Secretary, Ray M. Sou- 





Association, annual convention, Louis, Mo. Secretary, W. E. der, 822 Texas Bank Bldg., Dal- 
Jan, 22-23, 1951. Headquarters, Parsons, 211 Hotel DeSoto las 2, Texas. 
Lord Baltimore Hotel, Balti- Bldg., St. Louis 1, Mo. 
more, Md. Secretary, Wm. H. Tri-State Hardware & Imple- 
Miller, Baldwin, Md. Oklahoma Hardware & Imple- ment Association, pong ee 
ment Association, annual con- sasha E Hotel dle wc 
Mid-South Farm Equipment vention and show, Feb. 6-8, ee "Sn oe - as ‘aie 
Association, annual convention, 1951. Headquarters, Municipal 2 D "Sh - : ae gd "660 
Jan. 17-18, 1951. Headquarters, Auditorium, Oklahoma City, a Tex —_ , 
Ellis Auditorium, Memphis, Okla. Secretary, R. K. Thomas, ’ 
Tenn. Secretary, Graham Mc- 711 Wright Bldg., Oklahoma Virginia Farm Equipment As- 
Donald, Hotel Chisca Bldg., City, Okla. sociation, annu convention. 
Memphis 1, Tenn. Ji rf , 1951. Headquarters, paren 
Texas Hardware & Implement J Vi ill Hotel, Rich — 
Mississippi Valley Farm Equip- Association, annual convention, mond, \ Secretary, David L Vol. 
ment Association, annual con- Jan. 15-17, 1951. Headquarters, Raine, 00 W. Grace _ St., — 
vention, Dec. 8-9, 1950. Head- Plaza Hotel, San Antonio, Richmond 4, Va 
























































This heavy duty tractor 0.A 
clevis is just one of more : 
than 100 different Moline out 
Clevises. 
Editc 
Sour 
A Bi 
4 
e ready Shi 
Atlar 
* e 
for business with a good we 
Indu: 
stock of MOLINE clevises! “on 
© Conv 
When the heat is on—and farmers are busy—they want 
service fast. That’s why it’s good business to have a stock $100, 
of Moline clevises on hand. You can take care of their needs Winn 
at enco—and win customers. With Deline cleviess you are Patterns are available for practically Seas 
a — ae ae all plows, listers, middlebreakers in No. 1 soft p 
sg porn seaggasae ane MOLINE center or No. 2 crucible steel of the highest — 
aS 8 salisteciory price. Be , orKS quality obtainable. Send today for catalog and Servi 
ready—order yours today. angling a a coal ' 
ovine, Lino! x trade prices. Conv. 
“3 = 
Write for catalog and prices se STAR MANUFACTURING COMPANY 
DISTRIBUTED BY JOBBERS *~ = TA é d DIVISION OF ILLINOIS IRON & BOLT CO. 
ALL OVER THE COUNTRY Seventy Years of Service CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873) BL) 
Hill 2- 
Phone. 
land 1 
Street, 
SOUTHERN SALES REPRESENTATIVES we 
W. 5t 
WANTED , 
Sales representatives are wanted immediately to handle a ol 
complete line of nationally known and advertised Chapin 
sprayers on commission basis. These sprayers have wide ap- 
plication in the South and Southwest where good sales ter- 
ritories are open. Representatives must have a good follow- 
ing with Hardware and Implement outlets. Here is an attrac- New, low cost, hand operated V-Belt 
tive opportunity . . . for further details write: Clutch. For every farm power need. 
No adjustments. No wearing parts. 
oe R. E. CHAPIN MFG. WORKS, INC. Hi-speed. Smooth pick-up. 
. ,; W. J. 
@r...3 Esetiched 1007 DEALERS: Fast Seller—No Parts Stock! T.¥ 
BATAVIA, W. Y. 418 N. Western Ave. - 
V-BELT CLUTCH co. Los Angeles, Calif. 
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P Your Profits with 
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Association Designed 


SHOPPING ISLANDS 


Are Flexible and Versatile! 


It’s “eyes right” ... right on your featured mer- 
chandise when it’s displayed on easy-to-see, eusy- 
to reach display fixtures . . . they’re Association- 
designed for Association members only. Attractive 
Shopping Islands add 50% more display space to 
your store. They’re durably-constructed of high- 
grade mahogany, oak or birch, with ample 
storage-space underneath for reserve stocks. Top 
step-ups can be quickly arranged to accommodate 
all sizes and shapes of merchandise. 


Association Step-Up Display fixtures are un- 
excelled in beauty, workmanship and price. They 
are shipped completely assembled, ready to go to 
work at once. See association-designed fixtures 
first before you buy! 





For Complete Store Planning 
Consult Your State Association 


Streate 


Our Fixtures Available Only 
Thru State Hardware Ass'‘ns 








INDUSTRIES, INC. 


SPRING PARK, MINNESOTA 
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Put ROUND CHAIN on display... 


FARM HOME 
INDUSTRY 


it sells itself 


bright off the reel! 


Chain is a hardware “bread and butter” line. Year after year 
it can be counted on for steady, profitable sales volume. 


That’s why it’s important that you keep the subject of chain 
alive ... keep chain constantly on display. 


The Cleveland Reel Salesman sells chain “right off the reel.” 
It makes many sales that would otherwise be delayed or lost. 


Put one of these profit-makers in your store today. Your 
jobber will gladly give you full details. Or write for Reel Sales- 
man and Salesmaster literature. 





CLE VELAND (HAIN 


Lhe Cleveland Chain & Yfz Co. 
Cleveland 5, Ohio 


j= pice 
1309) ROUND Associate Companies: The Bridgeport Chain & Mfg. Co., 

— > Bridgeport, Conn. ¢ The Cleveland Chain & Mfg. Co., Cleveland, 
§o DE POhie © Round California Chain Co., So. San Francisco and Los 
aa Cal. ¢ The Round Chain & Mfg. Co., Chicago, Ill. ¢ Seattle 
in & Mfg. Co., Seattle, Wash. ¢ The Southern Chain & Mfg. 
3 Girminghem, Als. ° Weedheouse Chain Works, Trenton, N. J. 

wd v 
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MAYBE WE NEED FEWER CONTROLS 








No. 7 in a series of editorial messages 


HE Defense Production Act, which was enacted 

by Congress and signed by the President a 
few weeks ago, restores or authorizes the return 
of most of the wartime economic controls. 

In the case of essential imported materials, such 
as tin or natural rubber, some governmental re- 
strictions are no doubt necessary to make certain 
that the available supplies are properly used and 
that due preference is given to the military pro- 
gram. But in the case of most of the materials 
and supplies produced in this country, there is 
serious question whether any new controls would 
be needed if some present con- 


one-third as many bricks as he did some years 
ago. In other organized building trades, too, 
feather-bedding practices and excessive demands 
have made building costs almost prohibitive. The 
result is an acute housing shortage—and then, of 
course, government enters the housing picture 
If it were not for some of the restrictions im- 
posed by government and by organized labor, in- 
dustry’s production might be expanded to take 
care of both military and civilian demands. In that 
event, there would seem to be no need for pri- 
orities, allocations, rationing, and all their accom- 
panying controls which harrass 
industry, reduce 


business and 





trols were removed or modified. 

There is, for instance, the 
Fair Labor Standards Act, bet- 
ter known as the wage-and- 
hour law, which restricts the 
standard work week to forty 
hours and requires payment of 
time-and-one-half the regular 
rate for overtime. 

Whether in normal times 
such restrictions are really nec- 
essary or desirable is a de- 








production efficiency, and build 
up a cumbersome and costly 
bureaucracy. 

Today, when we are con- 
fronted with the greatest mili- 
tary and financial crisis in the 
nation’s history, perhaps we 
should think of loosening some 
of the bonds which restrict our 
productive effort before we 
forge new ones, For it was our 








batable question. But certainly 
there can be no room for argu- 
ment over the fact that during 
a wartime emergency this forty-hour week puts 
industry in a sort of strait jacket. There is little 
possibility of increasing production without adding 
more employees (or adding an excessive labor 
cost in overtime payments); and since the emer- 
gency has also brought a manpower shortage, it 
becomes impossible to boost production enough 
to take care of both military and civilian re- 
quirements. This situation, in turn, makes it nec- 
essary to impose new governmental controls to 
prevent hoarding by civilians and to give priority 
to the requirements of the military program. 
Further, prices tend to rise when production 
fails to keep up with demand. And to keep prices 
from “getting out of hand” during a wartime 
emergency, price controls may seem necessary. 
In addition to governmental controls, there are 
controls imposed by organized labor which have 
resulted in lowering production and raising prices. 
Most familiar, perhaps, is the situation pre- 
vailing in the building trades. As is well known, 
the brick-layer today is permitted to lay only about 


—— 


Too Much Back Seat Driving 


industrial production which fi- 
nally tipped the scales in both 
world wars. 

This time we face an enemy which is far stronger 
and better prepared than any we ever faced before 
—which has many great advantages in manpower, 
natural resources, land area, strategic location, and 
in autocratic control over the people of many 
satellite nations. And at home we face an equally 
serious economic threat in the form of a po- 
tentially chaotic, overwhelming inflation. 

Facing these great, immediate dangers, can we 
afford the luxury of short working hours, heavy 
premium payment for overtime, and arbitrary 
limits on individual production? Can we permit 
our productive effort to be hampered by the con- 
cept that work is degrading, that we should do 
as little work as possible, that we should have 
ever-increasing pay for ever-decreasing output— 
and that, if we don’t choose to work at all, govern- 
ment or someone should support us? 

Maybe in these critical times we need fewer 
controls rather than more, so that, individually, we 
may be free to devote our best efforts to the 
common cause. 
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... we're felling DIXIE FARMERS 
about DIXISTEEL FENCE! 


Your best customers—Dixie Farmers—are seeing 
a lot about DrxIsTEEL Fence these days. 
pixistect Leading Southern farm publications are carry- 
— ing big, selling ads about DIxIsTEEL Fence on Dixie 
Farms. Actual, on-the-farm photographs and 
stories are being featured in these advertisements. 
The main reason for all of this advertising is 
to help you sell more DrxisTEEL Fence. So stock up 
and feature the fence that is Southern made for 
Southern needs. 
See your wholesaler or write today for full in- 


formation about the DrxIsTEEL Fence line. 


< 














































sou 
Sell the Fence That Has All 5 Features ~ 
Rus 
Har 
venT IS bu BUILD dan 
COPPER 3 > sretipeset es oc a 
\ BEARING A regularly in publications , ti 
\caevanstee ZU ing 373,471 farmers. on 
the 
Stea 
Genuine Copper- Crack-proof zinc Four wrap, hinge- Tension curvesin Only full size wires, SI 
Bearing sieel wire, armor further joint construction line wires allow accurately and In a 
] rust-resisting protects wire from 3 Stay wires won't 4 for expansion correctly spaced ledge 
though and through devastating rust slip or pull loose and contraction are ever used a i 
ing 
Wats 
as t 
Was 
TI 
keep 
serve 
pros) 
or w 
most 
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When complete sales records of 
appliances are maintained, the 
ledger can serve as an excel- 
lent guide for calling on cus- 
tomers who probably need to 
replace old or worn out units 


The ledger 


ean be a-- 


SOURCE 


of 
SALES 


j pod LEDGER on the bookkeep- 
ji er’s desk can be an important 
source of future sales, provided 
records are kept properly and used 
to best advantage. H. Carroll 
Rushing, owner of the Rushing 
Hardware & Furniture Co., Sheri- 
dan, Ark., insists on the mainte- 
nance of complete records as es- 
sential to intelligent store opera- 
tion, and as a result of this policy, 
the store’s list of customers has 
Steadily increased. 

Since 1940, Rushing has entered, 
in a special section of his current 
ledger, the model or serial number 
of every stove, refrigerator, wash- 
ing machine, home freezer or 
water system he has sold, as well 
as the date when the appliance 
Was purchased. 

This excellent method of record- 
keeping has multiple value. It 
serves as a guide when calling on 
Prospects who need to replace old 
or worn-out appliances, while its 
most immediate value lies in the 


sale of repair parts. Sales on parts 
mount to real volume when the 
dealer is equipped to give the cus- 
tomer good, fast service, Rushing 
pointed out. 

When an appliance is sold, the 
customer is told about the records 
that make the buying of parts easy. 
The store stocks many of the parts 
and makes every effort to speed 
delivery on those which must be 
ordered. 

“There is a fine profit on parts,” 
Rushing said. “I make a_ sub- 
stantial profit, and the customer 
never complains.” 

The value of this record-keeping 
method often shows up within a 
year or two of the purchase of 
each appliance, when the customer 
comes in for a new part. “Few 
people know where to look for the 
model number,” Rushing pointed 
out. “Recording the model number 
immediately on the ledger sheet 
gives me a working basis for my 
information file.” 
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S. W. Ellis 


At intervals the information is 
taken from the ledger sheet and 


transferred to a customer index 
for easy reference. 
Rushing frequently uses the 


records to check back on customers 
or to compile mailing lists. Having 
the current year’s appliance rec- 
ord on the ledger sheets is an ad- 
vantage, since it offers a con- 
venient method of lifting available 
information without going to extra 
trouble. 

He also makes profitable use of 
another phase of his record-keep- 
ing, which he initiated at the be- 
ginning of 1950. This is a list of 
women who have attended his free 
floor-sanding demonstrations, held 
in private homes, under the super- 
vision of the county home demon- 
strating agent. 

During the first half of 1950, 
fifteen of these demonstrations 
were held in the county, and more 
are planned for the future. Proof 
of their value as a volume-builder 
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is recorded in undisputable figures 
in Rushing’s records. In July, the 
store enjoyed its largest monthly 
volume in 12 years of operation. 
‘The demonstrations are bring- 
ing into the store customers who 


never before bought from _ us,” 


Rushing said. “They would not 
come, I am sure, in spite of the 
home 


floor-sanding demonstra- 


that you mieh 


P sost.- 
sible cos 
least pos : 1 to 
floors at the tena to you an invitatior - 
extend © a th us 

We want to 1a discuss Wi*? 

- store at any time and 4n your 
drop by ou 


oncerning the ees 
c 


we nave felt 


demonstration 
can be 


yours, 


Rushing Hardware © 





« FURNITURE CO: 


RE & Left, typical follow-up letter sent to 
RUSHING HARDWAF AND OPERATED each woman who attends one of the 
HOME poche aeneet store’s floor-sanding demonstrations. 
KANSAS 
SHERIDAN. AR’ 


a floor 
were present at @ 
the home of one °} 


We were 


y us in 
nstration CluP ener 
na Polisher and the OP 
t nave peautiful 


floor finishing 
pase and inlaid 


line of 


room and kitchen. 


s eing 
to you our thanks for b 


Le) 
and ask that you come bY 


ou. 
of service toy 









Furn. Co- 


tions, 
salesmanship” 


if I did not use “follow-up 
on the lists of 
names of those who attended the 
demonstrations. And without the 
list, I could not have followed up 
on every prospective customer.” 

The home demonstrator arranges 





for the demonstrations in some 
home—usually rural—that needs 
improvement. 


The store provides 
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ae records show that over half 
° 


linoleum, 


those attending will need paint, 
or the use of his sander 


the sanding machine and a skille 
operator. The owner of the home 
pays the sand paper and 
varnish. From 18 to 20 women are 
on hand to watch the shabby floor 
be turned into an attractive on« 

A few days after the demonstra- 
tion, Rushing sends a letter to 
each of the women who attended 
the demonstration, inviting her to 
come in and discuss the improve- 
ment of floors in her home. His 
records show that out of 20 women 
who attended the demonstration, 
two will want to rent the sander 
edger and polisher; 
will need linoleum 


for 


ten percent 
immediately, 
while another ten percent will buy 
paint. 

Rushing’s 
not extend 
who buy 


precise records 

to the exact number 
other items, including 
electrical and gas appliances; but 
they do show exactly the volume 


that can be attributed to the floor 
sander. 


do 
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During the first half of sale 
1950, a total of $485 worth of sand m8 
paper and varnish was sold to oer 
those who rented the sander. — 
“ . Har 
Our linoleum sales also have 
shown a big increase since we Tex 
started holding the demonstra- D 
tions,” Rushing said. “Few women tive 
can sit through an active demon- spac 
(Continued on page 42) char 
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7. PROBLEM of achieving at- 
tractive display and maximum 
sales volume per square foot in 
a narrow store has been aptly 
solved by Anthony Drago, man- 
ager and co-owner of the Drago 
Hardware store in Port Arthur, 
Texas. 

Drago has an unusually attrac- 
tive store, but because of limited 
space, the proper display of mer- 
chandise compelled carefully de- 
signed interior display facilities. 

Space between fixtures is held to 
a minimum of three feet to better 
utilize the store’s limited square 
footage. Successively higher dis- 
play fixtures are used from front 
to rear, and backs in the display 
windows are eliminated, so that on 
entering a customer has a good 
view of the entire store. Two rows 
of bright fluorescent lights evenly 
distributed throughout the store 
insure excellent visibility. 


Checking Displays 


“We encourage our employees to 
keep tab on every individual item,” 
Drago said. “If something doesn’t 
Sell well in one location, we im- 
prove the display and place it in 
another spot. Or we build a mass 
display of that item, to develop a 
buying urge on the part of cus- 
tomers. Also, we try several mass 
displays at various spots through- 


Narrow Store Becomes 


A Bic SHOW WINDOW 


out that department being promo- 
ted. 

“No display is ever allowed to 
get down to the point where the 
customer has reason to believe that 
all the choice items have been 
sold and that he will have to choose 
from the leftovers. This is espe- 
cially important with women cus- 
tomers in the housewares depart- 
ment.” 





By Theron Garvin 





A customer shopping in the 
housewares section instantly views 
the items on display and can de- 
termine what pieces are available 
before she has any help from a 
sales person. In most cases, the 
customer has made her selection 
before the clerk takes over. In 
other cases, the choice will be 
narrowed down to a few pieces of 
merchandise. This eliminates the 
pulling and sorting too often neces- 
sary in showing a customer the va- 
rious stock. 

Drago also observes a few mer- 


chandising rules in _ displaying 
merchandise: he completely re- 
vamps the arrangement of the 


displays several times each year to 
keep them free of dirt and dust. 
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In the late fall he features holiday 
items, and in the spring it’s small 
appliances. In the summer, fans 
and sporting goods get the feature 
display spot. 

In his advertisements, Drago 
promotes the merchandise that is 
in greatest demand at the time, 
usually small items, The result of 
this advertising system has been 
an increase in the of small 
items. 

Drago maintains certain policies 
to make customers feel at home. 
This is especially important here, 
since about 75 percent of the 
store’s customers are women. They 
are encouraged to browse freely 
if they have no specific purchase 
in mind, and to call a clerk if they 
find something they want. Sales 
persons do not follow the custom- 
er closely, for that might give the 
customer the idea that he is dis- 
trusted, Drago pointed out. 


sale 


Neighborhood Advantages 


“We neighborhood store, 
and we have one distinct advan- 
tage,” he said. “We have plenty 


are a 


of parking space, and that has 
been instrumental in attracting 
women shoppers. Many house- 


Wives in our territory get into their 
cars, drive here and park, and get 
service at the car door, without 
going to the trouble of dressing for 
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a shopping trip downtown. 
“We have tried to strike a com- 


promise between the old-fash- 
ioned, cracker barrel way of sell- 
ing and the modern, open-display 
method,” Drago concluded. “We 
find our customers are thoroughly 
sold on the self-selling display 
method, and as always we try to 
keep a little ahead of their ideas 
of ideal service.” 


Thus, by keeping up-to-date on 
merchandise and display ideas, 
Drago has turned his narrow store 
into a profitable business. 


Above, housewares are kept 
clean and neatly arranged on 
an island display at Drago’s. 
Below, general view of the in- 
terior of the store shows its 
space-saving arrangement 
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Source of Sales 


(Continued from page 40) 


stration without wanting their own 
floors sanded and made ready for 
the floor covering preferred in 
most rural homes—linoleum.” 

He carries a full and varied 
stock of inlaid, felt base, rugs in 
various sizes, and metal mould- 
ings. Linoleum always is men- 
tioned in the letters that go to 
women who have attended the 
floor-sanding demonstrations. 

The sander is rented for $5 a 
day, with no extra charge for the 
edger. The polisher rents for $1.50 
a day. The sanding machine is so 
popular that a customer must 
speak for it several days in ad- 
vance. 

To help promote store traffic, 
the customer is asked to call for 
the machine and return it, but if 
he does not have a car or truck, 
the store does not enforce its rule 
of customer pick-up and delivery. 
The truck serves the customer 
and almost always delivers other 
items and supplies for refinishing 
the customer’s floors. 

The home appliance department 
has shown greatly-increased prof- 
its as the result of these demon- 
strations which bring the store 
in contact with customers in their 
own homes. Discounting the scare- 
buying fostered by the Korean 
war, appliance sales have shown a 
sharp increase during 1950. 
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i DOESN’T require a large ex- 
A penditure to make a hardware 
store “different” enough to stand 
out in the home-owner’s mind, 
according to Clyde Meigs, owner 
of Fort Walton Hardware Co., Fort 
Walton, Florida, one of the largest 
independent hardware stores along 
the north Florida Gulf Coast. 

Every month a_— continuous 
stream of new customers is at- 
tracted by some of the novel pro- 
motions, unique displays and 
“stunts” which Meigs uses to at- 
tract attention. 

“T operate on the theory that 
practically all modern hardware 
stores have about the same mer- 
chandise to sell,” he said. “There- 
fore, in order to attract new cus- 
tomers, I must make their visit 
to the store so enjoyable that they 
will mention it to their friends.” 

Meigs has experimented con- 
stantly with one form of “stunt” 
promotion after another, to make 
his store “different.” One of the 
first, and one which has worked 
so Well that it is now a permanent 
feature in the store, is the posting 
of important news clippings in the 
windows of the store daily. At 
present, for example, the most 
timely news of the Korean war 
may be read at any time in the 
windows of the store, and hun- 
dreds walk out of their way daily 
to read them. There may be only 
one clipping or half-a-dozen, 
taped to the interior of the glass; 
but each is the top news story of 
the day on the subject involved. 
To get the clippings, Meigs sub- 








scribes to all leading newspapers 
and goes through each of them in 
the morning or evening, clipping 
what he considers the most in- 
formative or interesting for win- 
dow display purposes. 

“This is a simple idea,” he said, 
“but it has been constantly sur- 
prising what it does for sales. The 
clippings seem to stimulate the 
desire to talk about the war, and 
a lot of people walk in for a con- 
versation. This leads to sales. For 


example, a tourist visiting Fort 
Ideas Lead to Sales 
Walton was impressed with one 


news story. He came in to look over 
the store and bought $450 worth 
of fishing tackle and _ sporting 
goods in the next 10 days. I sell 
at least 20 additional items daily 
to people who have stopped by to 
read the clippings, and I am 
pleased with the fact that there is 
always a group of passers-by read- 
ing whatever clippings are on dis- 
play.” 

Inside the store, visitors always 
are surprised to find a collection 
of mounted “Wild West” animals, 
a rarity in Florida. Meigs started 
the collection with a single deer 
head, which roused so much 
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Left, Clyde Meigs shows 
some of his Wild West 
animal trophies, a rarity 
in Florida, as well as a 
source of much interest 
for the continuous stream 
of visitors who come to 
his store to inspect them. 
Such promotional “stunts” 
have helped increase sales 
in every department and 
prove his theory that it 
“pays to be different” 


pays to be 


fferent 


interest among customers that he 


began augmenting it with scores 
of trophies. 

Now, across the rear of the store, 
instead of the mounted fish usually 
seen in Florida, Fort Walton Hard- 
ware Company displays buffalo 
heads, grizzly bears, elk, raccoons, 
mountain lions, etc. Many local 
residents have never seen such 
animals, and many visitors come 
from nearby communities every 
week to see the store’s collection 
of animals. 

Success with this type of display 
has led to a lot of fun in the store. 
A mounted armadillo was placed 
in one aisle, a huge snapping 
turtle in another, and a bobcat at 
a third location. Customers shop- 
ping in the store are quite sur- 
prized when they run into a 300- 
pound snapping turtle, apparently 
waddling down the aisle in the 
housewares department, or an 
armadillo gazing up from the 
plumbing supply section. 

Meigs moves his trophies from 
point to point in the store every 
week. 

“We are certain of one thing,” 
he said. “Everybody who visits the 
store is going to mention it when- 
ever the subject of animals or 
hardware comes up!” 
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Twin Window Displays th 
Help Multiply Yule Sales po 
WIN window displays, one tir 
3. devoted to gifts for women and | re 
the other to Christmas presents | a 
with masculine appeal, helped | nil 
Syd’s Hardware store, Columbus, tio! 
Miss., enjoy a profitable Christmas hel, 
season during 1949. \ mi 
Syd Thweatt, owner of the 
store, decorated the windows in 
contrasting colors of red and deep 
blue. In one the back and sides l 
were dressed in red with the teri 
shelving covered with blue pape! mai 
In the other, the procedure was tha 
reversed. Enormous Santa Claus | saic 
figures adorned each window; and dra 
both windows were framed in and 
colored Christmas tree lights. Rec- of < 
tangular, colored posters, bearing foll 
the appropriate inscriptions “Gifts , : 
for Him” and “Gifts for Her,” hai 
were placed in the backgrounds of con 
both windows. mac 
Though each window measures pap 
Above, theme of the right- Below, the left-hand win- only 4 x 6 feet in area, the three on 
hand window was “gifts dow, identical to the right, tiers of carefully filled pyramid up 
for her” and featured except for items dis- shelves in each display permitted " 
such items as electrical played, featured “gifts for ele he 
appliances, silver, kitch- him” and suggested a maximum amount of merchan- seve 
enware, etc. Pyramid sportswear, hunting and dise to be strategically displayed | sole 
shelves permitted maxi- fishing equipment and The men’s gift window included top 
— Se an eee ae wee rifles, a minnow can, rods, lures, slig 
tackle boxes, tool kits, ammuni- T 
tion, hunting jackets and caps, cavi 
flashlights, power saws, vacuum and 
jugs, axes and knives. The women’s pea: 
display of gifts included a silver , 
service, bathroom scales, electric 
mixers, waxers, electric irons, 
kitchen knives, electric blankets. T 
sewing kits and pinking shears. by | 
Brilliantly illuminated by night. Was 
the appealing windows were inau- clot 
gurated the last week in Novem- ¢ the! 
ber, and were continued until] hort 
Christmas. cove 
Ils i] 
ont« 
Inexpensive but Effective E. 
Christmas Decorations . . mak 
ast Christmas season, the W. orat 
_, W. Woodruff Hardware Co.. full; 
Knoxville, Tenn., made a numbe! in U 
of inexpensive, but effective, addi- odd 
tions to its already-extensive store at h 
decorations. More reindeer and a! thus 
“Old Lady in the Shoe” were char 
added. tive. 
The store’s display specialist, 
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Fred Davis, started working on 
the decorations earlier in the year, 
when he was not busy with other 
duties in the store. By Christmas 
time, they were completed and 
ready to be installed, without a 
last-minute rush. From the begin- 
ning, they attracted much atten- 
tion and were credited with having 
helped promote the store’s Christ- 
mas merchandise. 


Labor and Materials 


Less than $10 worth of ma- 
terial went into the big shoe. The 
main item was labor. “I spent more 
than a week on it, at odd times,” 
said Davis. “First, I made a small 
drawing. I put that into a projector 
and blew it up on a partition wall 
of a workroom in the store. Then I 
followed the dimensions of that. 

“The shoe was made out of 
hardware cloth and paper,” he 
continued. “The design first was 
made out of hardware cloth. The 
paper was just wadded and pasted 
on. Strings of the shoe were built 
up with plaster of paris. 

“When completed, the shoe was 
seven feet six inches long on the 
sole, and about seven feet on the 
top. The shoe toe was turned up 
slightly, as shoes are.” 

The roof over the shoe top was 
caved in and crooked at one place, 
and was painted to give the ap- 
pearance of weathered shingles. 


New Reindeer 


The eight new reindeer installed 
by the store were made the same 
way, with wood frame, hardware 
cloth and papier-mache’. Each of 
them cost less than $10. The 
horns were made of clothes line, 
covered with paper. Flock, which 
is like powdered felt, was blown 
onto the papier-mache’. 

Each Christmas Davis tries to 
make as much change in his dec- 
orations as possible, and care- 
fully plans his big ornaments early 
in the year and works on them at 
odd times, Only materials that are 
at hand around the store are used, 
thus giving the store a steady 
change in inexpensive, but effec- 
tive, Christmas decorations. 





Above, Fred Davis at 
work on new reindeer. He 
covers wooden frames 
with hardware cloth and 
papier-mache, then blows 
flock onto them for life- 
like appearance. The 
horns are made of clothes 
line and brown paper 
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Below, Davis puts the 
finishing touches on the 
“Old Lady in the Shoe” 
idea. Materials for this 
project cost less than $10, 
and the work was carried 
out during slack moments 
weeks before the Christ- 
mas rush began 














Store Identification 
Helps Christmas Sales 


T CHRISTMAS time, when 
A rivalry for the public’s at- 
tention is keener than at any other 
season, every merchandising es- 
tablishment makes an appeal to 
gift buyers. Central Hardware, St. 
Louis, Missouri, makes its appeal 
also—one that contains more than 
the usual store signature. 

Central Hardware’s__ earliest 
Christmas promotion is a billboard 
ad, used on all leading and heavily 
travelled highways and streets in 
St. Louis. This merely states: 
“Dear Santa... . We Want Central 
Hardware.” 

In all subsequent advertising in 
newspapers, the same billboard is 
used as a part of the ad, which 
could not help but establish a 
definite tie-in in the reader’s mind. 

This “Dear Santa” theme in- 
sures proper store identification 
and appeals to all members of the 
family—adults, boys, girls, teen- 
agers, and even the toddlers. Does 
it pay off? Results last Christmas 
show that it brought in the busi- 
ness. 

Of special appeal to suburban 
shoppers is Central Hardware’s 
offer to accept ‘phone orders. A 
notice of this service appears at 
the top of the newspaper adver- 
tisement. 
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Variety and Glitter 
Enhance Window Appeal 


UCH “sparkle and glitter” : 
was used to stress the wide pli 


variety of gift merchandise dis- BOC 
played in the seven large windows — 
at Railey-Milam, Inc., in the heart 


of Miami’s Flagler Street shop- 
ping center, last Christmas season. pa) 





Five of the store’s display windows SEN 
are at the sidewalk edge, and two wh 
are in the entrance vestibule, | §&° 
visible to passers-by. exc 
All the displays were efficiently The 
lighted by overhead illumination, cut 
so that small items and display ing 
cards were plainly visible to the lh2 
most casual spectator. cov 
One of the most appealing dis- was 
plays was the housewares window, to f 
which had a background of green T 
foil, cutout stars of silver foil sus- se 
ans 


pended from the ceiling, and 
green, foil-covered discs. Fluted serv 












































plaster columns were used as dis- disp 

Above, typical roadside bill- play fixtures to highlight such { IMC! 

board used by Central Hard- items as pressure cookers and } Shir 

ware to attract Christmas trade. juicers. Three-step chromium fix- box! 

The same theme was carried E ee enor 

across the top of newspaper ad- tures were used to display other = 

vertisements, below, to insure items, including gift pottery and agal 

store identification and to ap- table lamps. Foil-lined rectangular wer 

a Se Se oe ey recesses, in the background, held brar 

smaller items. Cutout poinsettias item 

of silver and red foil served as balls 

ornamentation against the wide bino 

Sy < expense of green foil background. sun 
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The window's floating floor was 
covered with cotton batten, sprin- 
kled with simulated snow crystals, 

J as was ae rectangular fixture 
(probably a box) that was used to 
display a boxed carving set. 


Sporting Goods Display 


Another interesting window dis- 


. play was that featuring sporting 
mi goods. Three separate panels of 
ml silver foil formed the background. 
at “Eve catcher” for the display con- 
D- sisted of poster-type cutouts of 
mn. pajama-clad youngsters eyeing 
WS several gift-wrapped packages 
"0 which were attached to the back- 


le , ground panel, while two adults 
exchanged gaily-wrapped gifts. 
ly The center background panel and 
cutouts were framed by two ceil- 
ing-high strips of dressed lumber, 
he 112 x 8 inches. The floor was 
covered with cotton batten, which 
was sprinkled with simulated snow 











is- , : 
w to provide “sparkle and glitter.” 
en Three multi-step chromium fix- 
is tures of varied height and a rec- Silver foil, cotton batton and 
nd tangular “snow” covered fixture es — a, a ae. 

ee a el : ae a = mas “atmosphere” to Railey- 
ed served as display Bie Items Milam’s displays of houseware 
is- | displayed on the “snowy” floor =. i items, above, and _ sporting 
eh { included wool sweaters, sweat — —_ 1 2 goods and athletic equipment, 
ch = 7 

below. Cutouts of pajama-clad 


nd shirts, hunting leggings, footballs, 


boxing gloves and other such youngsters served 88 an eye- 


iX- , , catcher below 
er sporting goods items. Leaning 
nd against the various display fixtures 
lar were rifles of many well-known 
ald brands. On the fixtures were such 
‘as items as football helmets, basket 
as balls, soft balls, vacuum jars, 
ide binoculars, lanterns, flashlights, 
nd. sun glasses, and other merchandise 


to appeal to sportsmen. 
Stars Add Glitter 


Cutout foil stars were suspended 
from the ceiling of this window 
also, to further build up its “spar- 
kle and glitter” atmosphere. 

According to Railey-Milam of- 
ficials,; every window display 
should carry a message which can 
be expressed in one or two sen- 
4 tences. The obvious message con- 
veyed to passers-by by the house- 
wares window was “get a gift for 
the home,” while the sporting 
goods display suggested “sporting 
goods items are ideal as gifts for 
men, and we are local head- 
' quarters for sporting goods of all 
types.” 
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Below, Owner Ellebrecht recommends a Mon- 
opoly game, one of his best sellers, to a cus- 
tomer. By watching neighborhood trends he 
is able to have on hand adequate stocks of 
games most requested. Both sides of the game 
fixture are devoted to the display of games 
and merchandise designed for entertainment 
of both young and old customers 


A game that has lost 
its popularity is a 
dead piece of mer- 
chandise; but arch- 
ery sets, dominoes 
and checkers enjoy 
a year-round vol- 
ume at County 
Hardware Paint & 
Supply Co. Game 
supplies are antici- 
pated early for the 
Christmas rush. 
Owner William El- 
lebrecht promotes 
and stocks games 
the year-round, but 
he uses a_ special 
promotional policy 
to get his share of 
the Christmas game 
trade 
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Game Sales Follow a 
Definite Pattern Here 


and outdoor, follows a definite 
pattern at the County Hardware, 
Paint & Supply Company in Kirk- 
wood, Missouri, according to Wil- 
liam Ellebrecht, owner. 

Though he promotes and stocks 
games the year-round, Ellebrecht 
uses a special promotional policy 
to get his share of the Christmas 
game trade, 

Early in the fall, he starts his 
third annual display of game mer- 
chandise. He fires the opening gun 
in September with window dis- 
plays, outside display, and news- 
paper, direct-mail and _ circular 
advertising. 

During October, November, De- 
cember, January and February, he 
continues buying, selling and dis- 
playing games. Naturally, his big- 
gest volume comes during the pre- 
Christmas shopping days. How- 
ever, he has learned that adults 
often come in after Christmas to 
buy a game that was seen in 
December. 

To anticipate game needs early, 
Ellebrecht watches the trends in 
the various neighborhoods. They 
have a way of getting started on 
one game, with everyone rushing 
to join in the fad. Ellebrecht also 
has to watch for signs of the 
vogue disappearing, because a 
game that has lost its popularity 
is a dead piece of merchandise. One 
way of not getting caught with 
such dead merchandise, he said, is 
to taper off on the buying when 
volume is at its height, if the 
number sold approaches the store’s 
usual maximum volume. 


. sale of games, both indoor 
| 


Early Spring Promotion 


Ellebrecht takes the bulk of 
his game display down shortly af- 
ter Christmas, leaving only the 
merchandise that sells throughout 
the year. Sales start dwindling 
along in February, and in March 
he starts his store campaign for 
spring merchandise. 

However, for the 
purchasers of games, he keeps an 
ample stock of items to suit the 
buyer’s whims. And the standbys 
of any game department, he says, 
are dominoes and checkers. 


year-round 
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HEN Alabama Hardware Company, Mobile, 
W Alabama, ran its full-page, toy-promotion 
ad (shown below) on Sunday, December 4th, last 
year, response was immediate—and heavy. Early 
shoppers, who wished to select toys before the 
last-minute Christmas rush, were attracted by the 
store’s wide selection of items and price ranges. 
Also appealing to these prospective customers 
were four messages which appeared in bold type 
at the top of the ad: free gifts to children who 
were accompanied by their parents, a saving in 
toy purchases, an offer to place toys on lay-away 
until December 23, and the free parking lot in the 
rear of the store. The lower part of the advertise- 
ment contained small sections, each of which 
contained an illustration and a listing of the vari- 
ous types and prices carried of a particular type 
toy. Listed were toys to appeal to both boys and 
girls of any age and ranging from baby dolls to 
outdoor swings and slides. The store’s name ap- 
peared in large type across the page and slightly 
above its center, and again at bottom of the page, 
with location and ‘phone number clearly desig- 
nated. 












FREE GIFTS 

For All Children 

Accompoened by They 
Parents 


MAGIC TOYLAND 
| The Most Unusual 
Toys Will Be Found 
Here 
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WVHRIFT Hardware & Supply Company, St. Louis, 
Missouri, used the Christmas shopping season 
as a time to advertise its full line of tools, building 
supplies, furnaces, kitchen cabinets and power 
tools, as well as to spotlight its liberal payment 
policy. In its pre-Christmas ad (7 columns wide, 
full-page length), above, the store featured these 
lines and called attention to its “liberal” instalment 
policy. To gain added attention for its displays, 
Thrift Hardware & Supply installed a large stock of 
Christmas trees and provided 24-hour service, The 
trees not only serve as a traffic builder, but 
furnished a profit in themselves. Note that the 
trees were included also in the pre-Christmas 
advertisement above, and were priced at 75 cents 
each. Beside each small illustration of tools and 
building hardware were a few brief descriptions 
with Christmas sale price. 
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ATLANTIC CITY CONVENTION 


ACED WITH the probability of 
F controls, allocations and 
shortages, delegates to the annual 
joint convention of the American 
Hardware Manufacturers Associa- 
tion and the National Wholesale 
Hardware Association, held Oc- 
tober 8-12 in Atlantic City, still 
expressed confidence that with the 
help of realistic governmental 
policies, most problems could be 
surmounted as the nation strength- 
ened its defenses. 

While the convention was told 
that there probably would be suf- 
ficient steel to meet all military 
and normal civilian requirements, 
featured speakers expressed con- 
cern over the extension of power 
by labor unions and the fact that 
our international policies advanced 
by the national administration 
“have played into Russian hands.” 


Mize Speaks 


Despite the dark side of the pic- 
ture, John H. Mize, in his presi- 
dent’s address to the NWHA, 
stated that the wholesale hardware 
industry, because of its proven 
value in World War II “is in a 
much more clarified position in the 
present emergency than at the be- 
ginning of the last catastrophe. To- 
day most officials in the Depart- 
ment of Commerce and the newly 
formed National Production Au- 
thority have great respect for our 
industry and its function in the 
economic picture. The spectacular 
increases in tonnage and dollar 
volume experienced by wholesale 
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Record number in attendance at annual joint 


meeting as manufacturers and wholesalers con- 


sider the probable problems that will face the 


nation as it heads into a war-time economy 


hardware distributors within the 
last four months should serve 
ample notice to both our retail and 
industrial customers, as well as to 
those within our government, that 
we can act quickly and flexibly 
when demand on a moment's 
notice steps up as much as 50 to 
100 percent.” 

The joint opening session of the 
convention on Monday night, Oc- 
tober 9, was featured by an ad- 
dress on “These Crucial Days” by 
Dorothy Thompson, noted column- 
ist. Miss Thompson stated the con- 
viction that policies of the United 
Nations and America have played 
right into Russian hands. She de- 
plored the fact that since the first 
conference in San Francisco which 
founded the United Nations, no 
question concerning American 
foreign policy has been permitted 
a private citizen “without that per- 
son being thoroughly examined 
and looked upon as a subversive.” 

Charles M. White, president of 
Republic Steel Corporation, Cleve- 
land, Ohio, delivered the principal 
address at the manufacturers’ 
Tuesday morning separate meet- 
ing. Having as his subject, “The 
Outlook for Steel,” Mr. White as- 
sured his audience that present 
and future capacities will take 
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care of all military and essential 
civilian needs. However, there will 
be civilian shortages of some types 
of alloy steels for the necessary 
alloys are in short supply, he said. 
Mr. White expressed deep con- 
cern over the fact that the nation- 
al government often denounces 
business simply for being big. He 
said that big business is necessary 
in the maintenance of our “big” 
standard of living. 


Wholesalers Meet 


In their separate Tuesday morn- 
ing meeting, the wholesalers heard 
President Mize’s address, Secre- 
tary Fernley’s report and separate 
discussion on the rewards and po- 
tentialities of the wholesale hard- 


ware business; supervision, com- 
pensation and training of sales- 
men; warehousing operations, and 


a report from the committee on co- 
operatives. 

In their Wednesday morning 
meeting, the manufacturers heard 
an address on “What Now on the 
Labor Front?” by Robert N. Den- 
ham, formerly general counsel of 
the National Labor’ Relations 
Board. 

Mr. Denham stated that with the 
passage of the Wagner Act in 1935, 
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the federal government started on 
its road of government by men as 
azainst government by law, and 
where the Taft-Hartley Act sought 
to protect business from coercion 
by labor, the conduct of the Na- 
tional Labor Relations Board has 
been such as to minimize the pro- 
vision of the act as it affects labor 
organizations. Mr. Denham ex- 
pressed little hope for a change in 
the conduct of the Board and ex- 
pressed the belief that the new 
general counsel has apparently 
“conceded to the Board that it may 
run the whole show.” 


Sporting Goods Session 


Also on Wednesday morning the 
wholesalers met in a special ses- 
sion devoted to sporting goods, 
then joined the manufacturers for 
a panel discussion of the subjects: 
What the Manufacturer Expects 
from the Wholesaler, and What 
the Wholesaler Expects from the 
Manufacturer. 

Representing the manufacturers 
were Walter W. Rector, president, 
True Temper Corporation, and 
John S. Tomajan, president, The 
Washburn Company. W. A. Parker, 
president of Beck & Gregg Hard- 
ware Co., and Charles L. Wheeler, 
president of the Salt Lake Hard- 
ware Co., represented the whole- 
salers. 

The manufacturers called for 
loyalty and aggressive selling, 
maintenance of ample stocks, fair 
prices and adequate warehouse 
facilities. The wholesalers’ ex- 
pressed the need for a definite 
sales and price policy, a selective 
distribution policy, effective pro- 
motional programs, understand- 
able invoices, equitable allocation 
policies, and an appreciation of the 
wholesalers’ catalog problem. 

In separate sessions on Thurs- 
day morning, both associations 
heard the reports of committees 
and elected officers for the ensu- 
ing year. 


Elect Officers 


In their final meeting the whole- 
salers also heard discussions de- 
voted to compensation and bonus 
plans, warehouse problems and 
Sales training. 

William P. Tracy, The Tracy- 
Wells Co., Columbus, Ohio, was 
elected president of the NWHA, 
while the AHMA named as its new 
president, George H. Halpin, 
Minnesota Mining and Manufac- 
turing Co., St. Paul, Minn. 


Dorothy Thompson Talks 
on U. S. Foreign Policy . . 


MERICA and the United Na- 
tions are playing right into 
Russian hands in all of their acts 
and policies, said Dorothy Thomp- 
son. All of our policies and all of 
the pacts and treaties we have 
entered into since the close of 
World War II have been favorable 
to Russia and detrimental to this 
country and the objectives of the 
United Nations, she pointed out. 
The UN victory in Korea was 
achieved solely because Commun- 
ist China and Manchuria did not 
join forces with the North Ko- 
reans, she said. If they had joined, 
we would have suffered defeat. 
The United States’ desire not to 
become involved in a war with 


countries and persons to control it, 
Miss Thompson outlined what she 
said historians have termed the 
necessary conditions to achieve 
that control and thereby dominate 
the world. Paramount among 
these, she said, was control of the 
heartland of Euroasia, which in- 
cludes West Russia, Eastern 
Europe, the Balkans, and the Mid- 
dle East—control of which area 
has been given to Russia by all our 
policies and pacts since World War 
II. 

We have let Russia call the turn 
and then have been forced to take 
counter measures in an attempt to 
offset and stall her as we tied our- 
selves down and lost our freedom 
of action and initiative. 

Such actions, she said, have 
given Russia control over an area 





W. A. Parker, left, new first vice president and W. P. Tracy. the new- 
ly elected president of the National Wholesale Hardware Association 


China was insufficient reason fo1 
its actions and policies on Formosa 
and China during the past seven 
years and was another play into 


Russian hands, Miss Thompson 
said. 
The worst part about it, she 


continued, was that ever since the 
first conferences in San Francisco 
which founded the UN, no ques- 
tions concerning American foreign 
policy have been permitted a 
private citizen without that citizen 
being examined and looked upon 
as a subversive. 

As a result, she continued, Rus- 
sia has gotten just about every- 
thing she wanted since World War 
II, and all our actions have ac- 
complished what we didn’t want 
to happen—namely, Russian con- 
trol of Central Europe and Asia. 

Tracing the history of Europe 
and the various attempts made by 
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which includes 800 million people 
and which is independent in re- 
sources from the rest of the world. 

Thus, we are in the position 
which historians have warned 
against, she continued. The Rus- 
sians are in the most favorable at- 
tack and defense position, while 
the Western World is left with the 
least desirable defense position, 
one easy to attack and conquer. If 
we attack now, she warned, we 
must do so against the best defense 
position in the world. 

Miss Thompson charged that the 
United States fights for her satel- 
lites, while Russia makes hers fight 
for her, while she remains strong 
and untouched. Also, Russia keeps 
her satellites weaker than she is, 
so that she can maintain control 
over them, while we are busy at- 
tempting to build up other nations 
and thereby weakening ourselves. 








Excerpts from the Address 
of ¢. M. White . . . . . >. o . 


RESENT and future steel ca- 
pacity will take care, and 
take care well, of all military and 
essential civilian needs. By ‘essen- 
tial’ I mean a volume of civilian 
goods which will take care of real 
but not abnormal requirements. 
“War requirements will take a 
substantial percentage of the an- 
nual hot rolled sheet and strip 
capacity, and there will be a 
civilian shortage of some types of 
alloy steels, for the necessary al- 
loys are in short supply. Pipe may 
well be another tight product. 


Increased Production 


“In 1939 national steel produc- 
ing capacity was only 82,000,000 
tons per year. Before, during and 
immediately after the war, that 
capacity was raised by 18 million 
tons and now stands at more than 
100 million tons a year. By the end 
of 1952, capacity will be up an- 
other nine million tons. 

“If we had 10 million tons of ad- 
ditional steel capacity today, I 
doubt if much of that 10 million 
tons could be used, due to the huge 
problems in financing, raw ma- 
terials and manpower faced by an 
expanding steel industry. Prob- 
lems exist not only in producing 
the steel but in using it. Many 
more man hours are required to 
turn a ton of steel into an airplane 
motor, a gun or a tank than in 
civilian production. 

“If we find ourselves in a full 
war program, the bottleneck will 
not be steel, but skilled men to 
fabricate that steel. 


Facts Needed 


“The steel outlook is clouded by 
the absence of adequate informa- 
tion from the government about 
the armament program. We don’t 
know whether the program is to 
last two years, 10 years, or 20 
years. We don’t know what kind of 
steels will be needed, except ina 
general way. We don’t know 
whether the program envisions a 
lot of Koreas in various parts of 
the world. There are a lot of things 
we don’t know, and the govern- 
ment doesn’t seem to know, either. 

“In spite of our lack of knowl- 
edge, despite the absence of any 
blueprint for the future, the na- 
tion’s steel capacity will be in- 
creased by another nine million 
tons during the next two years. 
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And let me repeat—there will be 
no lack of steel for war materials, 
but there will be shortages in some 
fields of civilian supply. 

“I am deeply concerned about 
The foolish 


wages and prices. 
economic philosophy which Wash- 
ington bureaucrats and union 


leaders have in recent years at- 
tempted to foist upon the country 
—that wages can be increased 
without increasing prices—has 
been thoroughly discredited by re- 
cent history. 

“As for governmental controls 
which have grown up during the 
past two decades, it took a public 
uprising to ditch price controls 
and rationing after World War II, 
but rent control, credit restric- 
tions, and export controls—sup- 
posedly emergency measures—are 
still with us. 

“None of us is so naive that he 





Dorothy Thompson 


believes a war or a big defense 
program such as we should be 
carrying out can be conducted on a 
‘business as usual’ basis. In organ- 
izing for an over-all effort, there 
must be government regulation, 
guidance and broad planning. If 
we are to end this war effort as 
free a people as we began it, busi- 
ness must be given greater re- 
sponsibility and controls must be 
kept to an irreducible minimum. 
Then, when peace breaks out, 
emergency controls should be 
ended quickly and finally. 

“The administration’s campaign 
against business, particularly big 
and successful business, is a 
miserable reversal of the time- 
honored American belief that 
growth and success ought to be ad- 
mired. The earnings of business 
are continually being denounced 





and made to appear as an evil 
thing, instead of something norma 
and necessary. If business hac 
earned nothing during the past fe, 
years, the expansion which has al- 
ready taken place, and which wil! 
produce the needed war material 
would have been impossible. On: 
of the chief reasons that the stee! 
industry is not larger is the hazard 
of profit per ton on a basis of the 
present-day cost of new capacity. 

“The vast majority of federal 
state and local taxes depend on the 
continuing prosperity of business 
and industry.” 


Excerpts from the Address 
by Robert N. Denham .... 


“WV HERE DO we go from here 
in labor relations? Be- 
ginning with 1935 and up to the 
latter part of 1947, it was pretty 
well answered by provisions of the 
Wagner Act and the policies and 
edicts of the National Labor Re- 
lations Board, which was much to 
the effect that we were going just 
wherever the labor organizations 
wanted to lead us. I’m far from 
sure that the situation is not the 
same today. 

“In time, a large segment of the 
country got fed up on the whole 
situation and demanded corrective 
action. In the summer of 1947, 
Congress gave us the Taft-Hartley 
Act, which the president vetoed, 
and which the people, speaking 
through the voices of their con- 
gressmen and senators, forced in- 
to enactment. It has been the law 
of the land to regulate and govern 
labor relations since August, 1947 

“The field of industrial and 
labor relations is in a constant 
state of flux—and because of the 
uncertainties and inconsistencies 
that have been incident to the op- 
erations of the principal agency. 
the NLRB, one can do but little 
more than guess where we go from 
here. 


Government by Law 


“For a century and a quarter, 
the United States operated most 
successfully under government 
represented by laws. The only 
serious effort ever made within 
the memory of our generation, to 
pack the Supreme Court so as to 
inject a new philosophy into the 
structure of our fundamental law 
was a dismal failure. Our courts 
still insist on treating the laws in 
the light of the clear intent of the 
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Congress when they were passed. 


And that is as it should be. 
“When the Wagner Act was 
passed, administrative agencies 


had just begun to make their ap- 
pearance in force in our govern- 
mental structure. Today, there is 
hardly an activity in our industrial 
economy that is not being regu- 
lated by some sort of an adminis- 
trative agency, some of whom 
have taken unfair privileges and 
claimed immunity from having its 
acts questioned by the Supreme 
Court. Such was the NLRB under 
the old Wagner Act ... but the 
activities which had a direct bear- 
ing on both labor unions and on 
business remained in the limelight 
To the employer, the effects were 
generally unpleasant; to the 
unions, they represented unbridled 
license. 

“But the people got tired of goon 
squads .. . and the Taft-Hartley 
Act was produced and designed to 
end such abuses. It was headed by 
a General Counsel, who strongly 
advocated all the basic principles 
of the Taft-Hartley Act. 


Act is Minimized 


“Almost immediately after the 
Act became effective, the struggle 
to minimize the provisions of the 
Act as to labor organizations be- 
gan ... with the Board disregard- 
ing the decisions of the Courts . . 
It has been these conflicting 
philosophies of the former General 
Counsel and the Board members 
that has made the going tough. 

“The new General Counsel has 
apparently conceded to the Board 
that it may run the whole show, 
including the regional offices, 
which, by statute, are his sole re- 
sponsibility . . . he is quoted in re- 
liable publications as having stated 
that he concurs in the Board’s 
formula and will be governed by 
it. That means that, no matter how 
definite the unfair labor practice 
is, if it occurs in connection with 
business that fails to qualify under 
the Board’s new formula, no com- 
plaint will be issued by him, nor 
will he even obey the mandate of 
the statute, to seek an injunction 
to half a flagrant secondary boy- 
cott 

“There is no word or indication 
that the Act will not attach to any 
business or its employees where 
the business is one that ‘affects 
commerce’ . . . the Supreme Court 
has defined the meaning of com- 
merce, and there are a few busi- 





George H. Halpin 
President, the AHMA 


nesses that do not fall within the 
statutory jurisdiction of the Board. 
But there are hundreds of thous- 
ands of them that the Board says it 
will not listen to, regardless of 
their status within the area of 
jurisdiction. The rule now is that 
the Board will not entertain any 
case involving any business or its 
employees, unless the business is 
an instrumentality or channel of 
interstate or foreign commerce: a 
public utility or transit system, 
even though extending outside the 
state; an integral part of a multi- 
state enterprise, such as chain 
stores; one which ships goods out 
of state or performs an out of state 
service valued at $25,000 a year; 
one which supplies materials o1 
services to instrumentalities 01 
channels of commerce, to public 
utilities or transit systems, or busi- 
nesses doing out of state business 
of at least $25,000 per year, pro- 
vided such materials and services 





Robert N. Denham 
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amount to $50,000; the business 
brings in, direct from out of state, 
materials valued at $500,000 a 
a year; or uses materials originat- 
ing out of state, but obtained from 
in state dealers or distributors, 
valued at $1,000,000 a year; the 
business substantially affects na- 
tional defense. 

“Why that stand? I don’t know, 
unless it is that in the opinion of 
the present administration, of 
which the Board is a representa- 
tive and presumably coordinated 
with, the little business man isn’t 
important any more. The Board 
says all the other businesses not 
coming within its formula are es- 
sentially local and not worth fool- 
ing with. I can point to a hundred 
businesses, offhand, that couldn’t 
qualify under that or any similar 
formula the preservation of 
each of those small businesses is 
more important to its proprietor 
than almost any of the industrial 
giants are to their management. 

“In my opinion, the answer to 
the question as to whether the 
general policies of the former 
General Counsel will continue, is 
obvious. I'm most regretful that 
this must be so.” 


Wholesalers Discuss 
Operating Problems 


ISCUSSIONS of some of the rou- 
D tine problems of the whole- 
sale hardware business featured 
the separate business sessions of 
the National Wholesale Hardware 
Association on Tuesday morning. 
October 10, following the annual 
report of the executive secretary, 
Thomas A. Fernley, Jr., and the 
annual address of President John 
H. Mize. 

The report of Secretary Fernley 
was distributed to the members in 
printed form. 

In his address, President Mize 
stated that where the industry had 
heen frowned upon by many in 
Washington early in World War II, 
“our value as service institutions 
finally became apparent even to 
the most ardent doubter and our 
importance in the struggle finally 
was appreciated. We can face the 
future with confidence that we are 
a sreat and needed industry.” 

Mr. Mize called attention to the 
fact that the industry was able to 
meet competently the accelerated 
demand that followed the outbreak 
of war in Korea. “For the mo- 
ment,” he said, “few retailers are 
suffering for lack of merchandise 
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and actually there are very few 
acute shortages at the consumer 
level.”’ Citing the high standard of 
living enjoyed in the United 
States, the speaker criticized the 
“certain influential elements in 
our politics and society (which) 
want to change our pattern of 
government and our basic econ- 
omy.” 

Discussing the subject, “Shall I 
Put My Son in the Wholesale 
Hardware Business,’ Charles L. 
Hildreth, of Portland, Maine, em- 
phasized the fact that the very 
satisfactory net profits in hard- 
ware wholesaling in recent years 
have been due to abnormal condi- 
tions. Using figures of years prior 
to World War II, he pointed out 
that normally the average net 
profit in hardware wholesaling is 
uncomfortably small—less_ than 
that in most other lines of business 
and substantially less than the net 
profit in the manufacture of such 
hardware lines as tools. 

In a paper on “Steps We Have 
Taken to Supervise Our Sales- 
men,” Ben F. Larner, Long Beach, 
California, explained the unusual 
conditions under which his com- 
pany operates, in that it serves a 
thickly settled metropolitan area, 
in which 90 percent of the business 
is within a 50-mile radius and 
competition from other whole- 
salers is unusually keen. Accord- 
ingly, it seems necessary to main- 
tain close supervision over the 
company’s 32 salesmen. 

The principal report required of 
the salesmen is a daily report giv- 
ing details of the call on each cus- 
tomer; and, in turn, each cus- 
tomer’s “information card” is kept 
current with data transferred from 
the salesmen’s daily reports. The 
information is then easily available 
as to what each customer is buy- 
ing, whether he is giving the com- 
pany as much business as might be 
expected, etc. And periodic “sales 
clinics” are held to try to deter- 
mine how the company may get 
more of the business of various 
customers. The daily reports also 
reveal the fact that some sales- 
men may be inclined to neglect 
certain lines, and the necessary 
steps are taken to correct this con- 
dition. All salesmen are paid a 
straight commission. 

“We found after the war that 50 
percent of our customers had not 
bten in business before the war, 80 
percent of their clerks had had no 
training, and 75 percent of our 
sales people were not trained in 
selling. We also found that, on the 
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W. H. Terstegge 


average, our salesmen had only 
six selling hours per day, or 30 per 
week. These facts pointed to the 
need of sales training and super- 
vision.” 

In a discussion of “Compensa- 
tion and Training of Salesmen,” J. 
H. Singleton, Denver, Colorado, 
explained the routine his company 
follows in developing their sales 
people—through several months of 
training in the warehouse, the of- 


fices, in waiting on the counter 
trade, etc. 

Employee compensation and 
bonus plans were discussed by 


Burrows Morley, Saginaw, Michi- 
gan, who explained that his com- 
pany pays quarterly bonuses, as 
well as an annual bonus. These 
bonuses are figured on a percent- 
age of the employee’s base pay, 
also on both net profit and volume 
of the company. In addition, the 
annual bonus is determined in part 
by the number of years each em- 
ployee has been with the company. 
Mr. Morley emphasized that in 
each case the base pay must be 
comparable to that received by 
others employed in the same area, 
also that the plan must cover all 
the company’s employees, without 
exception. 

As a result of the plan, he said, 
there is closer cooperation between 
different departments, younger 
and more aggresive people are 
staying with the business, and the 
employees take more interest in 
their work. 

Report of the Committee on Co- 
operatives was given by Seth 
Marshall, chairman, who ex- 
pressed the opinion that a satisfac- 
tory law taxing the co-ops would 
be enacted at the next session of 
Congress and urged continued ag- 
gressive effort to this end. 

In the final business session on 


Thursday morning, J. S. Styles, 
Morley-Murphy Co., Green Bay, 
Wis., discussed “Economies We 
Have Effected Through Improved 
Warehouse Operations.” The 
speaker explained that up to early 
1949 his company was plagued by 
problems arising from the use of 
four inter-connected warehouses, 
ranging from three to six stories in 
height. Freight elevators were slow 
and small, and shipping facilities 
were inadequate. As a solution to 
the problem, a moderate-sized 
warehouse was erected on a rail- 
road siding a few blocks from the 
main plant. The plant is of the 
bow-string truss type, and_ its 
20,000 square feet of floor space is 
adequate for all of the company’s 
heavier merchandise. The interior 
has a 14-foot clearance, and with 
the use of fork-lift trucks mer- 
chandise can be stacked to the 14- 
foot limit. As a result of the ef- 
ficiency made possible by this 
one-story warehouse, the number 
of warehouse employees has been 
reduced five to 10 percent under 
the requirements in 1941. 

Speaking on “Our Reasons for 
Constructing a Multi-Story Build- 
ing,’ W. H. Terstegge, Stratton & 
Terstegge Co., Louisville, Ky.., 
listed a number of factors in ware- 
housing operations where use of a 
multi-storied building would be 
considerably less expensive than 
of a one-story building. He cited 
the need for more truck operators 
in a one-story building where a 
railroad siding is not available, an 
operation considerably more ex- 
pensive than use of freight ele- 
vators. Mr. Terstegge then pointed 
out that a one-story building 
would require a larger investment 
in land than a multi-story build- 
ing. 

The final speaker, Curtiss Hay- 
den, Jr., Dunham, Carrigan & 
Hayden Co., San Francisco, Cal., 
had as his subject, “Methods We 
Have Found Helpful in Training 
Salesmen.” Mr. Hayden expressed 
the belief that there are no short 
cuts in the making of a hardware 
salesman. To receive a firm foun- 
dation, he said, the prospective 
salesman should start as an order 
clerk and work at other related 
jobs until he is thoroughly familia: 
with the procedure of the oper- 
ating department. He then works 
in the company’s office, first as 2 
price clerk and then as a telephone 
salesman. A minimum of five years 
spent in these various capacities 
will help prepare him for the road. 

It is the sales manager’s respon- 
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sibility, he continued, to watch 
the new salesman’s orders care- 
fully, and to advise him of his 
errors. Where possible, the sales- 
man should be invited into the 
home office frequently, and the 
sales manager should travel the 
salesman’s territory for observa- 
tion of the problems at closer hand. 


Wholesalers’ Sporting 
Goods Session ...... 


established at last year’s At- 
lantic City convention, the NWHA 
held a special sporting goods ses- 
sion on Wednesday morning, prior 
to a joint session with the manu- 
facturers. 

“The Value of a Special Sport- 
ing Goods Catalog” was the sub- 
ject of a paper by E. C. Kieswetter, 
Topeka, Kansas. 

The speaker explained that his 
company issues two sporting goods 
catalogs a year, one in the spring 
and one in the fall, each contain- 
ing merchandise of the respective 
season, These provide the dealers 
with the latest possible informa- 
tion, he said. These catalogs are 
used most frequently by the dealer 
in placing mail orders, and often 
are used by the dealer in selling to 
customers merchandise not carried 
in stock. These catalogs influence 
suppliers, who tend to lend greater 
promotional support when their 
lines are presented yearly in a 
specialty catalog. The company is- 
sues about 2,000 catalogs at each 
printing and places them in the 
hands of dealers “who are really 
in the sporting goods business, 
who carry a stock and who, for the 
most part, order for stock and re- 
sale.” 

In discussing his company’s ex- 
periences with a sporting goods 
trailer, R. C. Neely, Jr., Amarillo 
Hardware Co., Amarillo, Texas, 
explained that a year ago his com- 
pany had devoted considerable 
study to the problem of whether 
to put out a sporting goods bus, 
truck or trailer. Primarily, they 
decided, they wanted to get some- 
thing they could park as close to 
a customer’s place of business as 
possible. Accordingly, they bought 
a 114-ton truck with special body 
large enough for a six-foot man to 
stand inside and had special panels 
and other display fixtures built. 
While used principally in selling 
fishing tackle, the truck at times 
is used to feature such lines as gas 
stoves and wheel goods. The com- 


(nae the precedent 


pany’s business in sporting goods 
was doubled in the first year the 
truck was operated, Mr. Neely ex- 
plained. 

“The Wholesaler’s Role in Dis- 
tribution” was the subject of a 
paper by W. P. Oberlin, of Arnold 
Schwinn and Co., Chicago, who 
urged that the independent hard- 
ware store must sell more “big 
ticket’’ merchandise, such as major 
appliances and bicycles, and said 
that for the small dealer to share 
in this business he must have the 
help of his jobber. The dealer must 
be in a position to extend con- 
sumer credit at competitive prices 
and on standard brand marchan- 
dise, the speaker asserted. 

The session closed with general 
discussion of the use of sporting 
goods trucks and trailers and the 
respective advantages of mobile 
display rooms and hotel sample 
rooms in featuring these lines. 








Address of John H. Mize. 
NWHA President ...... 


66 HE RELATIONSHIP between 
wholesale hardware dlis- 
tribution and its customers, and 


the relationship of wholesale hard- 
ware distribution with our govern- 
ment has never been on a more 
solid footing than it is today. We 
have emerged from depressions 
and wars and political criticisms 
unscathed and unsullied and a 
great deal stronger than ever could 
have been imagined. We can face 
the future with confidence that we 
are a great and needed industry 
“I do think, however, that 
wholesalers must go back to World 
War II and take a lesson from ex- 
perience during those years. Early 
in the war we were the unwanted, 


the unnecessary, and there were 
many in Washington who took de- 
light in trying to eliminate us. But 
our value as service institutions 
finally became apparent even to 
the most ardent doubter and our 
importance in the struggle was 
finally appreciated. As a result 
the distribution industry is in a 
much more clarified position in 
the present emergency than at the 
beginning of the last catastrophe. 
Today most officials in the De- 
partment of Commerce and the 
newly formed National Production 
Authority have great respect for 
our industry and its function in 
the economic picture. In times of 
scarcity and allocations our func- 
tion shines because of our willing- 
ness and ability to distribute scarce 
merchandise in fair quantities to 
those that need it. It is unthinkable 
that the last World War could 
have reached its ultimate success- 
ful end without the smooth func- 
tioning of the distributor. Our 
system of jobbing and distribution 
cannot be anywhere in 
the world 

“The spectacular increases in 
tonnage and dollar volume ex- 
perienced by wholesale hardware 
distributors within the last four 
months should serve ample notice 
to both our retail and industrial 
customers, as well as to those with- 
in our government, that we can 
act quickly and flexibly when de- 
mand on a moment's notice steps 
up as much as 50 to 100 percent 
As distributors and service institu- 
tions, we were loaded and ready 
to go when the Korean war upset 
the economic chart. Actually, for 
the moment few retailers are suf- 
fering for lack of merchandise and 
there are actually very few acute 
shortages at the consumer level. It 


equaled 





View of the Old Guard dinner 
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is true that warehouse stocks of 
sheets and roofing and nails and 
fence and pipe and ‘name’ traffic 
appliances at the distributor level 
are very lean but quotas and allot- 
ments, so far, are staving off 
severe and critical shortages. 

“It is my doubtful privilege to 
mention that on retiring from the 
Presidency of this Association, 
sales within the last four months 
have probably been the greatest in 
the history of the industry. Little 
did I imagine in 1948, just two 
years ago, that sales figures pre- 
vailing at that time would be 
pygmied by inflation, fair dealing, 
and a potential threat of a new 
world war. 

“Unfortunately, this increase, 
while temporarily stimulating, 
merely adds to our worries of the 
future. Breaking sales records and 
making profits that are taken 
away to finance war, in my opin- 
ion, has no future. I know that we 
all prefer competitive normal op- 
erations in a peaceful economy. 
Our Administration continues to 
expand its demand for more 
social security and a more pleasant 
living in the face of the greatest 
financial and military crisis in our 
entire existence. Surely our Presi- 
dent and our Congress will finally 
understand that we cannot survive 
if business is to continue as usual 
and politics continue as usual. 

“Extreme apprehension must 
cloud the thinking of every one of 
us and there is actually little we 
can do but run our operations on 
a day to day basis. We are con- 
stantly faced with economic con- 
trols tinged with politics. Perhaps 
the greatest concern of the mo- 
ment is the continued threat of in- 
flation. Politics have played an all 
too important part in the delayed 
issue of controls. Credit is due 
many of our manufacturing friends 
for advancing prices modestly— 
severe criticism is due many who 
have made unwarranted increases. 

“Distributors should do every- 
thing in their power under present 
conditions to price merchandise 
reasonably and fairly, and in turn 
our customers should be encour- 
aged to do the same in marking up 
merchandise to the consumer. We 
are face to face with government 
controls and allocations, wage and 
salary freezes, price controls, and 
manpower shortages, but we must 
wait for the elections, come what 
may, and while we wait everything 
rises, including tempers. 

“Even with the added burden of 
armament expenditures the fair 
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R. C. Neely, Jr. 


deal still pleads for more money 
for new reforms that bring us 
closer and closer to Socialism. With 
all the waste and carelessness and 
damage to our natural resources 
and our real wealth, we are richer 
in oil, coal, agricultural land, 
water, than any other country, in- 
cluding Russia. While many na- 
tions starve, we have an over 
abundance of food, we have per- 
sonal liberty, and personal free- 
dom. Why is it then that certain 
influential elements in our politics 
and society want to change our 
pattern of government and our 
basic economy?” 





Excerpts from the Address 
of William A, Parker eee 


€<¢ AM HAPPY to say that for 

I the most part, the whole- 
salers have confidence in the in- 
tegrity of our manufacturers and 
for the most part our manufac 
turers have justified this confi- 
dence. 

“Briefly, these are a few of the 
‘wants’ or ‘expectations’ which I 
believe exist with almost every 
wholesaler. 

“First, the wholesaler expects 
his source of supply to have a 
definite sales and price policy— 
clear, frank, understandable and 
honestly administered. The whole- 
saler feels he is entitled to know 
exactly what classes of trade the 
manufacturer is selling or proposes 
to sell and at what price differen- 
tials and discounts. 

“Second, the wholesaler expects 
the manufacturer to maintain a 
selective distribution policy. De- 
signed, of course, to furnish ade- 
quate market coverage for the 
manufacturer but at the same time 


limited so as not to overcrowd thx 
market and thus make it unattrac 
tive or unprofitable for the whole 
saler. 

“Third, the wholesaler expect 
the manufacturer to continuall; 
carry on such market analyses a 
will enable him to maintain hi 
product on a fully competitiv: 
basis, both as to quality and t 
price. The manufacturer’s product 
should not merely be competitiv: 
with similar products sold through 
other wholesalers and independent 
merchants, but competitive also 
with those products sold through 
other channels such as_ chain 
stores, mail order houses, etc. 

“Fourth, the wholesaler expects 
the manufacturer to maintain an 
effective advertising and _ sales 
promotion program. Such a pro- 
gram should be designed to aid 
both wholesaler and retailer in 
building sales and also to increase 
consumer acceptance of the manu- 
facturer’s brand. 

“Fifth, the wholesaler expects 
the manufacturer, where the man- 
ufacturer controls the resale prices 
of his products either through Fai: 
Trade pricing or through a sug- 
gested resale price schedule, to 
recognize the need of adequate 
margins for both wholesaler and 
retailer. 

“Sixth, the wholesaler wants the 
manufacturer to realize it is wise 
and good business practice and 
tends to reduce the cost of distri- 
bution for the wholesaler to offe 
the retailer the two percent dis- 
count incentive for prompt pay- 
ment. 

“Seventh, the wholesaler wants 
the manufacturer to recognize and 
give special attention to the whole- 
saler’s catalog problem. The aver- 
age wholesaler’s catalog problem 
is one of keeping his catalog prop- 
erly illustrated on all items cur- 
rently offered for sale, and at the 
same time preventing it from be- 
coming so thick and heavy his 
salesmen cannot carry it. 

“The wholesaler wants the man- 
ufacturer to provide photographs 
and cuts of his items in the stand- 
ard catalog size used by 90 percent 
of all wholesalers, so that the 
wholesaler can produce for him- 
self illustrated catalog pages on 
lightweight stock with condensed 
descriptions and with a standard 
number of items to a page. 

“Eighth, the wholesaler wants 
the manufacturer to continually 
give careful attention to the pack- 
aging of his products, looking al- 
ways in the direction of reducing 
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the cost of distribution. For years 
many manufacturers have as- 
sumed that the wholesaler always 
unpacks the merchandise he re- 
ceives, puts it away in bins and 
shelves, then repacks it later for 
shipment to the retailer. As a re- 
sult of this assumption, many fac- 
tory shipments have been moving 
to the wholesaler in all types and 
sizes of packages, whereas in many 
cases these same goods might, with 
little or no additional expense, be 
packaged in manner and quantity 
suitable for shipping direct to the 
retailer. Careful studies have in- 
dicated repackaging expense, on 
the average, amounts to around 
seven percent of the value of the 
merchandise repackaged. 

“Ninth, the wholesaler believes 
he is entitled to reasonably de- 
pendable shipping schedules and 
reasonably prompt handling of 
correspondence from the manu- 
facturer. Many manufacturers lack 
dependability in their shipping 
and are unreasonably slow in 
handling correspondence. Even 
telegrams in some cases are not 
given prompt attention. 

“I might mention too that dur- 
ing a critical period the wholesaler 
expects the manufacturer to main- 
tain a fair and equitable allocation 
policy and to properly and fairly 
instruct the wholesaler on the 
procedure he should follow in 
placing his orders, so that he will 
be insured of receiving his fair 
share of the manufacturer’s pro- 
duction—no more and no less.” 


Excerpts from the Address 
of W. A. Terstegge ....... 
“T HAVE taken advantage of 

every opportunity afforded 
to visit operations conducted on 
one-floor plans and, of course, am 
quite cognizant of the result to be 
obtained in a multi-story building. 

“If my company decides on a 
one-floor warehouse, the first 
thing to be considered would be a 
complete new location. We are 
fairly centrally located and have 
a railroad siding in an industrial 
section of Louisville. 

“We are using approximately 
400,000 square feet of floor area at 
present and are crowded. If we 
move to a one-floor location, we 
would, of course, need 400,000 
square feet of floor area to take 
care of present requirements. As 
such requirements can only be 
found in the outskirts of the city, 
our warehouse requirements alone 


equal approximately nine and one- 
quarter acres. Add to this the addi- 
tional space required for parking 
and railroad siding, and I estimate 
we would need 12 to 13 acres to 
take care of our present business. 

“As we need an _ additional 
100,000 square feet of space, we 
must provide a new building of 
500,000 square feet. I believe it is 
safe to estimate that a new build- 
ing would cost a minimum of $5 
a square foot, so 500,000 square 
feet would cost $2,500,000 for a 
new building, plus the cost of a lot. 


Favors Multi-Story Plan 


“As opposed to the one-floor 
plan, we have reached a decision 
to build a multi-story building of 
five floors and basement. We must 
remove some very old buildings, 
with approximately 30,000 square 
feet of area, in order to make room 
for our new building. Consequent- 
ly, the new building will be nearly 
135,000 square feet of area in 
order to give us the added 100,000 
square feet we need. 

“We estimate that this new 
building will cost approximately 
$800,000. There is immediately a 
saving in investment, between this 
figure and $2,500,000 for the new 
one-floor plan, of $1,700,000. If our 
present location could be disposed 
of for $800,000, we still would have 
to invest nearly $1,000,000 more 
for a one-floor plan than we would 
to build a multi-story building on 
our present location. 

“If we borrow $1,000,000 at 4% 
percent interest, add two percent 
for depreciation and 3% percent 
for taxes, insurance and repairs, 
our overhead carrying charge costs 
$100,000 per year above our pres- 


ent lay-out. 

“The expenses that will be af 
fected by the type of building used 
are boxing and packing expenses, 
trucking and draying, store and 
warehouse salaries, and amount to 
3.4 percent last year. 

“In an effort to analyze this 3.4 
percent expense further, I have re- 
ferred to an Ideal Overhead Ex- 
pense Budget which our Associa- 
tion compiled several years ago. 
The budget is for a house doing 
$3,000,000 annual sales_ with 
budgeted expenses of $540,000, 
equal to 18 percent of sales. Of the 
$540,000 total expenses, $53,700 is 
budgeted for store and warehouse 
salaries. 

“Under Boxing and Carting 
Budget, totaling $21,800, it was 
estimated that nine truck drivers 
and helpers would be required. 

“The pertinent point of this 
budget is the relationship of 
elevator operators compared with 
truck drivers and helpers. It seems 
that it takes over four truck 
drivers to haul away the merchan- 
dise one elevator operator handles. 
I firmly believe that the operating 
expenses of a motor truck are 
many, many times the mainte- 
nance and depreciation of an ele- 
vator. 

“Assuming that it is necessary 
that our building be three miles 
from the center of town, which in 
our case would be three miles 
further from truck depots and rail- 
road stations, it is logical to think 
that we can truck a ton of freight 
three miles for less expense than 
we can elevate or lower it 50 feet 
in a multi-story builidng? 

“It seems to me that the ex- 
penses saved by eliminating two 
elevator operators and mainte- 
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nance of equipment could be dis- 
sipated many times by the in- 
creased cost of operating more 
motor trucks, due to the greater 
mileage necessary to an outlying 
location. 

“Should the additional trucking 
expenses balance out the cost of 
elevator operations, we would still 
have the added burden on $100,000 
covering the larger investment 
necessary to eliminate elevators. 

“Certainly, with the conditions 
surrounding our operations as I 
have presented them to you here 
today, there cannot be any ques- 
tion as to the wisdom of staying in 
our present multi-story buildings 
and adding a new multi-story 


building to our present ware- 
house.” 
Associations Elect 
New Officers .... 
N FINAL business sessions on 


Thursday morning, members of 
the AHMA and the NWHA ac- 
cepted the reports of their nomi- 
nating committees and elected new 
officers for the ensuing year. 

George H. Halpin, Minnesota 
Mining & Manufacturing Co., was 
named president of the manufac- 
turers’ association. Vice presidents 
are: Richard L. White, Landers, 
Frary & Clark; Herbert Megran, 
Starline, Inc.; and R. H. Coleman, 
Remington Arms Co. 

Members of the Executive Com- 
mittee elected for a_ three-year 
term are: Franz Stone, Columbus 
McKinnon Chain Corp.; Geddes 
Parsons, P. & F. Corbin Division; 
F. J. Tone, Jr., The Carborundum 
Co.; and L. G. Pratt, Samson Cord- 
age Works. 

The wholesalers’ association 
voted into the office of president, 
William P. Tracy, The Tracy-Wells 
Co. Vice presidents are: W. A. 
Parker, Beck & Gregg Hardware 
Co.; Charles L. Hildreth, The 
Emery-Waterhouse Co.; and Ray 
P. Farrington, Potts-Farrington 
Co. 

Members of the executive com- 
mittee elected to serve until 1953 
are: S. T. Exley, Jr., Harper & 
Reynolds Corp.; John H. Stauffer, 
Herr & Co., Inc.; and Paul W. An- 
derson, Farwell, Ozmun, Kirk & 
Co. 

Ernest C. Kieswetter, W. A. L. 
Thompson Hardware Co., was 
named to serve on the executive 
committee until 1951 to fill the 
unexpired term of Charles L. Hil- 
dreth, named a vice president. 
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National Hardware Show 
Attracts Reeord Crowd 





' ORE THAN 30,000 visitors 
. viewed the products ex- 


hibited by 685 manufacturers at 
the National Hardware Show, held 
October 2-6 at the Grand Central 
Palace in New York City. 

According to Frank Yeager, 
managing director, the show drew 
the largest number of buyers of 
hardware assembled at one 
place at one time. 

The show occupied four full 
floors. The first, second and part 
of the third floors were devoted to 
hardware — hand tools, power 
tools, builders hardware and allied 
lines. Following the custom of the 
past several years, special sections 
were given over to sporting goods 
and to fishing tackle and hunting 
equipment. Sporting goods exhibi- 
tors occupied the third floor, while 
the fourth floor was taken up by 
the fishing and hunting division. 
More than 255 manufacturers ex- 
hibited on these two floors. 

An innovation this year were 
displays of farm, lawn and garden 
equipment, which were scattered 
throughout the show with the ex- 
ception of a special grouping of 
these lines at the rear of the third 
floor. 

Directors of the show reported 
that a substantial volume of orders 
were placed by buyers during the 
show’s five-day run. 


ever 


Texas Association 
Holds District Meetings 


IX district meetings in as Many 

different centers of population 
drew a total of 700 attendance for 
the Texas Hardware and Imple- 
ment Association, according to a 
report of Ray M. Souder, secretary- 
manager, after the concluding 
meeting in Dallas on October 2. 

These meetings were attended 
principally by retailers and their 
sales personnel, but were open ta 
wholesalers and manufacturers 
men, many of whom took advan- 
tage of the opportunity to hear 
Ralph Carney, human relations 
counsel of Wichita, Kan. 

Carney, who addressed all 
meetings, had the topic, “Welding 
the Weakest Link.” 

Dutch dinners featured the first 
five meetings, all of which were 
held in September as follows: 

Sept. 25 at Houston with Direc- 
tor Dick Bowser as chairman: 
Sept. 26 at Corpus Christi with 
Past President James A. Hill, Jr., 
as chairman; Sept. 27 at Harlingen 
with Director C. A. Washmon as 
chairman; Sept. 28 at San Antonio 
with Director Joe Bruns as chair- 
man; Sept. 29 at Brownwood with 
Director Joe Stevens as chairman. 

The sixth meeting was presided 
over by President R. E. Lindsey 


six 
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There’s something about new, 
strong steel chain that appeals to the average man 


The other day I opened up an ACCO-PAK 
of 4" Proof Coil Chain—put it on my 
counter. Just left it there — went on about 
my business. 

First man that came in looked at it a 
minute. Then he couldn’t resist dipping 
in and taking hold of that chain —letting 
it slip through his fingers — playing with 
it, sort of. 

I could see he was trying to think of 


some excuse to buy a length of that chain 
so that he could take it home and put 
it to work. 

You know it didn’t seem any time at all 
till I'd sold the whole 150 feet and opened 
up another ACCO-PAK. 

It’s just like the American Chain jobber 
salesman said. ‘‘Chain is one of those things 
it pays to keep out where men can see it and 
get their hands on it.’’ 


Sure, I sell AMERICAN-—the complete chain line 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 





AMERICAN CHAIN DIVISION 


AMERICAN 


CHAIN & CABLE 





In Business for Your Safety 
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Nation’s Economy Faces 
New Controls .......- 


HE FRANTIC urge to buy, which 
T immediately followed the out- 
break of war in Korea, is calming 
down somewhat. Though business 
is still on a high level, customers 
are once again seeking bargains, 
shopping with renewed intensity 
for the best prices and terms. 

The new credit restrictions and 
uncertainty over price trends are 
reasons given in some quarters for 
the return to a more normal situa- 
" tion. While there are few shortages 
as yet on the consumer level, the 


indications are that inevitably 
some lines will become more 
scarce. Defense orders get top 


priority now, and eventually flat- 
rolled steel for military use may 
take up to 40 percent of the in- 
dustry’s capacity. This will mean 


shortages of automobiles, appli- 
ances and other hard goods. 
Meanwhile, even with the 


largest factory production since 
World War II, prices of industrial 
goods have pushed further up- 
ward. As yet the Administration 
holds off price and wage controls, 
apparently in the hope that credit 
restrictions and increased taxes 
will siphon off enough purchasing 





power to take some of the pressure 
off demand. However, while taxes 
have increased so have wages, 
with the result that even with the 
rise in the cost of living the aver- 
age worker still has more to spend 
than before. 

In some quarters there is the 
feeling that business should be 
prepared at any time for a new 
system of controls: inventory con- 
trols seem sure to be tightened; 
more priorities for essential civil- 
ian supplies can be expected; allo- 
cation of materials probably is in 
the immediate future, and limita- 
tion orders on some civilian pro- 
duction is foreseen. 


High Price Level 
Probable for Cotton 


NDICATIONS are that the cotton 

farmer is again heading into a 
boom state. The Department of 
Agriculture has given the green 
light to cotton production. All 
acreage controls have been lifted 
for next year, and farmers have 
been called upon to produce 16- 
million bales in 1951. 

Once a problem to the Depart- 
ment of Commerce, the surplus of 
cotton now is looked upon as a 

















— % change 8 mos. % change Stock-Sales 
. in sales 1950 in inventories Ratio 
, Aug. 1950 from Aug. 1950 
Geographic from from 
Division 
Aug. July 8 mos. Aug. July | Aug. Aug. July 
1949 1950 1949 1949 1950 50 49 50 
U. S. Total | | 
Sales +40 | +12 +12 +5 | +3 111 | 148 | 119 
| | 
Hardware: | | | | 
| | 
South | | 
Atlantic +65 | +21 +16 +1|—4 143 | 240 | 181 
| 
East South | | | | 
Central +75 +16 +21 +5 | +2 133 | 186 | 139 
| 
West South | | | | 
Central +54 +8 +17 —4 |—4 151 | 244 | 171 
| | 
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reserves at 


vital reserve, To keep 


a safe level, foreign shipments 
have been limited to a rate of 
3,000,000 bales a year, almost 50 


percent below last year. 

In view of this situation, there is 
little prospect for lower cotton 
prices even with a 16-million-bale 
crop in 1951. 


Retail Sales Rise 
Sharply Over 1949 


HE NATION’S independent re- 
7 an, despite recent credit 
curbs, are having no difficulty in 
keeping sales on a high level. In 
August total sales were 23 per- 
cent above the corresponding 
month of a year ago. And in the 
first eight months of 1950 sales 
were 10 percent above the same 
period of 1949. 

Hardware dealers, according to 
government statistics, are getting 
their share of the business. In 
August, sales by independent 
hardware retailers were 27 per- 
cent above August 1949 and for 
the first 8 months of the year were 
5 percent above the same period of 
1949. 


Building Cut-back to Slow 
Salesin Some Lines ... 


ITH the sharp cut-back in 

’ building that will result 
from the imposition of Regulation 
X—the government’s curb on 
mortgage credit—producers of 
some lines probably will feel some 
slump in business. 

Under the regulation down pay- 
ments have been drastically in- 
creased and maturities tightened. 

Producers of building materials 
and supplies and manufacturers of 
home-furnishings will notice some 
slackening in sales. However, the 
fall-off will only be a recession 
from an unprecedented boom to 2 
more normal situation. 

Hardware stores may notice 
some drop in sales of appliances, 
builders hardware and other prod- 
ucts for home use. 
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,et helps you spotlight all garden goods! 
— 
7 enee | @s 
- Green Spot’s great new Promotion Kit contains all the essential nana 
‘ ; , : - oose- 
\ props for setting up the money-making window you see here. neck: Allows hese 
Sy W\ It’s the first manufacturer promotion ever to boost all garden faucet without 
supplies. . as les. Swivels freely 
And the sales power behind this promotion is GREEN spoT. . . the high ; ho hose kinks 
. . . a é cet. 
quality line of garden hose accessories that helps you profit most because 
it’s America’s most complete, nationally-advertised line (best sellers below). 
at Get your big GREEN spoT Promotion Kit from your jobber, including 
is beautiful, full-color, easel-mounted backdrop; two matching side panels, 
yf listing items vital to lawn care; easy-to-follow diagrams for window set-up H-333 “Y" Con- 
0 and inside-the-store counter display; window banners; consumer book- bones: Says 
lets; counter card and other free sales helps. Keep a full selection of shoes % ate 
is GREEN SPOT on hand, and you can’t fail to make the sale. sone ono ene > 
maie eaaced, 
n two male, 
le 
H-353 Quick 
Connector: 
Speeds joining 
hose-to-faucet, 
hose-to-hose, 
hose-to-acces- 
- —~ * ouepe to- 
7 , TORS gether rass, 
it COMNE leakproof, , 
in . 
n aaa cient |= 
T= 
6 H-280 Standard 
ig RAYS Hose Coupling: 
> Strong wrought 
1e ty FAN §P brass, dee; > shank 
eS ~ sept b00uET ridges, heavy 
: knurled nut. 14", 
1e 54", 4" I.D. hose 
sizes. 
to “5 
1 
“ i 
H-281 Super 
nt Clinch Hose 
r- Coupling: Joins 
two pieces of hose 
or so they can be 
taken apart. 
re Meavy gauge 
brass. Fir st- 
of —— steel Gngere 
won't cut. Also 
: 5 ; one-piece H-282 
See your jobber or write Merchandise Division, urss-ctines 
HOS =NDER, 
Scovill Manufacturing Company, 34 Mill Street, Waterbury 20, Conn. 
‘ 
| —y i SS sa 
in : S — H-346 Four-Arm Sprinkler: H-3375 Chrome 
: — > v4 Arms pre-set for even cover- Hose Nozzle: 
It ” , age. Rustproof: brass arms New! Buclesive 
a and head, green-enameled ca oy eo ide 
on ib base ea prool design. 
eo of - Bg. sh Ste ' Solid brass, heavy 
on , ee a Re ae Laas one-one 
R 4 ; Othe ode 
of pps tomatic sprinide el Poli % wt, —_— et ps Start 2 
ne ae “ee jozzles hav dis H-3334 Two-Arm 
uh - ring on : Adjustable H-361 Root 
ee Say SR Fy : Speteiter(Chreme): wl « Irrigator: 
y- . rae Le Moving Nozzles adjust fine New! In- 
rk gh tS he: Ba ieee : to coarse. Waters H-354 Three-Arm Sprinkler: serted in 
n- ti any shape area. Ro- Waters 40' circle. Fine, even ground to 
i tary or stationary. spray. Rotary arms pre-set. water roots, 
‘ Rust-proof. Also in Brass head and arms, green- Brass head, 
ils brass. enameled base. gree 2 : 
of 7 eS a 
ne \ oi €—) (ae? . 
he H-255 Multiple = A Fe P 4 oy 
Lawn Sprinkler: H-262Fan Spray: d ¢ ; : 
on jfhen used in Waters soil, a A, &> 
a series, ideal for won't wet foliage. H-264 Ring 
: odd-shaped _ Prevents flower Seton Safe for 
areas. Misty fungus diseases. children. Sprays GARDEN HOSE ACCESSORIES 
- pray. Perfect for pesgee Seace up to 4 _— = 
ow water pres- y, washer re- eter. Long-life FEPS THAT POT G a] 
es sure - taining pocket. wrought brass. KEEPS TH TSP i GREEN 
’ A Product of Scovil! 
d- 
SPRINKLERS - FAN SPRAYS - HOSE NOZZLES - QUICK CONNECTORS - COUPLINGS - HOSE MENDERS - CLAMPS + NIPPLES - GOOSE NECKS 
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B. H. Jones, National 
Serew Exeeutive, Dies 


Benjamin H. Jones, 61, vice presi- 
dent of sales, The National Screw & 
Mfg. Co., Cleveland, Ohio, died Sep- 
tember 21 at his home in Cleveland. 





B. H. Jones 


Early in September, Mr. Jones had 
completed 25 years with the company 
and was well-known both for his 
activities in the fastener industry 
and to distributors and industrial 
users of fastener products. 

He began his career at National as 
secretary to the president, but soon 
became a salesman and in 1941 was 
appointed assistant vice president and 
general sales manager. His election 
to vice president in charge of sales 
came in 1948. 





J. A. Horne, Yale & Towne 
Board Chairman, Passes. . 


Joseph A. Horne, chairman of the 
board of directors of The Yale & 
Towne Mfg. Co., died October 3, after 
a brief illness. He was in his 82nd 
year. 

Born in England in 1869, Mr. 
Horne was brought to America at 
the age of two. He studied in public 
schools of New Britain, Conn., where 
he started his industrial career with 
the P & F Corbin Co. in 1888. After 
he came to Yale & Towne in 1892, 
he continued his education at night 
by studying engineering at Columbia 
University. 

Joining Yale & Towne as a fore- 
man in 1892, Mr. Horne rose steadily 
and was elected acting president 
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during World War I and a director of 
the company in 1912. During his 58 
years of uninterrupted association 
with Yale & Towne, he worked in 
close collaboration for three decades 
with Henry Robinson Towne, co- 
founder with Linus Yale, Jr., of the 
company in 1868. He participated in 
the expansion of Yale & Towne from 
a one-plant operation in Stamford 
to an international manufacturing 
organization with eight plants. 

Mr. Horne is survived by his wife, 
the former Margaret Burke. 





RB&W Appoints Burdsall 
To Manage New Post .. 
Russell, Burdsall & Ward Bolt and 


Nut Co., Port Chester, N. Y., has 
appointed Robert H. Burdsall as 





manager of market development and 
advertising. This post has been 
newly-created as a key step in the 
company’s program to coordinate its 
advertising and merchandising ac- 
tivities and integrate them more 
closely with selling. 

Mr. Burdsall, associated with the 
company since 1925, most recently 
headed Port Chester district sales. 
Prior to that, he represented RB&W 
in New York state and, until 1936, 
in Chicago. He is a member of the 
RB&W board of directors and a 
trustee of the Port Chester Savings 
Bank. 





Black & Decker Holds 
Regional Meeting .. . 


A regional sales meeting for all 
sales personnel of the Atlanta, Balti- 
more and Charlotte branches was 
held September 11-12 by The Black 
& Decker Mfg. Co. at its offices in 
Towson, Md. 

Featured at the meeting was a new 
merchandising campaign for the 
recently introduced line of heavy- 
duty Lectro-Saws, products of the 
Home-Utility Division. Other mer- 
chandising aids for Home-Utility 
electric tools were shown for the 
first time, and the Christmas pro- 
motion campaign, the largest in the 
history of Black and Decker, was 
discussed. The Christmas campaign 
will feature a new 14” drill kit and 
5” sander-polisher kit. Hollywood 
stars, Anne Baxter and Hugh Mar- 
lowe, are featured in all Home- 
Utility Christmas advertising. 





South Atlantic district sales engineers at regional sales conference 
held by The Black & Decker Mfg. Co. recently. New portable electric 
tools for home users and builders were featured at the conference 
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MOTO-MOWE RT 


saa 


Fundamental improvement 
in Power Lawn Mowing 
uow avatlalle ou 
MOTO-BO Y and $3¢& oOo 8 F 


as optional equipment at the factory 








* = 


; daw * , 

, The most outstanding accessory and improvement for a 
lawn mower developed in the past fifty years. This greatly 
extends the mower's cutting capacity by topping weeds, 

— i 


SN (i.e. dandelions, buck horn, plantain, etc.) ahead of the reel, 
enabling the reel to cut the grass and obnoxious weeds to 
= the normal cutting height . . . Moto-Boy and Scout models 


*This is strictly 0 WEED TOPPER to hay mower. sickle equipped, slightly higher priced than standard 
models .. . available as original equipment only. 


Tne beat known name in power lawn mowers for thirty-two years 


Ms O=1. O - Meo®. W-Es&t 
Company 





















4600 Woodward Ave. Detroit 1, Michigan 
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Better toothing is just one rea-} 
son why customers come back ¥ 
again and again for Victor) ge 
Blades. Teeth are always uni-} ~ 
form — from blade to blade — 
from tooth to tooth. That’s be- 
cause they’re cut by a special 
machine using scores of indiv- 
idually ground toothing tools 
that are always accurately set. 
No other manufacturer cuts 
teeth this way. 


And Victor backs up quality 
with hard-hitting sales helps. 


Victor Molyflex Display Cards — hold 3 
ten shatterproof high speed steel 
blades. 


Victor Wail Chart — free and full of 
facts on hack saw selection and 
use. 





Victor Metal Cutting Booklet—handy 
pocket-size guidebook to better 
hack saw results. Also free. 


o70490) ON ANAA¥e 8 


Te 


Victor National Advertising — 
reaches your biggest customers 
through eight leading industrial 
magazines. 


Hi331 81-920 Y% X OL 


Victor's Complete Line—hand and 
power blades, frames and bands 
in all steels, tempers, 

pitches and sets. 
Steelrite Metal 
Marking Crayons 
to go with them. 


@ess0 







COMING SOON 


“Blades of Gold” 
—sound slide film 
for distributors’ 
sales meetings. 














d and Power Hack Saw Blades 
and Band Saw Blades 











Horton Announces Change 
In Company Title .... 


The Horton Mfg. Co. of Bristol, 
Conn., has announced that after Octo- 
ber 1, 1950 it will be known as The 
Horton Bristol Manufacturing Co. 
Personnel and sales and operating 
policies are in no way affected by 
this change in name. 

For many years, fishing rods, reels, 
lines, golf shafts and clubs have been 
known in various sections of the 
country by both the names Bristol 
and Horton, and it was decided that 
by bringing the Bristol name into the 
firm name that it would lead to 
better identification of the product 
and its manufacture. 





National Lock Appoints 
Sommer Vice President 


The board of directors of National 
Lock Co., Rockford, Ill, has an- 
nounced the appointment of W. B. 
Sommer as vice president. Mr. Som- 
mer, who has been associated with 
the company for 10 years, will con- 
tinue as sales manager of the screw 
and bolt sales division. 





Nicholson Names Neal 
Domestic Sales Manager 


Nicholson File Company, Provi- 
dence 1, R. I., announces the appoint- 
ment of Edmond A. Neal as domes- 
tic sales manager, to succeed Harry 
L. Whitney, who resigned as director 
of sales on September 27, 1950. 


al, 





E. A. Neal 


Mr. Neal, graduate of Brown Uni- 
versity, first began work with the 
Devoe & Reynolds Paint Co. as a 
member of the market analysis de- 
partment. In 1939 he joined Nichol- 
son File Co., and completed the 
company’s intensive training course 
for representatives in the Providence 
Factory. He was then assigned to the 
Philadelphia and New York areas and 
in 1945 was brought to the home of- 
fice and subsequently made assistant 
director of sales. 


SOUTHERN 


Cummins Purchases Fred 
Wappat Tool Lime .... 


Paul Jones, president of American 
Security (A.S.C. Corp) Marion, In- 
diana, and president of Cummins 
Portable Tools Division, Chicago, an- 
nounces the purchase of the assets of 
Fred W. Wappat, Inc., of Mayville, 
N. Y., manufacturers for 25 years 
of portable electric hand-saws for 
the industrial and construction fields 





Paul Jones 


The newly acquired property will 
be operated by Cummins as the Fred 
W. Wappat Division. The entire 
Wappat personnel and identity of 
the Wappat line will be retained. 





R. H. Evans Appointed 
To Olin Industries Post 


Robert H. Evans has been ap- 
pointed executive assistant to the 
president and executive committee 
of Olin Industries, Inc., effective 
October 2, according to an announce- 
ment by John M. Olin, president. 
Mr. Evans resigned his positions as 
secretary, treasurer, and director of 
the Riegel Paper Corp. to accept his 
new duties with Olin Industries. 

A native New Yorker, Mr. Evans 
is 38 years old and has been with 
the Riegel Paper Corp. since 1945 
He was with the War Production 
Board, pulp and paper division, from 
1942 and later became chief of the 
pulp allocation office. Prior to 1942 
he was with the investment branch oi 
the Fiduciary Trust Company of New 
York. 





New Officers Elected 
By McKinney Mfg. Co. 


At a recent meeting of the board 
of directors of McKinney Mfg. Co., 
Pittsburgh 33, Penn., the following 
officers were elected: John Gibson, 
Jr., chairman of the board; John 
Gibson, III, president; H. N. Camp- 
bell, Jr., vice president; T. W. Brown, 
secretary-treasurer. 

Mr. Gibson, Jr., was formerly pres- 


ident, while John Gibson, III, was 
vice president, prior to the recent 
elections. 
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“I’m a typical Lowe Brothers Dealer and like many others 
I'm making good money! Why?—for three good reasons! 

“FIRST REASON—PRODUCT QUALITY! It’s a pleasure to sell Lowe 
= Brothers quality because customers are pleased with re- 
ae sults—they always come back to me for paint. 
ve “SECOND REASON—NO CATS AND DOGS IN THE LINE! All colors 
“4 are Style-Tested— proved by research to be in keeping 
as with the very latest color trends. They move much faster 
of because they are the colors customers want and will buy 
™ for fine home decoration today. 
ns “THIRD REASON—SuPPORT! No paint line—no matter how 
“4 good —is going to hop off the shelf and sell itself. Lowe 
any Brothers back their products with the kind of advertising, 
om display and promotional helps that pull customers into 
os the store. It’s the most complete and consistent dealer 
a One typical product from Lowe support in the business: powerful basic materials — signs, 
ew Brothers Line Of Profit Leaders clocks, displays, color cards, literature, etc.—plus a steady 

flow of new ideas and materials for special, traffic-build- 
ing store promotions that really pay off! 





“All in all, it’s a winning combination of product-quality 


4 Universally Preferred and support-in-quantity that builds extra profits. If you 
~ For ALL Enameling! want quick details about handling this profit leading line of 
ing ; consumer preferred products, write Lowe Brothers today!” 
on, Puts profit into your paint-selling picture because: It hides 
yhn perfectly —one coat renews furniture, walls, woodwork, THE LOWE BROTHERS COMPANY + DAYTON 2, OHIO 
np- countless other things! Super TOUGH —even withstands 
yn, many strong stains, acids! Excellent for both interior and 


exterior use! These and other standout features make 
es- PLAX a preferred, popular and very profitable product for Lowe Brothers 
vas | Lowe Brothers Dealers everywhere! 
ent 
PAINTS * VARNISHES 
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GREENLEE CHISELS 


Now PlasticSealed 





+. protects your stock, 
brings full value to the user 


Yes, that fine finish you 
always find on GREENLEE 
Chisels now has sure, 
constant protection from factory 
to user. Because GREENLEE 
Chisels are Plastic-Sealed 
with a heavy protective coating 
over the entire blade. 
That means they are shielded 
from shipping and handling damage, 
seashore and other humid 


Think of 
the costly stock maintenance this 


conditions. 


eliminates for you... you 


know your chisel inventory is 

in perfect shape at all times. 

And you know that when 
your customers put 


these fine GREENLEE ik aa i W y ROH iN 
. . Y AS 
Chisels to work they'll do A ////f a yy yi 
: \ yj / Y fie YY WN) ‘ 
the job right! Uff 0°. ‘ LH py 
WPA |, ‘ i a . RY 
A y ' i\ AY ‘ \\ 
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GREENLEE 


STOCKED BY LEADING WHOLESALERS 
FAST SELLERS IN THE GREENLEE HIGH-QUALITY 


Auger Bits * Expansive Bits * Socket Butt Chisels * Socket Firmer Chisels * Car Bits * Razor Blade Draw 
Knives * Automatic Push Drills * Spiral Screw Drivers * Bit Extensions * Bell Hangers’ Drills * Turning 
Tools * For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1831 Herbert Avenue, Rockford, Illinois, U.S. A, 





LINE 



























WHOLESALER 
NEWS 





Hubbard Names Sadler 
Sporting Goods Manager 


The S. B. Hubbard Company, Jack- 
sonville, Fla., announces the appoint- 
ment of Luke Sadler as manager of 
the Sporting Goods Division. 

Mr. Sadler, known as “Luke” by 
many sportsmen in Florida, attended 
Presbyterian College in South Caro- 
lina. A lifetime resident of Florida, 
he served as a Navy airplane pilot for 
three and one-half years during 
World War II. In 1941 he held the 
410 Gauge State Skeet title and the 
High Overall State Skeet title. 





Luke Sadler 


Mr. Sadler is thoroughly conversive 
with arms and ammunition and all 
other sporting goods and is well 
known to the Florida sporting goods 
trade. 


R. E. Faulkenberry Joins 
MeGowin-Lyons Staff. . 


R. E. (Bob) Faulkenberry, formerly 
with Tissier Hardware Co. of Selma, 
Ala., has joined the sales staff of 
McGowin-Lyons Hardware & Supply 
Co., Mobile, and will represent that 


firm in the Southeast Alabama- 
Northwest Florida territory. 
Mr. Faulkenberry has _ traveled 


South Alabama - North Florida terr!- 
tory for the past 13 years, except for 
the time spent in the Army Air Force 
during World War II, and is well 
known to the hardware trade there 


Ledford to Represent 
Louisville Tin & Stove 


Ferrell Ledford is now representing 
the Louisville Tin & Stove Co., of 
Louisville, Ky., in a section of West- 
ern Kentucky. 

For the past nine years, Mr. Led- 
ford has been in the retail hardware 
business in Hopkinsville, Ky 
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Tenneseal V-Drain Steel Roofing is tops! 


How strong is this roofing? 


Tenneseal is strong enough, on pioperly-spaced pur- 
lins, to bear a man’s weight without damage. 


Do | need a solid decking? 


Tenneseal can be applied to nailing strips, cutting the 
time and expense of building a solid deck. 


Will it bend in the wind? 


Tenneseal will not bend under the pressure of high 
winds, yet it is light enough for convenient handling by 
ordinary farm labor. 


How about expansion? 


Being steel, Tenneseal does not expand and contract as 
much as other types of metal roofing, and therefore has 
less tendency to enlarge nail holes and permit leaks 
at these points. 


How good is its protection from rain? 


Four leakproof features . . . Tension Curve, Pressure 
Lip, Triple Cross Crimp and V-Drain . . . give Tenneseal 
users unrivalled protection from rain. 


Does it last long? 


Tenneseal’s heavy galvanizing adds years of service 
to the natural durability of steel. 


bs it fireproof? 


Tenneseal gives secure protection from fire, and, when 
properly grounded, from lightning. 


What about cost? 


Tenneseal V-Drain Roofing costs only slightly more, in- 
stalled, than ordinary Corrugated Steel Sheets. 


Keep these facts in front of your customer. They'll 
bring you the business of those who want the best in 
roofing . . . Tenneseal V-Drain Steel Roofing. 


TENNESSEE COAL, IRON & RAILROAD COMPANY 


GENERAL OFFICES: BIRMINGHAM, ALABAMA 


DISTRICT OFFICES: BIRMINGHAM - CHARLOTTE - 


HOUSTON - 


JACKSONVILLE + MEMPHIS + NEW ORLEANS - TULSA 


TENNESEAL V-Drain ROOFING 
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Jacobson Introduces Two 
New Mowers to Lime ... 


Jacobson Manufacturing Co., Ra- 
cine, Wis., has introduced two new 
units to its line—the 25-inch rotary 
disc mower, the Worthington, and 
the rear-drive, 21-inch power mower, 
the Manor. 





The Worthington 


The rotary mower is an all-pur- 
pose, large capacity grass and weed 
cutter. Lightweight and easy-han- 
dling, the unit is designed and priced 
for home use. 





Jacobson Manor 


The new power mower, designed 
for medium-sized, landscaped lawns 
where many shrubs and trees re- 
quire a mower with unusual maneu- 
verability and close trimming quali- 
ties, has an automotive type differen- 
tial which allows hairpin turns under 
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power without scuffing. Traction 
wheels are located behind the cut- 
ting reel, enabling the Manor to cut 
close to obstructions. 





New Rotary Power Mower 
Added te Savage Line .. 


Rounding out its line of hand and 
power lawn mowers, Savage Arms 
Corp. has developed a rotary type 
machine, to be released to dealers in 
the near future, according to A. W. 
Schenck, sales manager of the Lawn 
Mower Division. 

The new rotary is powered by a 
1.6 h.p., 4-cycle Briggs & Stratton 
engine with belt drive. Cutting width 
is 19 inches. Its single one-piece 





blade is Sta-Temp hardened and 
tempered. An important feature of 
the mower is its deep skirt or hous- 
ing, which comes down close to the 
ground to enclose the whirling blade 
and protect it from outside objects. 

The new mower is a 4-wheeled 
model with turret-type shaft and belt 
guard. Engine is mounted at the 
rear of the deck, and main drive 
shaft runs on New Departure bear- 
ings, permanently lubricated. Three 
cutting height adjustments are pro- 
vided. 

With the addition of this new 
mower to its present line of two reel- 
type power mowers and four hand 
models, Savage is now able to offer 
a complete selection of lawn mowers 
for every grass-cutting requirement 
encountered by home owners, estates 
and institutions. 


Davis Announces New 
1951 Mower Line... 


G. W. Davis Corp., Richmond, 
Indiana, announces that its line of 
hand and power mowers for 1951 will 
include the Davis 50/50 power 
mower; heavy-duty models B&S-18, 
B&S-22, and C-22; the new rotary 
model 51, which cuts tall grass; and 
four new hand mowers, Competitive 
33, 4-Square 66, Whispering 77, and 
Whispering 78. 





Model 51 Rotary Mower 


The 50/50 mower features a 
Briggs & Stratton or Clinton 1.1 h.p. 
engine, Hyatt automotive precision 
roller bearings, semi-pneumatic rub- 
ber tires, and Flex-a-Matic clutch 
with full safety release. 


— 





Whispering 77 Model 


Model 51 rotary mower is designed 
to operate 42-inch from walls, fences, 
etc., eliminating hand trimming. Its 
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Amazing New 


GLADDING FLY LINE 
Ways Getler/ 


SHOOTS EASIER 





» CASTS FARTHER 


/. 

2 2 
RT 3. KINKS LESS 
~ 


‘ ‘ 





Size HOH 30 Yos. 
STANDARD TAPER 
‘ oe ig Oe & 





LASTS LONGER 






5. FLOATS EASIER 








CILESTONE 
PROCESSED! 








CARBORUNDUM 
HONED! 





Anentire coil of Cilesto line, dropped in the Micro-photo cross section of Cilesto line shows construction. All Cilesto tapers come in ao reusable 
woter as a laboratory test, still retained Note how thick coating of Cilestone seals and impregnates plastic display cose. Perfect for 
its original buoyancy —after 16 hours! nylon threads, adding to natural buoyancy of line. leaders, spinners, flies, bugs, etc. 


@ “Best line I ever used” says 97.6% of the fishermen 


Cash in reporting on Cilesto ... after 1500 Cilesto lines had been tested 


under all fishing conditions in both fresh and salt water. 


on the No wonder: Cilesto takes more abuse, lasts longer than 


ordinary lines of either silk or nylon, and yet size for size, is the 


Call for same weight as silk. 


Stock up now on the fly line that’s 5 ways better. 


CILES 7 Oo ft Order Gladding’s Cilesto today. 
e 


B.F.GLADDING & CO., Inc. <5 


SOUTH OTSELIC, N. Y. 
Established 1816 
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non-clogging mulcher cuts stems, 
weeds or heavy grasses and then 
spreads them over the lawn. Its low 
sides prevent scarring or scalping of 
lawn when mowing over rolling 


( 
A 


ground or terraces. ; 
Model B&S-18 and Model C-18 
feature Davis’ exclusive “resharpen- p 
ing by back-grinding” feature. Its Pp 
dual V-belt pulleys are provided on 
engine and countershaft, so that V- 
belt may be crossed, thus driving the h 
reel backwards by engine power and fi 


enabling the operator to backgrind 
the reel, a saving to the owner. Model 
C-22 also features the dual V-belt 
drive, plus an exclusive new governor 
control. 

Davis’ four new precision lawn 
mowers are the two Whispering mod- 
els, 4-Square Model 66, and Com- 
petitive Model 33. Competitive Model 
33 comes in 12, 14 and 16-inch sizes, 
while the others are available in 16- 
inch only. The Whispering models 
have tubular and metal handles with 
plastic hand grips; 10” semi-pneu- y 
matic rubber tires; plastic hub caps; 
heavy lipped edge cutter blades; pre- 
cision automotive roller bearings; 
four spiders, 6” diameter, and five 





high carbon crucible steel blades. th: 
HERE AY A SIGN The Competitive and 4-Square mod- M. 
els feature wood handles with steel $1 
handle irons; automotive roller bear- €9, 
you'l l NEVER Ly 74 tf ings; lipped edge cutter blades. $2! 
° The mowers are shipped in Davis’ mz 
new unit package. be 
a me 
to 
Electric Paint Peeler 
No sir, you’ll never have to “unload” Lamson bolts at Introduced by Slik . . - 
Ss 
’ . Slik Products Co. Manitowoc, : 
r , : c] 
a loss because there’s a new model coming out or because we eee Se Geer dee oe 
they’re “out of season’’. heat paint peeler which peels paint, bo: 
enamel, and varnish from wood in fin 
, ” one stroke. The Slik peeler uses a , 

Bolts, nuts and screws are year ‘round “best sellers see walt AC. OC tent Wie basin 
They’re one of the 10 most called-for hardware items element in combination with a spe- Al 

: d cial, precision ground 2-inch scraper 
. . . which means fast turn-over and quick profits. And blade. 01 
remember, with bolts there’s never any breakage, leakage oa 
; it 
or other loss for the retailer to bear. all- 
Vic 
That’s why we say: carry a full line of Lamson bolts, nuts bai 
° . - eitl 
and screws ... prominently displayed. Be ‘Bolt Head- ped 
quarters” for your community and add up your PROFITS! " 
tive 


THE LAMSON & SESSIONS COMPANY 
General Office: 1971 West 85th Street, Cleveland 2, Ohio 


Plants at Cleveland and Kent, Ohio * Chicago * Birmingham 
any 115 volt outlet. A light, forward 


stroke peels up to 10 or more = 4 
aint, ené : varnish to the 
(HARDWARE SALES HEZpg, Sette inet” | 





The peeler is attached to a stand- 
ard appliance cord and plugged into 








Said to be ideal for all types of 
that, Pot te P ‘ woodwork and furniture, the unit is 

guaranteed for one year and priced 
to retail for $2.95. 
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Ciemson Announces Wide 
Advertising Program . . 


Clemson Bros., Inc., announces a 
mprehensive advertising and sales 
omotion program for the 1951 line 
Clemson lawn mowers. 

Plans include, in addition to half- 
pages in color in “Saturday Evening 
Post,” color ads in “American Home,” 
“Better Homes & Gardens,” and 
“House & Garden,” as well as five 
hardware trade papers. A new slide 
film will be shown to distributors’ 
salesmen as a practical sales aid. 


90 9 





Clemson’s 


1951 line consists of 
three machines in three price ranges. 
Model 16 and 15 inch cut retails for 
$19.95; the Model with 17-inch cut, 
$24.95; and the Deluxe Model E-17, 
$29.95. Because of uncertainties of 
material and labor costs, prices can 
be quoted only as of date of ship- 
ment, and every effort will be made 
to avoid increases, it was announced. 

Features of all models include 
baked-on enamel finish, shears brack- 
ets, palm-fitting hand grips, the ex- 
clusive easy-to-work Clemson height 
and shear adjustment, welded reels, 
boxframe construction, and non-scuf- 
fing rollers. 





All-Metal Mouse Trap 
Offered by Animal Trap 


Animal Trap Co. of America, 
Lititz, Pa., is offering a new design, 
all-metal mouse trap, known as the 
Victor Easy-Set. The trap can he 
baited before setting and then set 
either by haad or foot. A roll bait 
pedal eliminates need for tying the 
bait on a hook, it is claimed. 

The Victor Easy-Set has a sensi- 
tive pedal release, and mouse dis- 





posal is clean and simple, without 
hands touching the animal. Modern 
design and nickel finish are said to 
offer easy and simple cleaning of the 
trap. 

The traps are available in a color- 
ful counter display, packed two 
dozen traps per display, one gross 
per shipping carton 





Impakdriver Hand Tool 
Announced by Porter . . 


H. K. Porter, Inc., Somerville, 
Mass., has announced a new hand 
tool, the Impakdriver, which tightens 
or loosens screws, bolts or nuts with 


a twist in the right direction and a 
few raps with a hammer. The item 
is constructed on an efficient cam 
pattern that translates the impact 
from a hammer’s blow into an amaz- 
ing amount of torque, it is claimed. 

Useful for starting stubborn nuts, 
bolts or screws that are rusted or 
frozen on, Impakdriver also pro- 
vides a simple answer for working in 
hard-to-get-at places. 

Impakdriver is sold by itself or in 
sets with different combinations of 
bits and sockets for various sizes 
and types of screws, bolts and nuts. 
These attachments have been spe- 
cially engineered to give best results 
and are constructed of alloy steel. 











SURE BET 
FOR BASS 


Boost your fishing tackle volume 
and profits with this brand new 
twin brother of the now famous 
Super Midget. Designed to dive 
deep down into the lair of those big 
ol’ fellers. Brilliant colored scales 
— scientifically designed plastic 
body — will not swell or water log. 
Colors: Gold or Silver Scale and 8 
Packed 
in transparent plastic box of many 
uses. Weight 3/8 oz 


other color combinations 


EC spoon 
REFL yiG 
A 









ACTUAL 
SIZE 


Buy the complete line of world famous 
BARRACUDA FISHING TACKLE 


Write, wire or call your jobber today 


for complete information 
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SANDVIK N°280 j 
STaprer Ground The Whole Width |, 












STEEL TELLS THE STORY! 


is balanced to meet exacting profes- 
sional requirements, and finished to 
win the acclaim of men who earn their 
living with fine tools as the finest. 


The SANDVIK trade mark... the fa- 


mous “Fish & Hook” . . . on the blade 
of SANDVIK hand saws tells your cus- 


Yes, it’s steel . . . the finest SANDVIK 
Swedish Steel . . . that makes this tool 
the pride of the carpenter's tool chest. 
The very heart of all edged tools is 
the steel from which they are made, 
and with SANDVIK “Fish & Hook’ 
Saws that important basic ingredient 
is the world’s finest steel for edged — tomer this is the Swedish steel... and 
tools . . . genuine Swedish charcoal do cow ... he wate to om. 

steel. Keen edge? You can’t top it! " 


What's more, in a SANDVIK Saw the 
edge lasts and lasts because the steel SA a D Vi K 
SAW & TOOL CORPORATION 


is tough! 
47 WARREN ST. NEW YORK 7, N. Y. 





To match such performance by the 
steel the SANDVIK #280 Hand Saw 








Men, women, youngsters — everyone 
needs a rule...it’s the gift with 
universal appeal. Suggest a Carlson—your 
customers will take pride in giving this top 
quality rule. A Carlson is received with extra 
pleasure, thanks to features like the new 
swing-tip, and 10-second blade change* on 
the Hobby, Chief and White Chief. 


Order an ample supply 
from your jobber now. 


* Pat. No. 
2510939 


—_ = 
SULLIVAN, INC. 


CA t.t F eS Se 


4 N 
CARLSON & 


MONROVIA 


72 








New Tool Items Announced 
For Seymour Smith Line 


Seymour Smith & Son, Inc., Oak- 
ville, Conn., garden tool manufic- 
turer, has announced four new tool 
items for 1951. They include two 
pruners, a competitively priced 
plier-wrench and a new merchandis- 
ing unit. 





Professional Double-Cut 


The new 
pruner, No. 90, is reported to be drop 


forged throughout, beautifully ma- 
chined, ground and polished, and to 
feature “double cutting” action, with 
the blades cutting on both sides of 
the limb, without injury to the bark 

A new size has been offered in the 
regular “Professional” series. The No. 
124 and 125 pruners now include a 
smaller 7” size, No. 123, which is 
identical with larger models. 

The Powr-Grip plier-wrench op- 
erates on the same principle as the 
Snap-Lock item. It has the same 
2,000-pound grip that locks onto the 
work and holds on after the user lets 
go. 
The Snap-Lock plier-wrench is 
now available in a 6-color merchan- 
dising unit, No. 2600. Illustrations 
graphically show the many uses of 
both the seven and ten-inch sizes 
of the Snap-Lock. 





Puritan Cordage Offers 
New Clothes Line Carton 


Puritan Cordage Mills, Inc., Louis- 
ville, Ky., is offering a new 12-hank 
shipping and display carton suitable 
for counter use with various brands 
of clothes line. 
for 


The new carton is designed 
Puritan Maid Clothes Line, but it 
may be used to display other Puri- 


tan products also 
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FOUR MORE DEALERS PROVE 


ROXDALE TILEBOARD BIG MONEY MAKER 





CONNECTICUT 





NEW YORK 





MR. WILLIAM L. 
VAN DUSSEN 





Martin Van Dussen Co., Rochester, Mr. W —— 
Van Dussen. “We've been handling the Roxda f 
tileboard line for two years now. I consider it 
one of my top lines. Sales average better than 
$50 each. Volume has increased steadily. ord 
tomers are so satisfied that practically every sale 
results in two or three new prospects, recom- 
mended by the customer. 








MR. JOHN B. 
LeCLAIRE 





Mr. John B. LeClaire, Jewett City Hardware & 
Paint Store. “I highly recommend Roxbord. We 
average $50 or better per sale, which is a very 
nice sale for our store. We sell it over-the- 
counter only. Roxdale window display J and 
other advertising materials bring a lot of inter- 


ested people into the store. 











~— NEW JERsey —_ 





MR. JACK SIROTA 
MR. FRANK MILLER 


i? . 
mo Sirota and Frank Miller of Harry 
oe k. — Jersey City. “We've sold $20,000 
ps oxbord since July, 1948—all oy er th 
7.’ 20 installation at all. W on 
! -Wer s 
ns before taking on the kh on 
be op display is so attractive that ccm 
ee : 10 walk into the store for a smal] item 
up buying $50 worth of Roxhord.” = 


"A few select Dis- 


—  —r, PENNSYLVANIA 


Brownsville Hardware 
F, Rickard: “Aro 
of the country, 
their own redecorating 
Roxbord sales k . 
fact we 


a P 
rings in plenty of extra busine 


act MOW — This Fall and Winter, homeowners 
will invest more in redecoration than ever before. 
Roxdale’s merchandising program is geared to bring 
the $50 tileboard customers into your store. Take 
advantage like hundreds of dealers in your field who 
are enjoying Big New Profits through the sale of 
Roxbord. ADD ROXBORD NOW. Investment i 
small, Send Coupon Today for Complete Facts Free. 






MR. JOHN F, 
RICKARD 













& Paint Store, | 
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Our over-the-counter 
up all the time. The 


Suaranteed tileboard 
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You'll Profit More Always with Rox- 
bord the Guaranteed Brand with 
Plenty of Promotion. Mail coupon 
for complete facts. 














Roxdale Building Products Corporation 
2916 White Plains Road, New York 67, N. Y. 






Without obligation, please give me the facts on 
handling Roxdale tileboard SH-1) 






Ss 






Dealer [} Distributor [} 





Nome 







Street 





tributors’ territo- 





ries still open in 
the South, Midwest 
and Far West. 
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| 


Chil 
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ja 
Roxdale Building Products i New York 67, N. Y. 
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Products for hand- 
some profits... 
Send Coupon Now. 


City 









State 
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New Shakespeare Cataleg 
And Nylon-Gear Reels... 





The Shakespeare Co., Kalamazoo 2, 
Mich., is now distributing its new 
1951 Fishing Tackle Catalog, printed 
in rotogravure, with 4-color cover 
and inserts. For 1951, Shapespeare 
will offer both an Angler Edition and 
a Trade Edition with the same for- 
mat; the difference being that seven 
pages of editorial features in the 
Angler Edition are dropped in favor 
of seven pages of trade information 
for the tackle dealer, featuring a 
complete range of line packaging, 
prices in trade quantities, baits priced 
by the dozen, bait assortments, rod 
building materials, snap _ swivels, 
snaps, leaders and a full line of 
miscellaneous accessories. Copies of 
the new catalogs are available from 
Shakespeare upon request 


this is the 





At the same time, Shakespeare an- 
nounces production of new direct- 
drive, nylon-gear reels. The gears are 
said to be lighter, quieter and tough- 
er, as proven in a three-year test con- 
ducted in both fresh and salt water 
for tarpon, bonefish and muskies. In 
addition, the manufacturer reports 
A STREAMLINED PROMOTION of 2-color pages every month in leading that Ben Hardesty, member of its 
field staff and three times U. S. Pro- 

sssional all-’round bait and fly cast- 
controlled Gold Medal Seine Twine. Made from carefully spun, long staple — ee _ been using a 
Direct Drive Sportcast reel for the 
last two years for accuracy and dis- 





Fishing Magazines continually reminds your customers of quality - 


cotton, this is the same twine used in Gold Medal Netting—famous 


for quality for 108 years. It ties right. hangs right—never kinks hig: 
: 1 : * i ~ gs right—never kink tance casting exhibitions. 
or twists—and fishes better and longer. Once a fisherman uses it, he Direct Drive construction, a Shake 


speare patented feature, makes possi- 
= ble the use of only two gears in the 
stock and promote Gold Medal Seine Twine and you'll aaur cedie. tnctend 60 the enel Ga 
or four, thus contributing to the unit’s 
overall lightness, the manufacture! 
yy reports. 
f All the new nylon-gear reels have 
the tear drop head cap design used 
on the President reel, which now 1s 
being built with nylon gears for 1941, 
in addition to carboloy bushings, an 
18-8 stainless steel frame, and new 
Automatic Thumb adjustable _ tail 
spool cap. 
The new reels are in the popular 
orice brackets, $10.50 and $11.00 for 
THE LINEN THREAD co., INC. (Successor to American Net and Twine Company) a "00-yard models, and $15.00 for 


comes back for more. So, for good customers—repeat customers 





net yourself good volume and good profits. 





QUALITY SEINE TWINE 











418 GRAND STREET, PATERSON 1, N. J. © Chicago 10, Ill. © New York 17,N. Y. the Direct Drive Sportcast with car- | 
Boston 10, Mass. © Baltimore 3, Md. © Philodelphic 6, Po. * Son Francisco 5, Cal. « Gloucester, Mass. boloy bushings, it was announc¢ d. 
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FOOTBALL EQUIPMENT 


AUTOGRAPHED BY THE FAMOUS COACH OF NOTRE DAME 









Hundreds of young football 
enthusiasts will want this new 
equipment. The line includes 
two cowhide footballs, a rugged 
helmet and a sturdy fibre shoul- 
der pad built for rugged play. 


Assured Sales in a Vast Market! 


“XE? WRITE YOUR JOBBER FOR PRICES 


Hota THE DRAPER-MAYNARD COMPANY 
APE 400 YORK ST., CINCINNATI 14, OHIO 


avxereeeeee @ @ 








No. 20 Grub Aroe 


Both items furnished with 
straight or curved handles. 








1950 | SOUTHERN HARDWARE for NOVEMBER, 1950 





WARWOOD 















Grubbing work on the 
farm and general grading 
work is easier with Warwood 
Heavy Hoes...and the results 

manshl? are better. Warwood Heavy 
Hoes are of hand forged steel, 
attractively finished in black 
baked enamel, with bevels 
ground, tempered and polish- 
ed to a feather edge. For the 

| longest service per dollar 
... buy Warwood! 








TOOLS FOR 


GENERAL CONSTRUCTION 
AGRICULTURE AND GARDENING 
MINING AND INDUSTRY 
RAILROAD TRACK MAINTENANCE 
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Stiglitz Issues Booklet 
On Selling Gas Heaters 


Stiglitz Furnace & Foundry Co., 
Inc., Louisville, Ky., has issued a 
new booklet entitled “How to Sell 
Stiglitz Warm-Aire Gas Heaters,” 
now available to readers and dealers 
upon request to the manufacturer. 

The booklet, written in concise 
and non-technical language, contains 
sections dealing with: the various 
types of gas, with the BTU values of 
each; methods of heat transfer, with 
charts showing the conduction, gen- 
eration and radiation of heat by Stig- 
litz gas heaters; the different types 
of heaters, with the features of space 


heaters listed and explained; the 
value of “Blue Streak” burners in 
Stiglitz Warm-Aire heaters; the size 
heater to show or recommend to a 
customer, with a chart prepared by 
the Institute of Cooking & Heating 
Appliance Manufacturers and an ex- 
planation on how to use it in select- 
ing the size heater to use and how to 


place the heater for better heating 
purposes; suggested selling points, 
with the value of a forced-air fan 


explained, as well as the value of a 
Unitrol automatic control. 

On the back page is a “Quick Quiz” 
of 21 questions, which was included 
for the department head’s use in 
training his salespeople in the funda- 








DRUM TYPE GAS 
BROODER STOVE | 


Broods 475-500 Chicks 


A most dependable economical 
performer. Has met the challenge 





of cold regions and poorly built brooder houses. 










No.1560-G 


Burns Natural, Artificial, 


Butane or other Bottled (LP) Gas. Burner and 2-Way Pilot fully enclosed— 
no fire hazard. Positive air circulation under canopy. No condensation, no 
wet litter. When heat is no longer required entire brooder can be hoisted 


to ceiling. Thousands now in use. 


AUTOMATIC 
WATERING = 


+) 














TROUGH Wea 





a 

With 2-Way Water Value 
that automatically maintains constant 
water level when adjusted. Weight of 
water in trough controls valve. Seamless 
and solderless. 46% in. long. 42 in. 
drinking space. Cap. 10 qts. Ideal for 
large scale broiler producer or small 
poultryman. 





MN J p LIne __— 
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OAKES BROILER TROUGH 
with the NEW QUICK-LEG- 
ADJUSTMENT Feature 


For growing chicks, broilers 
lets. 48 in. long. Turned flange 
along feeding edge. Smooth 
edged revolving reel, 
Cap. 19 lbs. Made 
of heavy gal- 
vanize d 
stee 











pul- 








3948-R 


Heavy wire sturdy ad- 
justable legs raise trough 
from 3 to 5'4 in. above 
floor. 


See your Oakes jobber or write us for 
free copy of our latest catalog 


THE OAKES MFG. COMPANY 
TIPTON, IND. 











mentals of gas heaters. On the back 
cover are answers to the 21 questions 
The booklet contains 15 pages, and 
is a handy sales manual for those 
who sell or use gas in supplying heat 
for homes, offices, or institutions 


New Changes in Mileor 
Steel Access Doors .. 


Inland Steel Products Co., Mil- 
waukee 1, Wis., announces that new 
improvements have been made in its 
line of Milcor steel doors 
These include: new, 
hinges allow the door to be open 
to 175 degrees and position the door 
positively for a better fit and easier 
closing. By extracting the pins from 
the hinges, the door can be com- 
pletely removed from the frame 


access 


no-sag, sprin 





A new rust-inhibitive, gray paint 
is used as a primer coat, to offer 
greater protection against corrosion 
Individual packaging of the doors 
has been adopted, with one door 
packed in a sturdy carton and the 
contents clearly identified by a 


bright label. 

Milcor steel access doors are made 
to compete with wood and are easily 
and inexpensively installed and fin- 
ished. No moulding is required, and 
no sanding and no filler are needed 
before painting. 





New Threaded Plastic Pipe 
Introduced by Carlon . 


Carlon Products Corp., 10400 
Meech Ave., Cleveland 5, Ohio, has 
announced the development of a new 
furnished in 


plastic pipe which is 
threaded sections, together with 
molded plastic fittings which fa- 


cilitate installation of standard or 
intricate systems for handling fluids 
or gasses. The new pipe, designated 
Carlon TL, is furnished in 20-foot 
lengths and incorporates standard 
International Pipe threads. 


Carlon TL can be threaded and 
cut in the conventional manner with 
standard pipe-fitting tools, and be- 


cause of the inherent pliability of the 
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No longer do you have to depend on 
one or two individuals in your organiza- 
tion to handle glass sales. 


Now any of your employees either 
man or woman can sell a customer a 
piece of glass cut to his exact require- 
ment. All you need is a FLETCHER Auto- 
matic Glass Cutting Machine. 


THE FLETCHER GLASS CUTTING MACHINE 


® SAVES SPACE e 
@ SAVES BREAKAGE ¢ 
@ SAVES TEMPER e 





The machine which uses standard FLETCHER 
blass Cutters as pictured above will save valuable 
space in your glass department. It mounts vertically 
instead of being horizontal like the conventional 
- cutting board. It can be mounted on your 
glass rack or wall. 


The glass rests on a metal straight edge and has 
vernier adjustment to insure perfectly square 
tuts. Full length metal measuring scales are also ad- 
justable. Pressure on the cutting wheel is easily con- 
trolled. All major moving parts are equipped with 
all bearings for long trouble-free service. The 
machine has been approved by the City of New 
York Bureau of Weights and Measure for accuracy. 


Ask your jobber salesman about this machine 
. the machine that actually cuts the glass under 
tontrolled even pressure. If your jobber does not 
andle the FLETCHER, write us direct for complete 
formation. 





HE FLETCHER-TERRY COMPANY 
0 SOUTH STREET ° FORESTVILLE, CONN. 
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H. BOKER & O., | INC. 


Quality tee over a Century 
101 Duane Street New York 7, N.Y. 
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plastic from which this new pipe is 
extruded, fit-up is more rapid. In 
addition, threaded leak-proof joints 
are assured. 

Carlon threaded TL pipe is said to 
be approximately 1/9th the weight 
of steel, and to have ease of fitting 
and make-up, and complete immunity 


to rot, rust and electrolytic corro- 
sion. Furnished in standard pipe 
diameter from % to 2 inches, it 


is recommended for handling fluids 
and gasses of all types and for food 
processing applications and other in- 
stallations where pipe handles 
liquids for human or animal con- 
sumption. 

A complete line of plastic ells, tees, 


adapters, plugs, etc., is available to 


facilitate coupling of plastic pipe 
systems or to permit attachment to 
previously installed metal installa- 
tions, as well as valves, pumps, 
faucets, and threaded outlets or 
intakes. 





Evinrude Announces New 
Big Twin Motor Model . 


Evinrude’s new Big Twin model is 
currently being presented to the bgat- 
ing trade as “a new kind of outboard 
motor—a motor so powerful, yet so 
light and easily handled that it opens 
entirely new horizons for high-per- 
formance outboard motors.” 











PAINT 


PRODUCTS 


Cnt Mek Compelilian 
BEAT COMPETITION! 


First, you must have more than a good quality paint to meet your com- 
petition. SARGENT-GERKE offers you the highest quality, which you can 
sell profitably with prices that are actually competitive with your 


market. 


Selling methods of the past will not meet the powerful competition 
of today. SARGENT-GERKE gives you a definite sales plan that sells the 
goods, and helps you beat your competition, with a generous profit 


to you. 


Service is maintained from the factory and through seven warehouses 
located at Montgomery, Alabama; Knoxville, Tennessee; Memphis, Ten- 
nessee; Paducah, Kentucky; St. Louis, Missouri; Des Moines, lowa; and 
Green Bay, Wisconsin. The constantly growing ranks of SARGENT Paint 
Dealers are proof that the policy of an independent manufacturer for the 
independent dealer is the answer to today’s merchandising problem. 


LET US MODERNIZE YOUR PAINT DEPARTMENT 


Write for the SARGENT-GERKE Exclusive Dealer Franchise Plan Today! 


mSargent-Gerke co 


INDIANAPOLIS, 


INDIANA 


P. O. BOX 729 


ER EEO 
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The motor develops 25 h.p. with 
weight of only 85 pounds, the lowest 
power-weight ratio in the outboard 
field, it is claimed. Gearshift control 
with neutral, forward and reverse, 
contributes small-motor manage-abil- 
ity and complete maneuverability, it 
was announced. Spark and throttle 
are synchronized with twist-grip con- 
trol carried to the end of the steering 
handle, for operating ease and con- 
venience. The Simplex starter makes 
fast, simple and easy starting, and 
the separate Cruis-a-Day tank pro- 
vides long cruising range. 

The motor will throttle smoothly 
down to normal trolling speed, and 


features exceptionally high torque 
at moderate throttle, thus enabling 
it to handle big boats and heavy 


loads with ease. 

The powerhead of the new model 
is twin cylinder, alternate firing type. 
Displacement is 35.7 cubic inches. 
Cylinder block is aluminum die cast- 
ing with hard iron sleeves cast in 
place, and detachable die cast alumi- 
num cylinder heads. The crankshaft 
of nickel-molybdenum steel is coun- 
terbalanced with integrally forged 
balances. Contributing to smoothness 
of operation, the powerhead is flex- 
ibly mounted on special combination 
synthetic rubber and stainless steel 
spring mountings. 

The Big Twin 
$350.00, f.o.b. factory, 


model is priced at 
Milwaukee. 





New Power Hacksaw Blade 
Introduced by Clemson . . 


A new flexible, unbreakable power 
hacksaw blade, shown for the first 
time at a recent meeting of produc- 
tion and sales personnel, has been 
introduced by Clemson Bros., Inc., 
Middletown, N. Y 

The blade is manufactured of a 
new special steel by means of a 
process wherein the hard cutting edge 
is welded to the flexible portion of 
the blade before the metal is rolled 
to gauge. The effect is a blade which, 
while completely shatter-proof, has 
high speed steel ability without sus- 
ceptibility to tooth stripping, it is 
claimed. Its cutting qualities and im- 
safety features are said to 
an ideal blade. 


proved 
make it 
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KLEIN 
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FOR MEN 
WHO 
DEMAND 


highest 
quality 


Anyone who knows and appreciates 
quality in tools recognizes that Klein 
Pliers are the finest that can be pur- 
chased. 


























No. 201-NE 


Many inferior pliers cost as much 
or almost as much as Kleins. Your 
customers will appreciate the extra 
quality they receive in genuine Klein 
Pliers—the plus service these tools 
render. 

Klein Pliers are available in a 
wide range of sizes and types. Be 
sure you have a stock of these more 
popular styles on hand for your cus- 
tomers who appreciate the best. 


Distributed Through Jobbers 
Foreign Distributor: 


International Standard Electric Corp., 
New York 


o_| 
| me 


i 


iN & Sons 


The New Klein Catalog giving 
full information on the conplete 
Klein line will be sent on re- 
quest. 


No. 203 
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High-quality 


ATIONAL LOCK 


for you to sell at 
a worthwhile profit 


N68-6703B (ABOVE) 
N68-O53C (BELOW) 


Order Complete Assortment or 
individual Items from Open Stock 


N-68 





A selected assortment 
from an extensive line 


Profitable, fast-moving locks for drawers, — oly porwr. 


Sect 


doors, chests, wardrobes, tool boxes. Locks 
with practical every-day uses. Individ- 
ually packaged in attractive printed en- 
velopes .. . complete with key, screws and 
other parts required for installation. Hand- 
some, compact counter display board 
FREE Write us for 


illustrated N-68 Lock assortment catalog. 


. to help you sell 





7 


Ask your jobber about N-68 ... Ask, too, about 
National Lock Cabinet Hardware, Sash Hardware, 
Builders Hardware and National Tutch Latch 


Distinctive Hardware... 
All From ] Source 


\N 


NATIONAL LOCK COMPANY 


ROCKFORD, ILLINOIS 


Merchant Sales Division 
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New Moto-Mower Models 
Include New Features. . 


The Moto-Mower Co., 4600 Wood- 
ward Ave., Detroit 1, Mich., an- 
nounces that its new line of Moto- 
Mower models for 1951 will feature 
(1) recoil starter, (2) weed topper, 
and (3) an idler and control that 
allows a free handle. 

The weed topper is an exclusive 
feature of the Moto-Boy and Scout 
models, while the recoil starter is 
found on the Scout and Lawnkeeper. 
The weed topper is said to reduce 
the time required for trimming, and 
the recoil starter to eliminate 
dangling langyard and spool rewind- 
ing inconveniences. 





In addition to the one model of 
whirl blade type, Roto-Mower 20, 
which was available last year, there 
will be a Roto-Mower 16. These 
models are driven by a vertical shaft 
motor which provides direct appli- 
cation of the power to the horizontal 
whirl blade of this type mower. 


The entire line of Moto-Mowers 
now consists of seven different 
models, including five reel types, 
sizes 17% to 24 inches, and two 


horizontal (whirl blade) types, 16” and 
20”. 

Besides the new idler and control 
that allows for a free handle, a 
6-inch diameter reel with five 
crucible steel blades mounted on 
self-adjusting ball bearings will be 





featured in the four self-propelled 
models: Power-Cut 1742”, Lawn-Ace 
18”, Moto-Boy 20”, and Scout 24”, 
Included -with the Moto-Boy and 
Scout is a weed topper as opticnal 
equipment. 





Red Devil Introduces New 
Gold Pot Cleamers ..... 


Red Devil Tools, Irvington 11, N. 
J., has introduced the new “3-in-1” 
Gold Pot Cleaner package for end 
counter or near the cash registei 
spots. 

Each package contains three Red 
Devil Gold Pot cleaners, regular 10c 
sellers. The “3-in-1" package is sug- 
gested to retail at 25c. 





made of 


The cleaners are 
alloy brass scouring ribbon, which is 
said to maintain its gold color on the 
shelf. It is claimed that the new 
alloy will perform the toughest scour- 
ing jobs, yet can never ruse, shread, 
splinter or unravel. 


Speciai 


















for BEAUTY 


DALLAS, TEXAS 


MR DEALER! 


Sell Your Customers 


WALLRITE 
Decorated 


BUILDING PAPER 


and COMFORT ~¥3 
FLEMING & SONS, INC. || Gas 





INCREASE YOUR PROFITS 


buy direct from manufacturer 





steel, 





Oilite 



















lubrication 
to suit depth of any sump 
—assembled completely and ready to operate 
with plug-in cord 
anteed for one year. 


1/6 H.P.—1! in. 
1/4 H.P.—i'%, in. 
Order direct by check or money order or write for further 
information. Manufactured by 


Thousands of Satisfied Users in U.S.A. and Canada 
The Precision sump pump is built entirely of stainless 
bronze and aluminum alloy, 
dust and moisture proof motor with built-in float switch 
and overload protection 
pump shaft bearing will never require 


has a totally enclosed 
Sealed motor ball-bearings and 
additiona 
Lifetime non-sticking float easily adjusted 
Every pump tested thoroughly 
Equipped 
Does not require special wiring. Guar 


DEALER COST F.0.B. NASHVILLE 
discharge 1,600 G.P.H. saean 
discharge 3,000 G.P.H. 


$36.50 
$42.50 






PRECISION PARTS CORPORATION 
Nashville 7, Tennessee 
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NOR-SURF 


BRAIDED NYLON 
SURF or 


TROLLING LINE 
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NORWICH 
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Take advantage of customer preference with 
NOR-SURF! Packaged 6 50-yard connected 
spools... 24, 27, 36, 45, 54, 63, 72 Ib. tests 
Permanent sand color. This coreless, soft- 
braided Nylon Line has no objectionable stretch 
... long life! Also on tubes of 400, 500, and 
1000 yards ... same Tests and quality! 


LINE COMPANY, INC. 


NORWICH, N.Y 





Telaatetiete! 
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Better’, We DARE them all 


able WY | | the hardness and flexibility of 











x ) | PINCOR reel blades and bedknife 
ter cannot be found anywhere else 
i. on the market! 


“oS 
You can beat the blades . . . against concrete or steel— 
but you won't nick them! You can bend them in a 30 degree 
angle and they'll snap back 





COIL-CHAIN 
—without distortion. Can 


= 
in 

: i this be duplicated by anyother 
y | La m na t ed Plywo od , : ee ae power mower on the market? 


| | McKAY 





No, because Pincor uses 





an exclusive isothermal 


process that produces a blade of high hardness, while 


Clas 


+ retaining the flexibility of spring steel. Qualities impos- 





the sible by any other known method of heat treating. 
aE It's the “cash-register-ringingest” sales feature you've 
pad, ever seen. No fancy gadget 
Ss —it's something concrete to 
—— tell your customer! It com- 
e EASIER TO HANDLE pletely eliminates worry 
ITS © EASIER TO STORE ones tates ook wel «. . 
_ @ EASIER TO SELL cuts sharpening and main- 
tenance tO a minimum. 
a McK-Paks make it easy to sell coil chain for 
these laminated plywood containers are easily 
le: 
nel rolled, quickly stacked and occupy a minimum PINCOR Ss out front — 
gs and space. Easy identification is assured by labeling ¥ 
juste every McK-Pak with the size, length, finish and not by claim — but by comparison 
— working-load limit of the chain it contains. When 
Guar- you handle McK-Paks you give your customers When a product is so obviously better, when it is really 
~ their choice of Proof-Coil or BBB Coil-Chain in possible to demonstrate and prove that it’s better... there's 
faa}  Self-colored and hot-galvanized finishes; 3/16", no trick to selling it. And that’s the way it is with Pincor 


further 1/4” 5/16” and 3/8” trade sizes. : ; 
Tak in § deal h ttine b mowers... by any standard... from any angle... they're 
selling the McKay hee “Stock ellccrndinsas: Te | out in front—with everything. Why wait... USE THAT 
Coil-Chain and other McKay Chains you need COUPON! 

to service your customers in the home, shop and 


farm fields. See your McKay jobber or write PINCOR PRODUC TS 


direct for complete information. 














f-—~, Manufactured by Pioneer Gen-E-Motor Corporation 






















Write for McK-Pak Data Sheet —— 5841 West Dickens Avenue * Chicago 39, lilinois 
lt lists the types of chain available, trade j MEKAY = Power Lawn Mowers © Hand Lawn Mowers © Electric Hedge Trimmers ¢ Gasoline 
sizes, number of length per foot, weight /. on Coney Engines © Electric Generating Plants © Battery Chargers © Generators 
per 100 foot and other information you | ==s- 
need to know about coil chain. <j we ee 

| oS ed Gen-E-Motor Corporation 

- a Dept. $H110 

5841 W. Dickens Ave. Without obligation, send me 





Chicago, Ill. further information about the 


THE McKAY COMPANY Pincor power mowers 


442 McKAY BUILDING + PITTSBURGH 22, PA. 













* McKay Metal Fil © Mild and Stainless 
© McKay-Red Electrodes Welding Electrodes 
© McKay Tire Chains © industrial aad Commercial Chain City State 


Street and Number 
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CHIPS FLY 





“Southern Kentucky” 
matches the 
woodsman’s skill 


They Cut Longer 
Between Sharpenings 





“Hudson Bay” 
super-useful for 
camp or trap line 













Since 1826, this trademark has 
represented the best in axes 


COLLINS 


Axes and Hatchets 


The Collins Company, Collinsville, Conn. 


ot 
we A 








Red Devil Offers New 
Tool Display Boards . 


Red Devil Tools, Irvington 11, N. J., 
is offering three new display boards 
free to dealers for the cost of the 
tools display on them, As an extra 
bonus, a Red Devil glass cutter is in- 
cluded at no cost. 

One board features wood scrapers, 
and two feature painters’ cutlery. All 
tools are securely attached to the 
boards, with provided for 
marking-in the selling prices. They 
may be used for counter or window 
display, or for hanging in various 
spots in the store. 

The display for wood scrapers in- 
cludes: cabinet scraper, wood scrap- 
er, pistol grip scraper, and a free 
glass cutter. The board retails for 
$2.60, and costs the dealer $1.53. 

The painter’s cutlery board con- 
tains two putty knives, two wall 
scrapers, a chisel, and the free glass 
cutter. Retailing for $4.60, it costs the 
dealer $2.87. 

The third board is similar to the 
above described cutlery board, except 
that the cutlery is made with flexible 
blades, instead of still blades. It re- 
tails at $4.80 and costs the dealei 
$3.00. 


spaces 


STATEMENT OF OWNERSHIP, MANAGE 

MENT, CIKCULATION, ETC., REQUIRED 

BY THE AUT Ur CONGKESS OF AUG. 24, 
1912, AND MARCH 3, 1933 








Of Southern tlardw are published month 
at Daltor tia for October 1 iv 
State of Georgia, Count ot Fulton 

Sefore me t Notary Vublic n and f the 
State ind County ifvuresaid personally 
peared © \ Sharpless he havin l LD 
dul sworn according to la deposes and 
ays that he is the business Manager of tl 
Southern Hardware d that the foll ing 
is, to the best of his kno edge and belief, a 
true Statement of t nership TPR rea 
men et ft iforesaid publication, tor 
tl date I nin tl ibe sption required 
l the Act Augu 24, 191 s amended 
by Act of Marcel Los embodied in See 
tion 7, Postal La ind Regulations, print 
el «a1 thre eVverne Sice of this torm tu it 

1. That the names and addresse oft the 
publisher, edite ind busines nanager are 

Publisher, W. R. C. Smith Publishing Co 
Atlanta, Ga 

Editor, Ral kk. WK , Atlanta, Ga 

Business Manager, ©. A. Sharpless, Atlar 
ta, Ga 

2. The owners are 

W s ¢« Smith Publishing Co Atlanta 
(ia.; Estate of W. R. C. Smith, Atlanta, Ga 
kt P. Smith (Atlanta Ga.: W J Rook: 
Atlanta, Ga ©. \. Sharpless, Atlanta, Ga 
r. W. MeAllister, Windermere, Fla I \\ 
O'Brien, Atlanta, Ga.; J. C. Cooke, Atlanta 
Ga.; Mrs, | I Philpot, Atlanta, Ga.; Seba 
J. Jones, Atlanta, Ga x = Roberts, At 


lanta, Gia 

: That the two paragraphs next above 
giving the name of the owners, stockholders 
ind security holders, if any, contain not on! 
the list of stockholders and security company 
but also in cases where the stockholders or 
security holders appear upon the books of the 
company as trustees or in any other fiduciary 
relation, the name of the person or corpora 
tion for whom such trustee in acting, is given 
ilso that the said two paragraphs contnir 
statements embracing affiant's full knowledge 


ind belief as to the circumstances and con 
ditions under which stockholders and security 
holders who do not appear upon the books of 
the company, as truste hold stock and se 
curities in a capacity other than that of a 
bona fide owner: and this affiant has no rea 


son to believe that any other person, asso 
elation, or orporation has any interest, d 
rect or indirect, in the said stock, bonds. or 


other securities than so stated by him 
0. A. SHARPLESS 
Business Manager 
Ss rn to and subscribed before me this 
second day of October, 1950 
SEBA J. JONES 
Notary Public, State at Large 
My Commission expires Fel 0, 1954 
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STOCK 


the TOP NOTCH line of 


CHICAGO 


"Safety Plus" Hexagon 
Head Cap Screws 
(Bright or Heat Treated) 
for these TOP NOTCH reasons: 


The constant de- 









®© Constant Demand 
mand for the “Chicago” line makes 
easier to sell—it’s the line for replace- 
ment used in original assembly in I 
fields of manufacture. Why? 

re Str er— More uniform—elive 
a perfect fit Ser ¢ very replacement need, 
and 

© They Cost Le They fasten faster 
and tighter—resulting in lower ultimate 
costs to your customer, which makes 
them “easier to sell 











© Better Service—Increased “Chicago” 
plant facilities and production means 
round the clock” se her 

better par kaging, and ; 
line. ¥ here is a greater prosit line 


you t ire 














Re eheor fe P > these Cr 





/ you are d 
Hexagon Head Cap Screws, Steel and Brass 
Square Head and Headless Cup Point Set Screws 
® Semi-Finished Hexagon Nuts, Steel and Brass * 
Hexagon Castellated Nuts © Fillister and Flat Head 
Cap Screws * Taper Pins * Milled Studs * 
Socket Head Cap Screws * Socket Set Screws ® 
Socket Pipe Plugs * Stripper Bolts or Shoulder 
Screws © Square Head Dog Point Set Screws 
© Keys, Assortments and Kits 


<The CHICAGO SCREW COMPANY 


2515 WASHINGTON BLVD., BELLWOOD fut 
Estabtished 187 


he Selling 


Rods in Aanowien 
PRICED FOR THE MASS MARKET 


*? TO CHOOSE FROM 
INCLUDING 


The New Pistol Grip 


The New Rod-’n-Reel 


The New 95-W 

















































































——— 
2 
A comple € inc etail fo tr 
25 p to $5.49 including | >». tax 






the line that has EVERYTHING! 








PREMAX PRODUCTS 








DIVISION CHISHOLM-RYDER CO., INC. 








5123 HIGHLAND AVE., NIAGARA FALLS, N. Y. 








1950 §SOUTHE 





TAN 


Nail holding 


CORP. 


LITTLE FALLS. Nw. Y., U.S. A. 





PROMPT 
DELIVERY 


on “Fill-in” orders. 
Mail or wire your “Fill-in” orders on 


Nationally Advertised 


HUNTING CLOTHES 
by REDHEAD 
DRYBAK 


Good profits and satisfied customers 


with these leading brands. 


GUN CASES 


for everyone...a gun case to fit every 
budget...a profit in every sale. 


CLEANING ACCESSORIES 


Complete Shot Gun and Rifle Cleaning 
Kits ... Rods... Brushes... Oil... 
Greases and Solvents .. . everything to 
keep the gun in tip top shape. 


Keep your stock in shape to give complete service to 
your trade. Sutcliffe assures you of quick delivery on 


“Fill-in” orders...Send your order in by mail or wire. 


send for We Install 


aur coPY ’ POLY CHOKES 
y CUTTS COMPENSATOR 


RC WEAVER CHOKES 
now! Quick. 
susie Dependable 


Service! 


Sanebinas 


COMPANY, INC. 
LOUISVILLE 1,KENTUCKY 








cut yourself in 


stock 


STAR 
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mag 
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Profits jump when you stock 
and sell Star Molyflex Hack 
Saw Blades... you make four times as 
much money as you do with standard 
steel blades. Customers go for Molyfiex 
—like the way these top-quality high 
speed steel blades cut 23.8% longer than 
other brands of high speed flexibles— 
come back again and again with re- 
orders. Feature Star Molyflex Blades— 
get your share of extra Molyflex profits. 
Rush an order to your jobber today. 


GET THESE STAR SALES AIDS 
FROM YOUR JOBBER 


No. 166—Counter Display Card holding 
10 Molyflex Blades. No. 45—Display 
Card that sells 3 Unbreakable Special 
Flexible blades at a time. Also, free Star 
Wall Chart—free 32-page booklet, Met- 
al Cutting. 4 ' 


FEATURE STAR 
STEELRITE 
METAL MARKING 
CRAYONS 





Attractive counter 
box guarantees 


[Tee peace STAR 
=—~~ndll 


fea) 
ready, steady [it are | aR ” 
a a 
sales. iw > : 





COMING SOON! 
Sound Slide Film: Hitch 


Your Wagon To A Star’’. 
Available for distribu- 
tors’ sales meetings. 





CLEMSON 


Makers of hand and power hack sow blades 
frames, metal cutting band saw blades and 
Clemson Lawn Machines 
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Fasco Industries Offers 
New Accessory Tool Kit 


Fasco Industries, Inc., Rochester, 
N. Y., is now offering a new 21- 
piece accessory tool kit that includes 
a 7-piece carbon drill bit set, arbor 
adapter, grinding wheel, lamb’s wool 
polishing bonnet, assorted grit sand- 
ing discs and pattern, cloth buffing 


wheel, buffing compound, rubber 
mounting disc, wire steel scratch 


brush, paint mixer, horizontal drill 
stand, and steel tool chest. The kit 
alone is priced to retail at $12.95. 





The portable circular saw, included 
in the special combination offer, has 
a 4” chrome nickel alloy blade, pre- 
cision ground and tempered. It cuts 
rip or crosscut up to 14%” and saws 
2 x 4’s in two cuts. It attaches to 
the Fasco electric drill in seconds. 
Retail price of the saw is $6.95. 

The drill press, a_ strong, rigid 
stand that converts the drill into a 
precision bench tool, has four holes 
in the base for mounting, and drills 


to the center of an 8” circle with 
34” vertical travel. The maximum 
distance between chuck and _ table 


top is 10%”. Drill press sells retail 
for $11.95. 





Stanley Intreduces Six 
Redesigned Tool Chests 


Stanley Tools, Division of The 
Stanley Works, New Britain, Conn., 
has introduced six redesigned tool 
chests for gifts and year-round use. 
The line includes six different sets, 
designed to fit the needs of hobbyists, 


artisans, or youngsters. Each set is 
priced to appeal to any particular 
shopper, and of the six sets, three 


are Stanley tools and three the De- 
fiance line by Stanley. 

Tools in each chest have been se- 
lected to make the assortment a last- 
ing and useful gift, it is claimed. 

The line consists of: No. 888 Fix- 
It-Kit, with 12 Defiance basic tools 
packed in a strong corrugated Tote 
Tray, for the boy starting woodwork- 
ing; No. 891 Handyman Set, with 17 
Defiance tools in a metal chest, for 
the homeowner and boy woodworker; 
No. 895 Better Home Kit, with 28 De- 
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fiance tools in a grey metal chest, fo! 
farm, homeowner or boy carpenter; 
No. 907 Woodworker's Set, of 19 high 
quality Stanley tools in a stained and 
varnished oak chest for the hobbyists 
and skilled woodworker; No. 910 
Hobby House Set, with 28 Stanley 
tools in oak cabinet for man or boy 
woodworkers; and No. 951 Roll-Up 
Set, with 29 Stanley tools in a hand- 
some chest with roll-up front and a 
drawer for small items. 


Dazey Introduces New 
Magnetic Can Opener. 


The Dazey Corp., St. Louis 7, 
has introduced a new Hold-Tite mag- 
netic can opener, now in production 
and ready for immediate deliver) 

The new can opener embodies the 
features of the Dazey can 
plus the added magnetic arm 
holds the lid after it has been cul 
from the can 

The magnet flows freely in the arm 
and is made of permanent magnet 
material, the kind that does not 
its strength, the manufacturer an- 
nounced The magnet 
movable for cleaning. 

Magnetic can opener Model 61HM 
is fair traded to retail for $3.25, I 
was announced. 
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That’s the only way to describe the tackle 
1951 H-I 


hundred-and-thirty-eight- 


dealer who has seen the line. 
Never, in our 
year history, have we known such a recep- 
tion for amy tackle line. 

We knew, when we introduced the line last 
August, that it offered dealers (and fisher- 
men) the best values ever. But we didn’t 
anticipate such an immediate and_sensa- 
tional acceptance by you dealers. Our new 
numbers—including H-I POWER GLASS 
rods (40 different models in a wide price 
range)—have aroused more interest among 
dealers than even we'd expected. Better mer- 
chandise, at fair prices, is the answer, of 


course. 


SEE IT 


if your H-I man hasn’t already given 
you a preview. He’ll be giving an advance 
showing of the H-I line in your town soon. 


Don’t miss it! 





HORROCKS-IBBOTSON CO. 


UTICA, N. Y. 


Manufacturers of the Largest Line of Fishing Tackle in the World 
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Use your 8-ROLL CAPACITY 
DISPENSING DISPLAY FLOOR FIXTURE 
to help you sell all 6 types of R-V-LITE 
Available at nominal cost with Special 
R-V-LITE ASSORTMENT R-V 550-D 


Exclusive Manufacturers of R-V-LITE 


N:W7 aga @Xe):1;10):7 Walely 


3462 NORTH KIMBALL AVENUE ¢ 


CHICAGO 18, ILLINOIS 
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DUXBAK can take it... 


Your customers want hunting 


clothes that can handle rough 
wear and tear and will give 
long and lasting satisfaction. 
And Duxbak makes just that 
kind. Duxbak Hunting Clothes 
can really take it! They offer 
many other special features, 
too, such as the Bi-Swing Back, 
ease of movement and com- 
plete comfort. They “shed wa- 
ter like a duck’s back” and are 
made of the finest materials 
in the smartest styles. For real 
rugged going and easy comfort, 
you can’t beat Duxbak — the 
hunting clothes your custom- 
ers will want—and the line 
measure for 


that’s made to 


your store. 





TRADE MARK 





HUNTING CLOTHES 
820 Noyes Street, Utica 4, N.Y. 
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Electric Fleor Polisher 
With Accessory Kit. . 


Signal Manufacturing Co., Lynn, 
Mass., has introduced a new electric 
floor polisher which, with attach- 
ments, will perform many other 
household chores. 

The new Signal unit has complete 
Underwriters’ Laboratory approval; 
the motor operates on 110 volt A.C. 
or D.C. and never requires lubrica- 
tion of any kind; an On-Off toggle 
switch offers convenience of opera- 





tion; and a long 40” detachable han- 
dle and a large floor polishing brush 


with bristles approximately 9” in 
diameter is included, it was an- 
nounced, 

Sold as an accessory kit with the 


Signal is an assortment of attach- 
ments for polishing automobiles and 
furniture and for drilling and sand- 
ing, consisting of a lamb’s wool pol- 
ishing bonnet, a 424’ moulded rubber 
pad, sandpaper, and a drill chuck for 
drills up to 144”, plus the necessary 
parts for adapting the unit to these 
jobs. 

The Signal is being distributed by 
Shetland Sales, Inc., 69 Bennett St., 
Lynn, Mass. 


MIRRO Introduces New 
Holiday Cake, Mold Sets 

Aluminum Goods Manufacturing 
Co., Manitowoc, Wis., announces a 
new display-packaged traffic-build- 
er for fall and Christmas store pro- 
motions in its MIRRO aluminum tree 
cake and mold set. 

The new 10-piece set features two 
large tree-shaped pans that accom- 
modate recipes for 9-inch cakes or 
popular cake mixes, and eight in- 
dividual molds for salads, aspics, cus- 
tards, ice cream and desserts. Pans 
and molds are made of special bright 
MIRRO aluminum and have sanitary 
flared tops for easy cleaning. 

Ten’ kitchen-tested recipes for 
cakes, fillings and frostings are 
printed on the full-color display 
carton that attractively illustrates a 
large Christmas tree cake and in- 
dividual tree-shaped gelatin salads. 
The set will be nationally advertised 
and promoted during the holidays. 
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HORSE COLLAR PAD 
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For every work horse and mule. 
“The pad with the rust-proof 
red hooks” 


Tapatco 


TRACTOR SEAT CUSHIONS 











For every tractor and farm 
implement seat. 


See your jobber or write us. 











THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 





MAKERS OF FAMOUS TA-PAT-CO 
HORSE COLLAR PADS SINCE 188! 








Stanley Announces New 
Electric Safety Saw . 


Stanley Electric Tools, New Britain, 
Conn., announces the W65 electric 
safety saw, a new lightweight 6-inch 
saw which is said to combine high 
speed and dependability on all types 
of jobs. 

The unit has a Universal type, DC 
or AC motor, 60 cycles or less, 5600 
RPM, and features perfect balance 
in any position, it was reported. Oth- 
er features include: a Multi-Grip 
handle-stippled for sure grip; mo- 
mentary contact switch and an auto- 
matic telescoping safety guard with 
manual control. 









A round arbor allows the use of 
any standard blade. The saw be vels 
at any angle up to 45 degrees to a 





145-inch depth. It cuts up to two 
inches deep at 90 degrees 
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FASTER SALES 
‘\| MEAN 





ROTARY 


7 POWER MOWERS 


i 
eff 
Ne, Airfoil shaped blade gives smooth 19” cut to fine 
lawns with ease. The HOMKO Rotary Mower is the latest develop- 
ment for cutting high grass and weeds. A maximum of SAFETY, 
STRENGTH, and LONG LIFE is obtained from the ALL STEEL 
GUARDS AND FRAME. Powered by the latest VERTICAL TYPE, e 
DIRECT DRIVE, NATIONALLY KNOWN, 2. H.P. 4-CYCLE ENGINE. ome 


>; GRIFFIN 


Ris 


DEMAND DEPENDABLE HOMKO—TRULY A QUALITY PRODUCT 


MANUFACTURED BY 


WESTERN TOOL & STAMPING CO. 
THE LEADER IN THE POWER AND HAND MOWER FIELD 
2725 SECOND AVENUE DES MOINES 13, 1OWA 














For more than 50 years Griffin 








hinges have been known for their 
fine materials and workman- 


ship. Griffin hinges are 
un, 
ric 
ich 


part of a wide variety of light 


igh builder's hardware . 
pes 

quality produced by 
DC 





600 Griffin. 
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ith- 
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~, 
cy 
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WRIGHT Galvanized Wire Strand on 6!/2" steel spools. 


A product of many uses—guy wire for radio and tele- 


j 
/ 


Suery DOOR NEEDS THREE! 














vision antennae and many other installations where a J (> “ip ) 
strong brace wire is needed—emergency repairs, bind- anu actuning MM an} 
ing and strapping, temporary enclosures — electric 
fences, clothesline. E RIE « P ENNSYLVAN IA 
Southern Representatives: SALES OFFICES 
45 Warren Street New York 7, New Yor’ 
E. L. HORNIBROOK, D. C. HORNIBROOK 1639 Fargo Avenue Chicago 26, Illino™ 
Box 176, Avondale Estates, Ga. 9344 Woodward Avenue Detroit, Michigas 
LAWRENCE J. BALDWIN & SON 115 Broad Street Boston, Massachusetts 
) 306 Carondelet Bidg., New Orleans 12, La. 1355 Market Street San Francisco 3, Californig 
917 St. Charles Avenue Atlanta, Georgia 
308'/, North Harwood Dallas, Texas 
4524 East 60th Street Seattle, Washington 
Sidaa & 785 North President Street Jackson 6, Mississippi 
4638 Mill Creek Kansas City, Missouri 
2611 Garrison Boulevard Baltimore 16, Maryland 
WIRE < 1620 Garfield Street Denver 6, Colorado 
of ~ 4 IN CANADA 
vels 1S Wellwood Avenue Toronto, Ontario 
0a WORCESTER: MASS. 
two 
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YANKEE’ 


Push Drill No. 45 


Fast—that’s the way 
the NEW “Yankee” 
No. 45 Push Drill 
works. Designed to 
speed drilling in 
wood or plastics. 
Ideal tool for crafts- 
men, hobbyists and 
handymen. Order 
NEW “Yankee” No. 
45 Push Drills from 
your jobber .. . dis- 
play them in this 
colorful Merchan- 
diser ... then watch 
them MOVE FAST. 






2 


[7 
/ 
/ 


place. Flange 


thumb rest. 





Display three No. 
45 Push Drills in 
this —_ eye-catching 
No. 45M Merchan- 
diser. It’s your on- 
the-spot salesman 
that stops customers 

+ makes soles. 




















“YANKEE” 
No. 45 Push Drill 


Rugged, depend- 
able drill comes 
complete with mag- 
azine handle and 
eight drill points — 
116th to 11 /64ths. 
Improved chuck 
locks drill points in 


on 


handle mokes handy 


NORTH BROS. MFG. CO. 


Philadelphia 33, Pa. 


“YANKEE” TOOLS | STANLEY | THE TOOL BOX 
NOW PART OF STANLEY OF THE WORLD 


oq US Por. OM, 
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CONVENTION DATES 








Alabama Retail Hardware As- 
sociation, annual convention 
and trade show, April 23-25, 
1951. Headquarters, Hotel Ad- 
miral Semmes, Mobile, Ala. 
Secretary, Mrs. Euna G. Ram- 
sey, 509 No. 19th St., Birming- 
ham, Alabama. 


Arkansas Retail Hardware & 
Implement Association, annual 
convention, Feb. 18-19, 1951. 
Headquarters, Hotel LaFayette, 
Little Rock, Ark. Secretary, J. 
Wayne Tisdale, Hotel LaFay- 
ette, Little Rock, Arkansas. 


Hardware Association of the 
Carolinas, to be announced. 


Florida Retail Hardware Asso- 
ciation and Georgia Retail 
Hardware Association, annual 
joint convention, May 7-9, 1951. 
Headquarters, Geo. Washington 
Hotel, Jacksonville, Fla. Sec- 
retary, W. W. Howell, Box 183, 
Waycross, Georgia. 


Kentucky Retail Hardware As- 
sociation, Inc., annual conven- 
tion and trade show, Feb. 6-8, 
1951. Headquarters, Brown Ho- 
tel, Louisville, Ky. Secretary, 
Dwayne W. Laws, 501 Repub- 
lic Building, Louisville, Ken- 
tucky. 


Louisiana Retail Hardware As- 
sociation, annual convention. 
March 11-13, 1951. Headquar- 
ters, Evangeline Hotel, Lafay- 
ette, La. Secretary, David O. 
Mansfield, 226 S. State St., 
Jackson, Mississippi. 


Mississippi Retail Hardware 
Association, annual convention, 
June 3-5, 1951. Headquarters, 
Buena Vista Hotel, Biloxi, Miss. 
Secretary, David O. Mansfield, 
226 S. State St., Jackson, Mis- 


sissippi. 


Missouri Retail Hardware As- 
sociation, annual convention 
and trade show, March 6-8, 
1951. Headquarters, Jefferson 
Hotel, St. Louis, Mo. Secretary, 
Harry F. Scherer, 1189 Arcade 
Bldg., St. Louis, Missouri. 


Oklahoma Hardware & Imple- 
ment Association, annual con- 
vention and trade show, Feb. 
6-8, 1951. Headquarters, Munic- 
ipal Auditorium, Oklahoma 
City, Okla. Secretary, R. K. 
Thomas, 711 Wright Bldg., 
Oklahoma City, Oklahoma. 








There are no finer salad bowls than the 
Parrish ‘Supreme Finish''—the bowls of ex- 
uisite Wild Cherry and Hard Maple woods. 
the rich, permanent beauty and elegance of 
**Supreme’’ quality assures you and your 

+ plete satisfaction and mutual 





profit. 


No other bowls have the exclusive 
**Supreme Finish'', which penetrates fully 
and remains an integral part of the wood as 
long as the bow! lasts. Sanded to satin 
smoothness before the final, odorless, cieor 
finish is applied, heirloom quality is 
achieved. Yet the prices 7 low and popu- 
lar with your customers while affording you 
a very good margin of profit. 


Parrish 


Inform your sales people wh 
bowls are the choice of “‘those who know’ 
—why the "Supreme Finish"’ Is different, 
better; why fruit acids, garlic, onion, fish, 
even alcohol will not injure nor leave un- 
wanted tastes and odors. Tell the facts ond 
you'll sell more. 


Descriptive folder, price list, discount and 
selling helps upon request. 


J. SHEPHERD PARRISH COMPANY 
205 WEST WACKER DRIVE 


CHICAGO 6, ILLINOIS 


fecturer of Fine Weed Bowls 








Tennessee Retail Hardware As- 
sociation, annual convention, 
Feb. 18-20, 1951. Headquarters, 
Farragut Hotel, Knoxville, 
Tenn. Secretary, Morris Jones, 
Box 784, Nashville 2, Tennessee 


Texas Hardware & Implement 
Association, annual convention 
and trade show, Jan. 15-17, 
1951. Headquarters, Plaza Hotel, 
San Antonio, Texas. Secretary, 
Ray M. Souder, 814 Texas Bank 
Bldg., Dallas, Texas. 


Tri-State Hardware & Imple- 
ment Association, annual con- 
vention, Feb. 12-13, 1951. Head- 
quarters, Hotel Herring, Ama- 
rillo, Texas. 


Virginia Retail Hardware As- 
sociation, annual convention 
and trade show, March 27-29, 
1951. Headquarters, Hotel Roa- 
noke Roanoke, Va. Secretary, 
G. T. Omohundro, Jr., Scotts- 
ville, Virginia. 


West Virginia Hardware Asso- 
ciation, annual convention and 
trade show, Feb. 19-21, 1951. 
Headquarters, Daniel Boone 
Hotel, Charleston, West Va 
Secretary, James C. Fielding 
1628 McClung St., Charleston, 
West Virginia. 
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: It's the 
SAW I \ 
. HORSE [ |\ 
<i BRACKET 


NUMBER I 


j 
| 
| 
| 
j 


as Now another new saw horse bracket added to the 

tin t , ” . 

oe Larson popular “Make Your Own” Line. Just the 

= bracket for 1” lumber. 

~~ MANY USES—tThe ideal bracket to use for making Ping Pong 
tables, temporary banquet tables, toy train tables, light platforms, 

ish etc. 

mt 

nt, NEW TWO-COLOR BOX—Attractive new box shows hardware 

_ furnished, suggested uses, with complete instructions included 

ind Makes a clever counter display 


See Your Jobber or Write for Green Litercture 


CHAS. O. LARSON CO. 





| STERLING « ILLINOIS 





ANOTHER NEW SET 






Designed for 1” lumber 











Fast Moving Favorites 


for Winter Decorating 
TIGER GRIP 


Linoleum Cement 


For floors or walls, all thickness- 
es of linoleum. Easy to spread 
quickly and uniformly because 
it’s tacky but not gummy or 
lumpy. No presetting — no of- 
fensive odor. Can be applied 
fast—it's easy to clean up when 


the job is done. to 


WATERPROO | 
LINOLEUM 
CEMENT 






Consumers Waterproof Cement 
The perfect companion to Tiger Grip Paste — for 
closing seams, sink tops. Ideal for bath, lavatories, 
rathskellers, etc. 


Professional (Mechanic's) Trowel 


Made of polished spring steel—with the correct 
serration to spread cement on floors for lino- 
leum, rubber tile and asphalt tile. Also used 
for cementing linoleum to wall surfaces. Strong 
construction. Aluminum shank held with 10 
rivets and a handle that cannot turn. 


Order From Your Wholesaler. 


CONSUMERS GLUE CO. 


ISIS N. HADLEY ST. ST. LOUIS 6, MO. 








“I’m making money selling 
the idea of MORE BUTTER 
made with the... 





A word to the wives sells 
the Dixie-Maid for faster, easier, 
more efficient churning the elec- 
tric way. There’s a model for all 
types of containers—stone crocks 
or jars; choice of jar sizes, too. 
Your mark-up gives you the big- 

gest part of a ten dol- 


lar bill on every sale. 
Repeat business on 


oo MORE jars and acces- 
BUTTER sories. 
¢ FOLDERS and 
ee! HANG-UPS, Too 
‘4 We supply good- 
/ oo looking printed 
i m sales helps to push 
a "@> the idea of MORE 
a. ; 9 BUTTER with 
SEM DIXIE-MAID! 


ORDER FROM YOUR 
JOBBER OR WRITE 


SOUTHERN ELECTRIC PRODUCTS 
ANDERSON, SOUTH CAROLINA 
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METAL POPPET 


ALL POSITION 





CHECK 
= —»VALVES 


CAN be placed in any position. Patented 
Flexible Monel Metal Poppet, cannot leak. Quiet, 
sensitive operation. For cold or hot water, steam. 
200 Ibs. pressure. Made in seven sizes. Ask for 
bulletin 204. 


Order from Your Jabber 
aeninlae rane 














RT waTWE 1, INDIANA 




















o , LIGHTER 
= than ALUMINUM 


UNBREAKABLE FRAME 
OF EXTRUDED MAGNESIUM 


@ Profitable, Fast Selling, @ Adjustable, Replace. 
Nationally Advertised able Vial Units 


; @ Available in 10 sizes © Beautifully Designed, 
Yes, a brilliant smartness awaits from 12 to 72 inches Accurate, Dependable 
Hotel Sinton—gorgeously dec- 


J. H. SCHARF MFG. CO., OMAHA, NEBR. 
orated — beautifully furnished. 


every hotel facility fc x 
Every hotel facility for your , PERFECT ocfae Peeiite 


comfort. 


Write a gid’ » y NEW Electric R ok 42 
Fe | PAINT REMOVER 


Removes paint from wood—flat, 
curved or irregular surfaces. 
Ideal for laying linoleum and 
asphalt tile, removing putty 
Made for continuous comfort- 
able operation. Handle will not 
heat up. Unit, chrome plated Complete parts 


. j 
H T | : | | N steel, operates on AC or DC Write Today replacement 
current, 110-120 V. Heating sur- . Electrical cord 
face area 3'/," x 5%". For Profitable UL approved 


Dealer Plan 


The B & L TOOL & MACHINE CO. pitinvitte? con 


you at the newly modernized 




















ONE YEAR 
GUARANTEE 











* MARSHALLTOWN TROWELS * 


MARSHALLTOWN.TROWEL COMPANY * MARSHALLTOWN, IOWA 


MARSHALLTOWN 


upetiealed “FOR BETTER PAINTING” 
AND “101 HANDY USES” 
h ‘§ Send for free booklet > 


ARCHER-DANIELS-MIDLAND COMPANY 


100% PURE LINSEED OIL 687 Roanoke Building * Minneapolis, Minnesota 



































¢ GREAT NECK SAW MERS., inc. - Mineola, N.Y. « 


ENGINEERED QUALITY TOOLS SINCE 1919—at popular prices Nationally Advertised Products 


© hack saws © hand saws © keyhole saws © hack saw frames 


© panel saws © mitre saws © coping saw frames © coping saws 
© pruning saws e wood chisels © screw drivers © compass saws & nests 
© block planes © fore planes ] © jack planes © smooth planes 

FOR ACTION SALES... RS way SEE YOUR JOBBER IMMEDIATELY! 











YOUR...HARDWARE MARKET 

| Constant change—something new—something better—is a characteristic wages, hours, average pay, incentive plans, etc. SOUTHERN HARDWARE 
of America gives you each month information, ideas, plans and suggestions based on 

z The easiest way to keep up to date in the hardware trade is through the intimate contact of our editorial staff with the most successful hard 

: the pages of your business magazine. For example, within the past year a ware merchandisers over the South 

: survey among 4000 Southern retail dealers and 100 wholesale houses on the If you are not already a subscriber, send in your $1.00 today for a 
importance of sporting goods lines to the hardware retailer yearly subscription or $2.00 for three years 


Again a survey among a representative number of dealers as to 


SOUTHERN HARDWARE, 806 Peachtree St., N.E.. ATLANTA 5, GEORGIA 
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